SOUTHERN 


SERVING THE 19 SOUTHERN AND SOUTHWESTERN STATES 


Another customer 


gets into his car 


with 


New Pride... 


Every time you restore that New Car feel with 


A customer proud of his car’s per- 
formance is a customer who is a 
booster for your business. You’re 
sure of prideful, satisfied custom- 
ers when your overhaul jobs in- 
clude Perfect Circle 2-in-1 Chrome 
piston rings. 

You’re sure of satisfied custom- 
ers because PC 2-in-1 Chrome sets 
more than double the life of cylin- 
ders, pistons and rings. Why? Be- 
cause BOTH the top compression 


ring and the oil ring are plated with 
thick, wear-resisting solid chrome. 
Seat faster, too, because they are 
lapped in at the factory. So for 
longer life, sustained power with 
lasting oil economy, instal] PC 2- 
in-1 Chrome piston rings—the set 
you can install with pride and con- 
fidence! Perfect Circle Corpora- 
tion, Hagerstown, Indiana; The 
Perfect Circle Co., Ltd., 888 Don 
Mills Road, Don Mills, Ontario. 





Don’t Miss Your 
Doctor of Motors Clinic! 





Sponsored by your PC Jobber, the Doctor of 
Motors Clinic is packed with facts of great 
value to you. Plan to attend the next one. 


AUGUST 1957 
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PERFECT 
CIRCLE 


2-IN-1 CHROME PISTON RINGS 


Double the life of pistons, 
cylinders and rings. 
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MONEY -MAKING 


CARBURETOR 
_, TUNE-UPS 
~INAJIFFY 


Save time, prevent mistakes, make more money on 
every job, with HYGRADE’s convenient JIFFY KITS. 


JIFFY-RAKS ARE FREE 


Ask your jobber about JIFFY KITS 
in balanced JIFFY-RAK Merchan- 
dising assortments. It’s the handy 
way to keep your kits. You pay 
only for the kits. 





yiFFy KIT 
g121¢ 
D sani THE PARTS YOU NEED IN A JIFFY! Gaskets, 
pump pistons, needles and seats, extra parts 





where necessary, complete instructions for each 
kit, and even the gauges you need for the job! All 
in one compact package. It’s economical. (You only 
pay for the parts you always use.) You'll want 
JIFFY KITS for every make and model car. 


HYGRADE 


Want details in a jiffy? Call your jobber today, or Jiffy Ki 


write HYGRADE PRODUCTS DIVISION, Standard Motor 
Products, Inc., Long Island City 1, N. Y. carburetor tune-ups in a jiffy! 
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THREE 
MAINTENANCE 
‘MUSTS’ 


».-to put a car in 
top operating 
condition — 
and keep 
it there! 


PERMATEX TOON-OYL 


crankcase additive gives a three-way chemical tune-up 
while driving: 
@ removes carbon, gum and varnish —frees sticky valves 
and allows smoother piston function. 
e prevents corrosion —safe even for cadmium-silver and copper-lead bearings. 
reduces friction — plates all moving parts with a tough film of oil 
that prevents scored cylinders and burnt bearings. 


PERMATEX PENETRATING OIL 


inhibits rust and lubricates where regular oils are too heavy to penetrate. 
Unaffected by water. Perfect for springs and between other surfaces 
with close tolerances. 


PERMATEX SOLVO-RUST 


frees “frozen” parts. Dissolves rust, gum, scale, paint, varnish and carbon binder. 
Safe for use on all metals. Contains no harmful ether or kerosene. 


Get Longer Life for Customers’ Cars—and Higher Profits for Yourself 
Order from Your Jobber Today! 


aa renmsres comeany, we 
ZF 


FACTORIES: BROOKLYN 35, MN. ¥. KANSAS CITY 15, KAN, 
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Here’s why 


Extra profits on major repairs, 
brake and wheel work 


No lost time sending out for seals 
Controlled storage for seals and bearings 
All fast-moving numbers; no deadwood 
All-steel cabinet free with stock 

World’s best interchange data 


Join the 45,000 profit-minded shops now stocking 
National Seals. Your jobber will install and main- 


tain your stock. Call him today! 


x 
CARE 
WILL SAVE 
YOUR CAR 


~~, 


°FEDERAL-MOGUL SERVICE’ 
. Rimision of Federal-Mogul-Bower Bearings, Inc. ; 


> Detroit 13; Michigan? ~~ 1 £4 ‘ hace 
4 \ “ a “A , », \ Lo . ~~ ‘ 
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WARCO’s 
got the 


Postman 


In sleet or hail, in heat or snow... 
Warco keeps a million autos on the go. 


Every day, no matter what the weather 
is, Warco brings in extra profits with extra safety. That’s 
why dealers everywhere turn to Warco. And they can be 
certain too, that with Warco products there will be no 
crystallizing, no gumming, no corrosion of metal or erod- 
ing of rubber. 


WARCO S.A.E.70R1 HEAVY DUTY 
HYDRAULIC BRAKE FLUID 


Approved by Stetes 
with Brake Fluid Ordinances 


S.A.E.70R1 is for use in trucks, tractors, 

buses, and for passenger cars when 

recommended by manufacturer. 
WARCO S.A.E.70R2 
MODERATE DUTY 
HYDRAULIC BRAKE 
FLUID 
For passenger cars and light 
trucks. 


e 

WARCO 

“GRADE A" 

HYDRAULIC BRAKE FLUIDS 

nationally accepted by leading jobbers over 

the past 20 years. 

WARCO $S.A.E.70R1 and S.A.E.70R2 

brake fluids meet or surpass every 
S.A.E. specification. 


Available in: 12 oz., Pint, Quart, Galion, 
5 Gallon and 54 Gallon Drums 


WARCO 
AUTOMATIC TRANSMISSION 
FLUID-TYPE A 
A laboratory tested product that 
mixes perfectly with original equip- 
ment type A fluids. 
Available in: Quart, Gallon, 
5 Galion and 54 Galion Drums. 


Write for our catalog now! 


WARCOG 


WARWICK LABORATORIES COMPANY 
334-42 Cleveland Street, Brooklyn 8, N. Y. 
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STEP UP 
TO HIGHER PROFITS 


WITH AMERICA’S FAVORITE STOPPER 
Amidon 


| America’s Safety Brake Lining 


a 


Sell a better job at a better price 
. . « let us show you how! 


Cut-rate “specials” may build traffic, but 
it’s the top-quality brake service job — from 
pedal to drums—that pays off in increased 
profits and more satisfied customers. And 
top-quality brake jobs start with a top-quality 
brake lining — American Brakeblok . ; . the 
lining that both you and your customers 
can depend on. 

Selling complete, quality brake service is 
easy. Thousands of dealers are doing it 
with the help of American Brakeblok tech- 
nical and sales “know-how,” and merchan- 
dising aid available through N. A. P. A. job- 
bers. Why not find out more about American 
Brakeblok’s “Stop that Customer”’ program ? 
It’s the best road to increased brake service 
profits! Your nearest N. A. P. A. jobber will 
be glad to give you the facts. Phone him today. 











Bonded brake Riveted 
shoe exchange lining 





Want more facts? Use Reader Service Card Page 98 SOUTHERN AUTOMOTIVE JOURNAL for August 1957 





Automotive 


SPOTLIGHT 








August 1957 


The big parade of '58 models begins a bit early this year. By mid-August more than 
5,000 Edsels had rolled off the assembly lines, assuring plenty of models of this 
fifth line of Ford Motor Co. merchandise by September 4 when the public invades 
the showrooms of the approximately 1,200 dealers who initially will offer the car. 





This will be another Bet-a-Billion year. The more than $900 millions being 
spent to bring out the '58s was exceeded only for the '55 models which set a 
record for sales. GM had not intended spending so much, but reduced sales of 
Buick and Olds brought orders for a "crash" redesigning program calling for 
"58 models in those lines to be something more than face-lifting. Meanwhile, 
dealers found an ample—if not too ample—supply of '57s coming their way. Over 
the Southland began appearing "blitz" sales campaigns reminiscent of what broke 
out in '53. 





Will territory security be revived? A grass-roots movement stemming from the 
Southwest is stirring up conversation and some donations of a minimum of 
$100 apiece from dealers. The goal is to promote efforts to restore 
guaranteed trading territory to franchised dealers by some legal means. It 
would terminate cross-selling (selling to a customer outside a franchised 
dealer's normal market area) and bootlegging (selling to an unfranchised 
retailer outside that area). 





"Wheels" behind the movement include two long-prominent Oklahoma City 
dealers—R. T. Scott and H. Mead Norton. These GM dealers are not 
proposing any action particularly contrary to the National Automobile 
Dealers Association, with which they have been prominently associated. 
Rather, because NADA's membership is not solidly for such a proposal, 
they are acting apart from NADA. A direct-mail barrage was being conducted 
out of Oklahoma City by the Authorized Dealer Survival Association, Inc., 
and responses were reported satisfactory. 





"Go on and use ‘Genuine. '" It's okay to employ the term to Chevrolet replacement parts, 
the Federal Trade Commission told GM last month, because it’s not misleading. The 
FTC said 99% of Chevy's fast-moving parts were either made only by GM or by GM and 
others expressly for Chevrolet in accordance with its specifications. Of the other 
one per cent, said the FTC, the engineering and design are approved by Chevy engineers 


expressly for use in Chevrolet cars 





Station wagons have fooled the industry. The hardtops did it only a couple 
of years ago. And now Detroit is revising its look on the wagons because 
of the surprisingly high demand. J. C. Wright, Ford's kingpin, pointed 
out that one out of every nine cars sold this year was a station wagon and 
he predicted the sales would approach 850,000. Based on current sales, a 
million wagons will be sold next year, he said. 





Maine to be the next? Already 24 states are in the fold of the Independent Garage Owners 
of America. While Georgia garagemen were adding members, Maine loomed as the next state, 
with meetings set there very soon, Executive Director Ralph H. James of Tulsa reported. 
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Unprecedented acceptance 
for 
Sealed Power's 


NEW 


Stainless 
Steel 
Oil _ 


IMPORTANT AD NNCES 











$S-50U ven 
Proper axial pressure of the 


U.S. Patent 555 
No. 2,789,872 spi side rails against sides of 
grooves assures side-sealing— 
even under high vacuum condi- 
tions of deceleration. 


Circumferential abutment type 

design makes the ring independ- 

ent of the contour and depth of 
The Stainless Steel oi! ring is now being featured piston groove. It exerts its pres- 
in KromeX piston ring sets for engines which sure uniformly... conforms 
require super oil rings for top performance. more readily to the bore. 


SEALED POWER CORPORATION +» MUSKEGON, MICHIGAN 


Sealed Power KromeX Ring Sets 


BEST FOR RE-RING! BEST FOR RE-BORE! 


For you 
it means... | 


installations 
where the 

oil ring 
holds full 
tension 

at engine 
operating 
temperatures, 
where the ring 
hardens 

in use. 

An oil ring 
that will 

not 

Sludge, 

will not 
corrode. 








Automotive 


MARKETS 














Firestone Sees South Rising Higher 


ARVEY S. Firestone, Jr., chairman of The Firestone Tire & Rubber 
Co., said last month the prospects for the continuation of economic 
progress in the South are encouraging. 

In an article in the July issue of Manufacturers Record he said, “I 
am certain that this progress, perhaps accelerated, will continue into 
the future provided the conditions which contributed so greatly to it 
remain relatively constant.”’ 

He pointed out that capital invested in new construction in the South 
increased 129% in only five years from 1947 to 1952. The number of 
manufacturing plants rose more than 25% and the number of employ- 
es in these plants increased 15.5% from 1947 to 1954. Each of these fig- 
ures is higher than the comparable national figure. 

Firestone saw the diversification of southern agricultural products as 
an indication of higher income. “This is excellent insurance against the 
risks taken by any large area when its livelihood depends. . . on a one- 
or two-crop economy,” he said. 

He cited examples of how the standard of living of individual South- 
erners has been raised in recent years. He said that it is the individual 
“upon whose economic well-being the structure of prosperity must be 
erected.” 

Firestone said, “Twenty-five years ago we were well aware of the 
importance of the South and its potentialities as a great market and as 
an area in which Firestone could profitably establish manufacturing 
facilities.” 

Today Firestone has plants in Memphis; Gastonia, N. C.; Bennetts- 
ville, S. C.; Lake Charles, La.; Magnolia, Ark.; Orange, Texas, and is 
currently building a large test center at Fort Stockton, Texas. 

These plants have been highly successful, he said, because they are 
in an area of “adequate physical resources’ and “a good business 
climate.” 

He said that these two conditions account to a great extent for the 
progress of the South. 

Firestone concluded, “I look forward to constantly accelerated 
progress (in the South) in the years to come.” 


Buick Cites Big Jump 
In Air Conditioning 


Gs of factory-equipped air- 
conditioned cars are up 28% 
this year, Edward T. Ragsdale, 
general manager of Buick and 
vice-president of General Motors, 
reported last month. 

Ragsdale said sales of air-con- 
ditioned cars amounted to 16,750 
the first six months of this year, 
compared with 13,088 in the same 
period last year. 

Biggest demand for air condi- 
tioning, Ragsdale said, was in the 
Roadmaster series which ran near- 
ly 19% of production. 

In addition to the 16,750 cars, 


Ragsdale said Buick dealers had 
equipped nearly 5.000 units with 
air conditioners. 

Buick and its dealers equipped 
30,584 cars with air-conditioning 
during all of last vear, Ragsdale 
said. 

Dodge Air Conditioning 
Jumps Up 500% 


hee demand for all-weather 
automobile air conditioning 
has soared 500% over last year, 
according to L. F. Desmond, Dodge 
vice-president in charge of sales. 

Sales of the units no longer are a 
seasonal matter. In previous years, 
sales were confined almost ex- 
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clusively to spring and summer 
months, Desmond said. 

Since new-mode] introduction 
last November, he pointed out, 
orders for air conditioning in 
Dodge cars have been running at a 
steady pace of approximately 800 
units per month. 


“Safety” Paint for Parts 
Adopted by Ford 


WATER-EMULSION “safety” 

paint containing no inflam- 
mable or fume-producing thinners 
has been adopted by Ford Motor 
Co. for use on automotive parts. 

The non-solvent paint consists of 
particles of pigment or protective 
substance suspended in water 
rather than dissolved in a volatile 
thinner, such as naphtha, accord- 
ing to Manufacturing Vice-Presi- 
dent D. J. Davis. Containing no 
solvents, it does not emit inflam- 
mable fumes. 

Davis said the new paint is an 
important milestone in the indus- 
try since it contributes significant- 
ly to safer employe working con- 
ditions. 


U. S. Is Top Importer 
Of British Cars 


‘THE United States became the 

British automobile industry’s 
No. 1 export customer during May, 
according to the British Automo- 
bile Manufacturers Association 
last month. 

Over 8,000 British cars were 
shipped to this country during 
May, the association reported, 
moving the United States ahead 
of Australia as the industry’s top 
export customer for the first time 
in history. Shipments were up 
154% over last year for the first 
four months of 1957. 


Dodge Promotes Love 


Dodge Division has promoted W. 
H. Love to regional service man- 
ager for the Cincinnati region, 
which includes eastern Kentucky. 
Love formerly held a similar po- 
sition in the Memphis, Tenn., re- 
gion. 








BOY! 
WHAT AN 
OFFER! 


Six beautiful 9 oz. Libbey Safedge Glasses in the 
newest CUTGLASS pattern. 


Buy any 2 cases of Mac's Products and own your set! 


You will want several sets of these high quality 


glasses. Get your Mac's order in early! OF MAC’S 
PRODUCTS 


SUPER GLOSS CO., INC. cwanar26; ono 


. ee, DON’T WAX IT, MAC’S IT! 


JOBBERS NOTE... 6 sets packed in Master Carton. Factory Shipment 
in Master Carton only. Please order accordingly. 
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Automotive 





Fiat Motor Co.’s “Multipla,”” so named because of the variety of uses 
it serves—family shopping car, station wagon, commercial car or tour- 
ing car for the open road—is on a wheelbase of 79” and has a turning 
circle of only 28’, making it handy in traffic and in parking. Its 
seats fold down to provide for use as a cargo carrier or for sleeping. 
It does 5S5mph and delivers 35 to 40 miles per gallon of gas, accord- 
ing to use. Motor is located in the rear. Car is priced at $1,600. 
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DEALERS 


Aug. 18-19 — Annual convention of 
Georgia Automobile Dealers Asso- 
ciation, General Oglethorpe Hotel, 
near Savannah. 

Aug. 25-27—Annual convention of 
Automobile Dealers Association of 
West Virginia, Greenbrier Hotel, 
White Sulphur Springs. 

Sept. 8-10—Annual convention of 
Automotive Trade Association of 
Virginia, Hotel Roanoke, Roanoke. 

Sept. 15-16—Annual convention of 
Kentucky Automobile Dealers As- 
sociation, The Sheraton-Seelbach 
Hotel, Louisville. 

Sept. 22-24 — Annual convention of 
Automobile Dealers Association of 
Alabama, Buena Vista Hotel, Bi- 
loxi, Miss. 

Sept. 26-28—Annual convention of 
Arkansas Automobile Dealers As- 
seciation, Marion Hotel, Little 
Rock 


Oct. 2-4—Annual convention of Texas 
Automotive Dealers Association, 
Baker Hotel, Dallas. 

Oct. 14-16 — Annual convention of 
Truck Body and Equipment Asso- 
ciation, Biltmore Hotel, Atlanta. 


Oct. 20-21—Annual convention of 
Oklahoma Automobile Dealers As- 
sociation, Tulsa. 

Oct. 20-22 — Annual convention of 
Florida Automobile Dealers As- 
sociation, Balmoral Hotel, Bal Har- 
bour, Miami Beach. 

Nov. 3-5—Annual convention of Mis- 
sissippi Automobile Dealers As- 
sociation, Buena Vista Hotel, 
Biloxi. 

Nov. 24-26 — Annual convention of 
National Independent Automobile 
ee Association, Washington, 


Jan. 11-15 — Annual convention of 
National Automobile Dealers Asso- 
ciation, Miami Beach, Fla. 

June 15-17 — Annual convention of 
Tennessee Automotive Association, 
Noel Hotel, Nashville. 


WHOLESALERS 


Sept. 12-14—Annual convention and 
trade show of Automotive Parts 
Rebuilders Association, Congress 
Hotel, Chicago. 

Oct. 16-17—Fall convention of Virgin- 
ias-Carolinas Automotive Whole- 
salers Association, Robert E. Lee 
Hotel, Winston-Salem, N. C. 

Oct. 17-18—Annual booth conference 
and convention of Automotive 
Wholesalers of Texas, Hilton Ho- 
tel, San Antonio. 

Nov. 2-4—Annual convention of Au- 
tomotive Wholesalers Association 
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of Louisiana, Jung Hotel, New Or- 
leans. 

Nov. 30-Dec. 1 — Annual convention 
of Florida Automotive Wholesalers 
Association, Orlando. 

Nov. 30-Dec. 6—Convention cruise of 
North Carolina Automotive Whole- 
salers Association aboard the 
Stockholm from Wilmington, N. C., 
to Havana and Nassau and return. 

Dec. 1-5—Annual conference of Au- 
tomotive Warehouse Distributors 
Association, Muehlebach Hotel, 
Kansas City, Mo. 

Feb. 3-6 — 3lst annual Automotive 
Accessories Manufacturers of 
America Exposition, Navy Pier, 
Chicago. 

Feb. 18-19 — Annual convention of 
Motor and Equipment Wholesalers 
Association, Statler Hotel, Los An- 
geles, Calif. 

Feb. 18-19 — Annual convention of 
National Standard Parts Associa- 
tion, Ambassador Hotel, Los An- 
geles, Calif. 

Feb. 20-23 — Pacific Automotive 
Show, Pan Pacific Auditorium, Los 
Angeles, Calif. 

May 11-14 — Annual convention of 
Automotive Engine Rebuilders As- 
sociation, Sheraton-Park Hotel, 
Washington, D. C. 

June 16-17—Annual convention of 
Automotive Wholesalers’ Associa- 
tion of Alabama, Birmingham. 

Feb. 18-21, 1959—National Automo- 
tive Service Industry Show, Navy 
Pier, Chicago. 


Heckethorn Concentrates 
At Dyersburg Plant 


LL engenne Mfg. & Supply Co. 
was scheduled to close down 
its Littleton, Colo., plant this 
month with eperations thenceforth 
to be centered at its new plant at 
Dyersburg, Tenn. 

Dyersburg, 75 miles north of 
Memphis, constructed a bond-fi- 
nanced plant for the firm, which 
has leased it for 20 years. During 
that time the company will not be 
required to pay real estate taxes. 
At the end of the period it will be 
granted an option to buy. 

The Dyersburg proposal includes 
a requirement that as much local 
labor as possible is to be employed 
by the manufacturer of shock ab- 
sorbers and other automotive re- 
placement parts. 

President D. A. Buchanan said 
the 70,000-square-foot building 
located at Littleton, a Denver 
suburb, would be sold. 





TH oO ioe sO Lis heh = RS Get a new Thor EL-91 high speed polisher on the job and watch the output of polish jobs 
climb. Where standard polishes are used, this tool is guaranteed to produce more and better 
polish jobs per shift. For safe application at high speed, Thor recommends use of a pneumatic 


Higher speed for higher output -2000 I. P.M .backing pad with the Model EL-91 polisher. For applying certain of the commercial car con- 
ditioning materials, use the polisher most car manufacturers approve and use in service 
clinics—the Thor EL-92 power plant that maintains efficient speed under load. 


TOOLS 


TH oO Esa SA fa dD e RS Thor sanders deliver this big plus of power right to the surface and maintain it under load. You remove 
metal more efficiently, faster and at lower cost. Thor adds the extras—like a rubber bumper guard 
to protect finishes and a spindle lock for fast disc change—at no extra cost. Thor sanders are offered 

90% more power to SU rface in 7” standard duty and 7” and 9” heavy duty sizes. Ask your Thor automotive jobber for a demonstra- 
tion. Thor Power Tool Company, Prudential Plaza, Chicago 1, Illinois. 


THOR POWER TOOL COMPANY - CHICAGO « BRANCHES IN ALL PRINCIPAL CITIES 
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Automotive NEWS BRIEFS 


{Continued from page 9] 





New specially designed MG Ex. 181 has arrived from England for Class 
F high speed record attempts on Utah’s Salt Flats this month. Speed 
trials for the MG, a four-cylinder 1,500cc engine with double overhead 
cam, will be supervised by Capt. George Eyston. The car, built by the 
MG Division of the British Motor Corp., Ltd., will be driven by Stirling 
Moss as well as Phil Hill. An MG, driven by A. T. Goldie Gardner, 
established the existing Class F record of 204.2mph in 1939. 


Louisiana Dealers Get Responses 
From "Big Three" on Bootlegging 


| ras was condemned at 
a recent meeting of the direc- 
tors of the Louisiana Automobile 
Dealers Association and their ac- 
tion brought varied responses from 
the “Big Three.” 

The directors’ resolution as- 
serted that the selling of new cars 
by franchised dealers through 
bootleg channels was increasing in 
Louisiana, constituting “unfair 
competition against those responsi- 
ble new-car dealers who provide 
full and adequate servicing of new 
cars sold by them” and urged the 
factories to “send a representative 
to examine documents in our 
possession with the purpose that 
after they have inspected this af- 
firmative documentary proof they 
take positive action to put an end 
to such detrimental bootleg prac- 
tices.” 

President L. L. Colbert of Chrys- 
ler Corp. sent Arthur B. Nielsen 
to LADA’s office in New Orleans 
“for a discussion of the subject 
matter of the resolution,” the as- 
sociation advised its members last 
month, “‘and we are happy to re- 
port that Mr. Nielsen stated he was 
glad to say that Chrysler was 


anxious to work with LADA in 
Louisiana to eliminate bootlegging 
of new cars. He asked for and re- 
ceived copies of recorded bootleg 
sales of Chrysler products into 
Louisiana. 

“We believe Chrysler is sincere 
in cooperating with us to subdue 
this evil. We’ll report progress.”’ 

President Harlow Curtice of 
GM replied in an eight-page letter. 
He said, “We regret the situation 
as it exists but we must and will 
be guided in our actions and in our 
sales and distribution policies and 
practices by the laws in effect” as 
interpreted earlier in his letter. 

The position of GM, he said, “has 
always been and still is that the 
practice (bootlegging) is contrary 
to the best interests of the retail 
customer and the dealer and man- 
ufacturer.”’ 

Walker A. Williams of Ford’s 
dealer policy relations board re- 
plied that “our Mr. M. J. Murphy 
has obtained from Mr. W. J. Cleve- 
land, our Ford dealer at Crowley, 
La., copies of the documentary 
material referred to in your reso- 
lution. 

“We, of course, are interested in 
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doing whatever we properly can to 
eliminate the vicious practice of 
‘bootlegging.’ . . . Although we in 
no way condone the fact that some 
of our dealers have engaged in 
bootlegging, it is noted from a re- 
view of the enclosed material that 
the number of Ford products is 
less than some others. Neverthe- 
less, we are still not satisfied with 
our efforts to eliminate this prac- 
tice, and we intend to continue to 
do whatever we properly can to 
stamp it out.” 


NADA President Sutter 
To Address Kentuckians 


| aoe parr acgs M. Sutter, president 
of the National Automobile 
Dealers Association and a Dodge- 
Plymouth dealer of Columbus, 
Ind., will be among the speakers 
at the annual convention of the 
Kentucky Automobile Dealers As- 
sociation Sept. 15-16 at Louis- 
ville’s Sheraton-Seelbach Hotel. 

One of NADA’s popular “Men, 
Money and Sales” conferences will 
kick off the opening business ses- 
sion at 10 a.m. Monday, Sept. 16, 
it was announced. 

C. E. Brents of Lebanon is pres- 
ident of KADA. N. S. McGaw of 
Madisonville is first vice-president 
and I. R. Hicks, Sr., of Covington 
is second vice-president. 


Bill Is Rejected to Limit 
Length and Horsepower 


BILL to limit the length and 

horsepower of passenger cars 
has been rejected in the New 
Hampshire legislature. 

The bill would affect only those 
vehicles manufactured after April 
1, 1959. Its main provisions would 
not allow a car to be licensed in 
New Hampshire if it exceeded 228” 
in over-all length, including equip- 
ment or other projections, or if 
the vehicle is equipped with an 
engine that can develop in excess 
of 375 brake horsepower at any 
number of revolutions per minute 


Texans Top De Soto Dealers 


Rosenstock Motors, Houston, 
Texas, headed De Soto’s “top ten” 
dealers for May. Runner-up be- 
cause of a tie was Automobile 
Sales Co., Inc., Dallas. 
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Model T-30 DWELL METER 


Simple to operate, completely accurate, precision in- 
strument for setting contact points cam angle for max- 
imum engine efficiency and checking distributors. For 
use on 6 and 12 volt systems. Large, easy-to-read 
meter. Smooth, hammerloid finish, rugged metal case 
(6%" W. x 7%" D. x 7”) with convenient carrying 
handle. Shipped complete with necessary leads, bat- 


teries, and complete instructions. * 
? Dealer Price *29” 


Model T-31 TACHOMETER 


Efficient, portable, tachometer that enables mechanic 
to adjust engine idle mixture and set engine idle 
r.p.m. Checks carburator performance and distribu- 
tor advance mechanism. Required testing equipment, 
especially with automatic transmissions. Dimensions 
and construction same as Model T-30. Shipped com- 
plete with necessary leads, batteries and complete 


instructions. 
Dealer Price *35™ 


Essential Equipment for Today’s 
Mechanic to do the Job Right! 


Model T-32 


Consists of T-30 Dwell 
Meter, T-31 Tachometer 
and TS-15 Portable Stand. 
Companion units fit into 
stand for convenience. 
Rolls right up at handy 
fender height. 


Both units and stand 


Dealer Price $80.50 


C.—E.NIEHOFF2CO. 
4925 LAWRENCE AVE., «+ CHICAGO 30, ILL. 


Prices subject to change without notice 
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Automotive NEWS BRIEFS 


{Continued from page 11) 





These members and guests attended the recent annual 
convention of the Independent Garage Owners of 
Kansas in Pittsburg, at which officers were elected for 
the coming year. Men on front row are (I. to r.): H. 
Stiles, president, Wichita chapter; Ralph H. James, 
Tulsa, Okla., executive director of Independent Garage 
Owners of America; Vince Setter, Setter’s Auto Serv- 
ice, Pittsburg, state treasurer; Art Kittell, Art's Radi- 


Maryville Tennesseans Give Ax 
To Customer Car-Loan Practice 


GROUP of Maryville, Tenn., 

dealers, upon adopting a 
policy ruling out the expensive 
and inconvenient practice of loan- 
ing cars to customers, inserted the 
following advertisement in a local 
paper entitled, “To Our Custom- 
ers: 

“Thank you for your service 
business! It is a pleasure to us to 
serve you and help keep your car 
performing safely and _ satisfac- 
torily. Regular maintenance serv- 
ice is the least expensive service 
you can have on your car. Our 
mechanics are trained to service 
the cars we sell and have the ad- 
vantages of regular service meet- 
ings and bulletins from our facto- 
ries to keep them up-to-date and 
keep your car performing as it 
should. 

“Our prices are lower than most 
skilled work and we want to keep 
them as low as possible and still be 
able to employ highly trained and 
capable people. 

“We, as any business, have to 
contrel expenses. This we are try- 
ing to do without increasing our 
service charges. We have found 
that, due to the increase in the 
number of customers to whom we 
have grown into the habit of loan- 


ing cars while service work is be- 
ing performed, the following con- 
ditions have resulted: 

“‘1.—Ilegal use of dealer license 
plates. (The law states they shall 
not be used for loan.) 

“2.—Transferring individual li- 
cense plates from your car to an- 
other, which is also illegal. 

“3.—We will provide faster and 
better service to the best of our 
ability. 

“4—We will not loan a car 
which is a non-titled vehicle. 

“5.—In the case of a wrecked or 
disabled vehicle which we are re- 
pairing, we will pay part of the 
rental ef a new car from a rental 
agency, who will bring this car to 
our place of business and turn it 
over to our customer. This car will 
be fully insured and properly li- 
censed. 

“We greatly appreciate your 
patronage and will strive to be 
worthy of your confidence .. .” 


Drake Dies in Bennettsville 


Leon Rogers Drake, 68, presi- 
dent of the Gate City Transporta- 
tion Co. of Detroit, Mich., and Ben- 
nettsville, S. C., died recently at 
a Bernettsville hospital. 
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ator Service, Pittsburg, state president; Les Wilhelm, 
All Motors Exchange, Wichita, state vice-president; Al 
Greiving, S & F Rebuilders, Wichita, state secretary. 
and Art Buckley, president of the Pittsburg chapter. 
Charley Webb of Standard Motor Products, a 

the group on the need for the association and why 
automotive parts manufacturers should support it 
actively by paying $250 to become allied members. 


14 Southern Cities Get 
Safety-Check Awards 


| apace southern cities and two 
counties were among the 
award winners in the National 
Vehicle Safety-Check programs 
carried out primarily in the 34 
states which do not require official 
inspection of vehicle condition. 

Great Bend, Kan., and Orange 
County, Fla., received awards of 
excellence for top city and county 
programs conducted during May 
and June, according to population 
groups. 

State awards of excellence for 
cities under 25,000 population 
went to Sylacauga, Ala., Milledge- 
ville, Ga., Salina, Kan., Harrods- 
burg, Ky., Aurora, Mo., Smith- 
field, N. C., Ponca City, Okla., and 
Winnsboro, S. C.; for cities from 
25,000 to 100,000 population, Gads- 
den, Ala., St. Joseph, Mo., Green- 
ville, S. C., and Bluefield, W. Va., 
and Va., and for cities and counties 
over 100,000 population, respec- 
tively, Wichita, Kan., and Pensa- 
cola-Escambia County, Fla. 


Harry W. Abbitt, Sr., Dies 


Harry West Abbitt, Sr., who o- 
pened the first Ford dealership in 
Wilson, N. C., in 1911, died re- 
cently. He handled a number of 
other makes of cars after his early 
start with Ford. 

(More News Briefs on page 126) 
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HERE’S WHERE YOU CAN BUY ROGERS 
REMANUFACTURED DYNAMOMETER TESTED ENGINES* 


ALABAI A ciny—Cottle’s Auto Supply 
Andalusia—Taylor Parts & Supply Co. 
Anniston—Model City Parts Co. 
Athens—Athens Parts Co. 
Auburn—Auburn Auto Supply 


Bessemer—Genuine Parts Co. 
Hury Auto Parts Co. 
Birmingh Alab Auto Parts Co. 


Lg Genuine Parts Co. 
N.A.P.A. Birmingham Warehouse 


Clanton—Cottle’s Auto Supply 
Cullman—Alabama Auto Parts Co. 
Decatur—Decatur Parts Co. 
Dothan—Taylor Parts & Supply Co., Inc. 
Eufaula—Eufaula Auto Supply 
Florence—Automotive Parts Co. 
Ft. Payne—Thompson Auto Parts Co. 
Gadsden—McCleskey Brothers 
Southern Auto Supply Co. 
Guntersville—Barnett Auto Supply Co. 
Hartselle—Auto Parts Co. 
Heflin—Burns Parts Co. 
Huntsville—Automotive Parts Co. 
Loxley—Griffin Motor Supply 
Marion—Marion Auto Supply 
Mobile—Motor Parts & Supply Co., Inc. 
Montgomery—Motor Parts Co. 
Opelika—East Alab Auto Parts Co. 
Prichard—Motor Parts & Supply Co. 
Roanoke—Genuine Motor Paris 
Russell ville—Automotive Parts Service 
Selma—Selma Parts Service Co. 
Sheftield—Automotive Parts Co. 
Tallassee—Cottle’s Auto Supply 
Thomasville—Clark’s Parts Service 
T I West Alab Parts & Supply Co. 











Tuskegee—Tuskegee Auto Parts 
Wetumpka—Turner’s Auto Supply 


F ORI AS avon Auto Supply, Inc. 


Brooksville—Stondard Auto Parts 
Clermont—Standard Auto Parts 
Clearwater—Court Square Auto Parts 
Cocoa—Stradley Motor Supply 

Dade City—Standard Auto Parts 

Daytona Beach—Motive Parts, Inc. 

DeFuniak Springs—Taylor Parts & Sply Co., Inc. 
Ft. Myers—Norman Auto Supply 

Ft. Walton Beach—Taylor Parts & Supply Co. 
Gainesville—White Electric & Battery Service 
Immokalee—Norman Auto Supply 
Jacksonville—Genuine Parts 

Motor Parts & Supply Co. 
Leesburg—C. R. Lovell Auto Supply 
Live Oak—Suwannee Auto Parts 
Marianna—Keenan Auto Parts Co. 
Melbourne—Genuine Parts, Inc. 
Naples—Norman Auto Supply 
Ocala—Lovell Brothers 
Okeechobee—Bennie’s Auto Supply 
Orlando—Allied Parts Co., Inc. 

Miller Machine Co. 

Stradley Motor Supply, Inc. 
Panama City—Taylor Parts & Supply Co. 
Pensacola—United Auto Supply Co. 
Punta Gorda—Norman Auto Supply 
Quincy—Keenan Auto Parts Co. 
Sanford—Sanford Auto Parts 
Sarasota—Anderson Auto Parts 
St. Petersburg—Automotive Supply Co. 
Starke—Starke Motor Parts, Inc. 


Tallahassee—Genuine Auto Parts Co. 
Keenan Auto Parts Co. of Tallahassee 
Tampa—Motor Parts Co., Inc. 
Piston Ring & Supply Co. 
Titusville—Stradley Motor Supply 
Wauchula—Polk Auto Parts 


GORE Bs ks Auto Parts 


Keenan Auto Parts Co. 
Alma—Butler Supply Company, Inc. 
Americus—Keenan Auto Parts Co. of Americus 
Ashburn—Brooks Auto Parts 
Athens—Anderson Auto Parts, Inc. 
Atlanta—Friction Materials Co. 

Genuine Parts Co. 

Max Auto Parts Co. 


Perrin Auto Supply Co. 

Power Service Co. 

Harry Sommers, Inc. 

Southern Bearings & Parts Co. 

Swanstrom Auto Electric Co. 

Wagstaff Motor Co., Inc. 
Augusta—Auto Parts Co. 

Bowers Auto Electric Co. 

Motor Supply Co., Inc. 
Bainbridge—Keenan Auto Parts Co. 
Baxley—Brooks Auto Parts Co. 
Blakely—Keenan Auto Parts Co. 
Bremen—Service Supply Co. 
Brunswick—Brunswick Auto Parts Co., Inc. 

The Motor Supply Co. 
Buford—Buford Auto Supply Co. 
Cairo—Keenan Auto Parts Co. 
Calhoun—Auto Parts & Equipment Co. 
Carrollton—Flanders Parts Co. 

Service Supply Co. 
Cartersville—Auto Parts Co. 

Automotive Supply Co. 
Cedartown—Cedartown Auto Parts Co. 
Claxton—Brooks Auto Parts 
Columbus—The Auto Supply Co., Inc. 


Commerce—Slack Commerce Auto Parts Co., Inc. 


Cordele—Butler Supply Co., Inc. 

Cordele Auto Supply 
Cornelia—Slack Cornelia Parts Co., Inc. 
Cuthbert—Keenan Auto Parts Co. 
Daiton—Hart’s Automotive Parts Co. 
Dawson—Dawson Auto Supply 
Decatur—Auto Supply & Equipment Co., Inc. 

Decatur Auto Parts Co. 

Genuine Parts Co. 
Douglas—Brooks Auto Parts 
Douglasville—Service Supply Co. 
Dublin—Dublin Motor Parts 
East Point—Auto Supply & Equipment Co., Inc. 

Genuine Parts Co. 
Eastman—Eastman Motor Parts 
Eatonton—Eatonton Auto Parts 
Elberton—Anderson Auto Parts 
Ellijay—Service Auto Parts 
Fitzgerald—Brooks Auto Parts 
Folkston—Folkston Motor Parts Co. 
Fort Valley—Graham Motor Parts 
Gainesville—Slack Auto Parts Co. 
Glennville—Brooks Auto Parts 
Griffin—Auto Parts & Supply Co. 
Hartwell—Anderson Auto Parts Co. 
Hawkinsville—Graham Motor Parts 

Keenan Auto Parts Co. 
Jesup—Brooks Auto Parts Co. 
LaFayette—LaFayette Auto Parts Co. 
LaGrange—Piston Ring & Supply Co. 
Lyons—Brooks Auto Parts 
Macon—Butler Supply Co., Inc. 

Motor Parts Co. 

Marietta—B & N Auto Parts Co. 
McRae—Brooks Auto Parts 
Montezuma—Keenan Auto Parts Co. 
Maultrie—Briggs Auto Parts 

Keenan Auto Parts Co. 
Nashville—Brooks Auto Parts 
Newnan—Genuine Motor Parts 
Perry—Brooks Auto Parts 
Reidsville—Nelson Sales Co. 
Rome—Auto Parts Co. 

Southern Bearings & Parts Co. 
Sandersville—J. B. Wall Co. 
Savannah—The Motor Supply Co. 
Statesboro—Statesboro Auto Parts 
Swainsboro—Swainsboro Motor Parts Co. 
Sylvania—Brooks Auto Parts 

Pinckney’s Auto Supply Co. 
Sylvester—Brooks Auto Parts 
Thomaston—Keenan Auto Parts Co. 
Thomasville—Keenan Auto Parts Co. 
Tifton—Brooks Auto Parts 

Keenan Auto Parts Co. 
Toccoa—Slack Toccoa Parts Co. 
Trenton— Kyzer Auto Parts 
Valdosta—R. H. Bassford Automotive Co. 
Vidalia—Brooks Auto Parts 
Warner Robins—Brooks Auto Parts 
Waycross—Motor Parts Co., Inc. 

Thompson Motor Supply Co. 
Waynesboro—Skinner Auto Supply Co. 
West Point—Cottle’s Auto Supply 








MISSISSIPPI: 
Corinth—Motor Parts Co. 
Lucedale—Motor Parts & Supply Co. 


NORTH CAROLINA: 
Asheville—Auto Parts & Gear Co. 
Belmont—Genuine Parts, Inc. 
Canton—Auto Parts & Gear Co. 
Charlotte—Motor Parts & Gear Co. 
Fair Bluff—Scott Auto Supply Inc. 
Franklin—Slack Franklin Parts Co. 
Gastonia—Genuine Parts, Inc. 
Hendersonville—Auto Parts & Gear Co. 
Hickory—The Flowers Co. 
Lenoir—The Flowers Co. 
Marion—Marion Auto Parts, Inc. 
Monroe—Motor Parts & Gear Co. 
Morganton—The Flowers Co. 
Murphy—Slock Auto Parts 
North Wilkesboro—N.W. Auto Parts Co. 
Spruce Pine—Mitchell Auto Parts 
Statesville—The Auto Parts & Electric Co. 

The Flowers Co. 

Waynesville—Dickson Auto Parts, Inc. 


SOUTH CAROLINA: 
Aiken—Thompson Motor Supply Co. 
Abbeville—Anderson Auto Parts 
Anderson—Anderson Auto Parts Co. 
Bishopville—Hapco, Inc. 
Camden—Standard Parts Co. 
Charleston—H. Steenken & Co., Inc. 

Stevens & Co. 
Cheraw—Standard Parts Co. 
Clover—Jobbers Supply Co. 
Columbia—The Parts Co. 

Standard Parts Co. 
Conway—Conway Auto Parts 
Darlington—Standard Parts Co. 
Easley—Anderson Auto Parts Co. 
Florence—Carolinas Auto Supply House 

Standard Parts Co. 

Fort Mill—Standard Parts Co. 
Georgetown—Georgetown Auto Parts 
Great Falls—Jones Auto Parts 
Greenville—Battery & Electric Co. 

Scurry & Nixon, Inc. 
Greenwood—Carolina Tool Co. 
Hartsville—Standard Parts Co. 
Kingstree—Standard Parts Co. 
Manning—Dixie Auto Parts 
Marion—Service Auto Supply 
Mullins—Service Auto Parts 
Orangeburg—Parts Supply Co. 

Standard Parts Co. 

Rock Hill—Bennett Supply Co. 

Standard Parts Co. 
Spartanburg—Standard Parts Co. 
Sumter—Hapco, Inc. 
Timmonsville—Standard Parts Co. 
West Columbia—Standard Parts Co. 
Winnsboro—Fairfield Motor Parts, Inc. 
York—Ware’s Auto Parts 


TENNESSEE: 


Carthage—Automotive Parts Co. 
Chattanooga—Auto Parts & Supply Co. 
of South Market St. 

Hart's Automotive Parts Co. 

Sharp Automotive Supply Co. 
Cleveland—Hart’s Automotive Parts Co. 

Motor Parts Corp. 
Cookeville—Automotive Parts Co. 
Copperhill—Service Auto Parts 
Fayetteville—City Auto Parts 

Lincoln Auto Supply Co. 
Gallatin—Aut tive Parts Co. 
Greenville—Broyles Rubber Oil Co. 
Harriman—Hart’s Automotive Parts Co. 
Jackson—Motor Parts & Bearings 
Knoxville—Knoxville Rod & Bearing Co. 

Service Auto Parts Co. 
Lebanon—Auto Parts & Service Co. 
Lenoir City—Lenoir City Supply Co. 
Maryville—Hart’s Automotive Parts Co. 
Morristown—Morristown Automotive Sply Co. 
Murfreesboro—Blanton’s Service Parts 
Pulaski—M. S$. Church Auto Parts Co. 
Shelbyville—Automotive Parts Co. 
Springfield—Automotive Parts Co. 
Winchester—Cumberland Motor Parts Co. 

Winchester Auto Supply Co. 


Sas of July 1, 1957 
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Neal Simmons, superintendent of maintenance, Benton Rapid Express 


BENTON RAPID ExPRESS, one of Georgia’s oldest and largest fleet 
owners, is proving daily that it is “very practical and profitable” to use 
Rogers Remanufactured Engines, according to Neal Simmons, superin- 
tendent of maintenance. 


Mr. Simmons says, “We found when we first started using these 
engines we were immediately realizing a tremendous savings since we 
had been rebuilding engines in our own shops. ... It is difficult to 
estimate the amount of time and money that has been saved by our 
company by using Rogers Engines, however, we know the engine com- 
pares with the performance of new engines in every respect and we have 
the double protection of knowing that the Rogers Engines are dyna- 
mometer tested before we receive them. This, plus the fact that they 
are initially cheaper, leads us to recommend them for fleet operations 
similar to ours.” 


Rogers Remanufactured Engines are Dyna- 
mometer-tested to prove performance before 
installation. If you use Chevrolet, Ford, 
Dodge, GMC, International or Studebaker 
trucks, cut your cost per mile by installing 
Rogers exchange engines. 


Remanufactured 


ENGINES 


— —— 


300 Hunnicutt Street, N.W., Atlanta, Ga. 


YOUR REPUTATION RIDES WITH THE ENGINES YOU INSTALL 
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yours FREE 


with purchase of any 6 
GOULD BATTERIES 


Here is a special offer from your 

Gould jobber to make sure you're 

set for the busy battery-selling 
season just ahead! 


Perfect for you and your family— 
Therma iced-drink set—complete 
with ice bucket, glasses, tongs—all 
-packed in colorful carton. Bright- 
colored ice bucket keeps a whole gal- 
lon of ice cubes cold and firm... 
because it’s insulated with cold- 
i holding Fibreglas. Wide-opening top 
STOCK UP NOW to quick-chill bottles of wine, beer, 
id soft drinks. And your BIG (15-ounce) 

and don’t worry about your stock of new Gould Therma-glasses keep drinks cold down 

silver cobalt/sealed charge batteries— because to the last ae sweat even in hot- 

these batteries stay stronger up to 5 times sent weathe . with these glasses—be- 

longer —with NO trickle charging — NO danger- — they're insulated. Complete set 

ous acid-handling—NO servicing delays—NO retails at $12.96. 

dead sulfated stock. And these batteries have 

300% more resistance to overcharging,* great- 

est resistance to undercharging*—the two big- 

gest battery killers accounting for 80% of all 

battery failures! 


To get your Gitsware ICED-DRINK SET order 
any 6 Gould batteries — but HURRY — BATTERIES 


offer expires September 15th. STAY STRONGER LONGER 
BECAUSE OF THE C/LVER LINING 


Call your jobber or write 


GOULD-NATIONAL 
tae BATTERIES, INC. 
SAINT PAUL 1, MINNESOTA 
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PROFIT Maker! 


MOHAWK ANNOUNCES 


a complete line of 


Farm Chief | 
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Mohawk proudly presents a complete line of front 
and rear tractor tires. Engineered and priced to get 
Mohawk dealers higher net profits from the rich 
farm market. 

Check these sales-making features: 

Deep rugged tread to deliver up to 20% more draw- 

bar pull! Self cleaning! 

New tread and sidewall compounding — to resist tread 

cutting and chipping, withstand barnyard acids. 


Center ridge design for smoother riding on paved or 
hard surfaced roads. 


guaranteed All sizes in stock now, ready for immediate shipment. 


Cash in on the plus sales and extra profits these 
new Farm Chief Tires will bring. See your Mohawk 


for {wo years sales representative or write The Mohawk Rub- 
ber Company, Akron 5, Ohio. 


against all field hazards 
as well as defects in — 
i aterial. 
manship and ma The Mohawk Rubber Company 


Akron 5, Ohio 
Plants in Akron, Ohio « Littleton, Colorado « Helena, Arkansas 
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BRAKE FLUID 


W hen 31 out of 33 of the top race drivers in 


the world elect to “‘bet their life” on the same 
brake fluid—here, surely is convincing proof 
that it is the best, the safest brake fluid. You 
know there are many inferior brake fluids on 


the market. 


Can you aftord to take chances on the 
Brake Fluid you supply your customers 7 


When you provide Bowes Brake Fluid YOU and YOUR CUSTOMERS will 
KNOW you are supplying the best, the safest brake fluid—endorsed by 31 of 


the leading race drivers in the world. 
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For fuel pumps 
with top 
reputation 


MODERN :@& FUEL SYSTEMS 


Bigger sales ahead two ways! Rugged performance and 
durability of extra-capacity CARTER Fuel Pumps are rec- 
ognized more and more by leading automobile manv- 
facturers. And CARTER pre-sells your customers through 
national advertising they remember. 


Two sales-motivating reasons why CARTER Fuel Pumps have 
top reputation... why you'll gain greater customer confi- 
dence when you install them. See your Carter Supplier. 


oS ae a CARBURETOR 


INCORPORATED 


ST. LOUIS 7, MISSOURI 
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Yankee’'s Dart © Mirro 











really move! 


Ask your Yankee jobber about the free Dart display— 
it’s durable, it’s colorful, it se//s Darts/ 


Oblong Oblong Visor 


Made exclusively by YANKEE METAL PRODUCTS CORPORATION, Norwalk, Connecticut 
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The 


bearings 


you need 


... When 
you need 


them 
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More and more car owners are roiling into service estab- 
lishments all over the country, asking for WIX Oil Filter 
Cartridges. WIX tells your customers, in LIFE and the 
SATURDAY EVENING POST, about the damage that dirt 
and grit in motor oil can do to a car engine. And, “when 
motor oil becomes a dirty word” — WIX is THE Oil Filter 
to use! WIX not alone brings ’em in, but also gives you the 
most advanced selling aids in the business . . . the time- 
saving, profit-producing sales tools that MAKE your location 
a profitable Filter Service Center. If you don’t have the 
WIX-O-MATIC Sales and Service Plan operating for you 
right now, you're losing sales! For, you can have it FREE 
to speed your service and step up your profits — PLUS 
GUARANTEED SALES! Get the WIX-O-MATIC story 
from your Jobber or write us direct right now. 


WIX-O-MATI 

The money-making Filter Service 
Plan that’s revolutionizing Oil Filter 
Cartridge sales! Makes your service 
quick and profitable — the right Car- 
tridge, always at your fingertips. 
Minimum, controlled inventory. 


OIL FILTERS AIR FILTERS GUARANTEED SALE! And, you can 


AUTOMOTIVE © INDUSTRIAL © RAILROAD eee 


WIX CORPORATION * GASTONIA « N. C. 


In Canada: Wix Accessories Corp. Ltd., Toronto 


POLYMITE AIR FILTER “SPIN-ON” TYPE 


Another BIG Profit-Maker from WIX—for OIL FILTER FOR 
YOU! WIX Air Filters trap more dirt and 
dust, last longer... yet intain high air OLDSMOBILE 
flow rates. Tests show less pressure drop 
when new, and even after thousands of B U I C K an d P 0 N T i) C 
pon ace ro age miles of service.....always a positive A simple WIX Kit (K-40) converts the 
ates neat Pagage od i seal against by-passing. An outstanding hard-to-get-at Full-Flow Filters on these 
eee example of WIX Engineered Filtration. cars to use the new WIX “Spin-On’ 


air through! imbedded in 
Get the facts and prices from your WIX ' Filter that is original equipment 


plastisol seals with corrosion 
resistant meta! shields. Jobber, TODAY! on 1957 Ford Family cars. 
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Fine sales help” you get from Gates 


really boosts TBA profits. 


Fast turnover on small investment spells big profits. That’s 
why Gates Vulco V-Belts rate high in TBA sales scores...thanks to 
Gates station-tested methods high turnover is assured--- 


¢ without bother to customers. 
¢ without slowing down service time. 


¢ without the need for selling the name; they 
know it—trust it. 


A real fine belt both quality-wise and profit-wise,” 
SAYS THIS TEN-YEAR GATES DEALER. 


Vernon H. Embrey of Sunset Service #22 in San Antonio, 
Texas, has handled Gates Vulco V-Belts for ten years, and 
likes Gates station-tested methods. 


“No other belts compare with Gates in quality and 
construction,” he writes, “and the fine sales help we 
get surely accounts for the fact that our station 
sells more than 75 belts a month, and our men 
really enjoy selling them.” 





Changing over to the top-profit Gates line is easy, and you 
won’t lose a penny on present stock. Simply call your nearby Gates 
jobber, and he’ll set you up promptly. The Gates Rubber Co., 
Denver, Colorado — World’s Largest Maker of V-Belts. 


Gates Vulco V-Belts 





Hows the Censational New 
x NUTMASTER 
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Grips squvere nuts NUTMASTER exerts 


score ane oa el ass Bea ) Bl [ , fe 
4 > 7 PRESENTS THE GREATEST 
7 OPEN END WRENCH DESIGN 


IMPROVEMENT OF ALL TIME 














e.g IT’S HERE! the revolutionary, European designed Open 
sag cee Fg i End Wrench . . . now MADE-IN-AMERICA by BLACK- 
badly worn nuts. ia HAWK .. . that makes your work easier! The powerful 

turning forces are applied only on the FLAT FACES, not 
on the corners of nuts and bolt heads! NUTMASTER 
exerts tremendous torque—far greater than the conventional, 
. s open end wrench—puts on the pressure where it can’t burr 
NUTMASTER takes or deform corners. 
all shapes and 
styles with ease. This radically new design moves, locks, or unlocks any 
nut or bolt, hex or square, without any jockeying for fit. 
The slender head works easier in close quarters—seats in- 
stantly, turns better—even on battered nuts and bolt heads. 


Tool-wise mechanics will go for NUTMASTER — it’s light- 
er and less bulky—with a positive grip that decreases slippage 
and skinned knuckles. And . . . there’s longer service life— 
no flat, inner jaws to spread. 








Available in most popular sizes, the streamlined NUT- 
MASTER is precision forged of finest alloy steel—triple plate 
chrome finish. Ask your BLACKHAWK Jobber to just let 
you handle it—try it out on his NUTMASTER Action Dis- 
play. Brother, you’ll buy it! The New Britain Machine Co., 
New Britain, Conn. 


AID, NEED A BLACKHAWK HAND TOOL? 
om, ... PHONE YOUR JOBBER! 


& earren 
© ' 
ee? 





NEW BRITAIN * CONNECTICUT 4 A Ni D TO ©] LS 
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it’s GOT TO BE GOOD! 
12) - ° 


The name AIRTEX on a fuel pump is the 
guardian of your reputation. Every AIRTEX 
pump is engineered to strict specifications by 
skilled craftsmen, and subjected to rigorous 
factory testing. When you install AIRTEX 
pumps you are giving your customers better, 
longer-lasting service. 


ORDER FROM YOUR AIRTEX JOBBER .. . or write for catalogs today 
AIRTEX AUTOMOTIVE DIVISION ec FAIRFIELD, ILLINOIS 
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IMPROVED PERFORMANCE—LONGER LIFE—WIDE APPLICATION 


With New AUTO-LITE 


Oil-Filled Coil 


Ignition-engineered to give quick starts and lower 
operating temperatures in any Auto-Lite 6-volt system 


e Improved performance. Oil circulating inside coil 
provides a 15% increase in heat dissipation. 


Longer life. 1/10 inch of space electrically seals off 
up to 30,000 volts through the use of a special oil 
with greater insulating qualities. 


wall construction, vacuum filling, plus spring-loaded 
gasket assure positive seal. 


ee Moisture-proot hermetic sealing. Seamless outer 


‘ Wide application. The CAM-4001 coil can be used 
: on all Auto-Lite 6-volt systems. 


CAM-4001 


Availability of resistor as a Bracket CAH-3 

separate unit makes possible Universal bracket for all 

its location at any point in Auto-Lite Oil-Filled Coils. NOTE: In marine applications where engines are located below decks or in 

the primary circuit without confined areas, the location of the resistor should be carefully selected so 

. that the resistor wire will not be exposed to explosive atmospheres. The 

affecting performance. resistor may be located at any point in the primary circuit without affecting 
ignition performance. This flexible mounting permits the location of the 
resistor at a point remote from the engine compartment (for instance, at 


THE ELECTRIC AUTO-LITE COMPANY e TOLEDO 1, OHIO the ignition switch on the dash). 


BUILD YOUR PARTS VOLUME AND PROFIT WITH FAST-MOVING AUTO-LITE ORIGINAL SERVICE PARTS. 


a. 


VOLTAGE REGULATORS CONTACT SETS DISTRIBUTOR CAPS AND ROTORS CONDENSERS 
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HOPPY DOES IT AGAIN! 


with oS te  Refiks 


THE LEV-L-LITE TEAM! 


“In two weeks aligned 
thirty sets of lights and 
sold twenty sealed 
beams. It’s the easiest 
profit we have in the 
station.” 
Jack McReynolds 
Service Station 
3421 South Peoria 
Tulsa, Oklahoma 


Profit approximately 
$65.00 in two weeks. 


“In four days we tested 
37 cars for proper light- 
ing with Lev-L-Lite, ad- 
justed 14 headlights, 
and sold 12 seal beams 
making a profit of 
$31.20.” 


Huggins 
Service Station 
Tulsa, Oklahoma 


SWING INTO ACTION NOW! 
Our Test Campaign has proved it! Service Station 
Owners really make money when they swing into 
action with the Lev-L-Lite Team! YOU CAN, TOO! 


We give you EVERYTHING you need for a bang-up 
continuing headlamp sale program! 


Safe driving . . . with safe cars . . . is receiving one of 
the biggest nationwide publicity campaigns ever 
launched and — with Hoppy’s LEV-L-LITE TEAM — 
YOU can get on the bandwagon, TOO! It’s a MONEY- 
MAKING “MUST”! Investigate today! 


LEV-L-LITE 


PRECISION-ENGINEERED 
INSTRUMENTS ARE 

| PRODUCTS OF 
HOPKINS MANUFACTURING CORPORATION 


EMPORIA, KANSAS 
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The modern approach for Headlight 
Aiming and Adjusting to sell 

more sealed beams, service, etc.! 

AS SIMPLE AS 1-2-3! 


i Place car on level floor surface. 


2 Use new Hopkins Lev-L-Lite Meter to ac- 
curately determine candlepower. (If lights are 
bad, you’re already set to make a sale!) 


3 Make 15-second check with Lev-L-Lite Aimer 
to test light alignment. 


One test should make 7 drivers out of 10 
prospects for headlamp sales! 


PLUS SALES-PROVED LUBE JOB / HEADLIGHT SAFETY CHECK KIT! 


YOU offer a FREE headlight check with every 


lube job! 


' lube jobs! 
YOU gain 2 ways! ONE more lube jobs 


TWO: more headlight sales! 


10-DAY FREE TRIAL OFFER! 


Rush this coupon to your Hoppy Jobber TODAY! 
Get in on the limited number of 10-Day FREE Trial Offers! 


sas— | 


MR. HOPPY JOBBER: 

| want to swing into action with the Lev-L-lite Team... 
and | would like to try it for 10 days WITHOUT COST 
OR OBLIGATION! Then, I'll either keep the Lev-L-Lite 
Team, working for me OR I'll give it back to you .. . and 
pay nothing . . . and hear no more about it! 


NAME — 





BUSINESS NAME 








ADDRESS 


CITY ZONE____STATE 


MAIL COUPON TO: 
HOPKINS MANUFACTURING CORP., EMPORIA, KANSAS 
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DIFFERENT 





DAYLIGHT 





There is no comparison between VMC re-manufactured armatures 


and re-wound armatures. 

VMC armatures are made with pre-formed coils, form wound to fit 
the core .... the windings are not twisted or mashed into shape as in 
rebuilt armatures. 

In fact, VMC armatures duplicate original equipment in appearance 
and performance .... even to wire size and number of turns. 

There is absolutely no comparison. Examine a VMC armature and 


you can see the difference in quality. 


Write today for the name of the VMC rebuilder nearest you. 





KNOW WHAT YOU BUY, 
BUY WHAT YOU KNOW ws T be t Vill { 5 y § T £ im 
—and BUY ; 7) FACTORY METHOD RECONDITIONING 


Through 7 LOCAL SERVICE © NATION-WIDE 
YOUR JOBBER 








ATLANTA 18, GEORGIA 
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We Train 
Our Own 


IRING, training and retaining 
labor for the shop have pre- 
sented no problem to us. 

Many a dealer and garage op- 
erator say they find an apprentice 
training program a costly business, 
too unprofitable to undertake. 
Many who had a program aban- 
doned it. 

My apprentices bring me a 40% 
gain in productive labor. Here’s 
how: time that would otherwise 
be idle and unproductive is spent 
in assisting a mechanic to get out 
a job faster. Suppose a mechanic 
has a tune-up and brake reline. 
The mechanic handles the tune-up 
while he tells his apprentice to 
pull a wheel, pull off the drums, 
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First, the apprentice meets his shift manager. 


By G. W. ERBST 


General Manager, Belle View Service 
Station, Inc., Alexandria, Va. 


put a clamp on the wheel cylinder 
and remove the brake shoes. The 
mechanic then checks to see if his 
pupil has carried through okay. 
The apprentice proceeds to order 
new linings for the model and year 
of car while the mechanic is on his 
tune-up. If a car has appeared in 
the driveway, the apprentice still 
drops everything and rushes to the 
pumps. But between tank-fillings, 
he is not standing around killing 
time. 
Maybe his instructing mechanic 





Manager Erbst emphasizes to apprentice that general repairs are handled. 





“Here’s how to check oil. 











aah 


is doing a front-end alignment and 
he has the apprentice install a 
head gasket or manifold gasket. 
Maybe the mechanic is doing a 
front-end overhaul while the ap- 
prentice is taking care of a tailpipe 
replacement. 

The mechanic is still getting his 
hourly wage rate though complet- 
ing jobs faster with the assistance 
of the apprentice, while the ap- 
prentice earns his hourly wage on 
the station end in the shop. 

Eight of our ten mechanics and 
gas station attendants have been 
trained by us. These eight have 
been with us from one to three 
years. The employes get a week’s 
vacation with pay after a year’s 





Then let the customer see.” 
















Top: He learns to tighten lug nuts 
correctly. Center: “Watch for such 
spots in washing and polishing.” 
Above: A supervisor will check 
his skill at wheel balancing. 


30 





A thoroughly scrubbed station with modern equipment kept in similar 
condition is impressed as essential upon apprentices who are trained here. 


employment, and there is a Christ- 
mas bonus. 

Having worked with and around 
shop mechanics for many a year in 
large dealerships in the Washing- 
ton area, I have nothing but re- 
spect and appreciation for the job 
the mechanic is called on to do. 

As one of them, working by 
their side and supervising them, 
we have a point of view in com- 
mon. Therefore, in the initial in- 
terview I have with an applicant, 
there is nothing but frankness and 
understanding between us. 

I hire for one purpose, I tell 
them: to make money. If I am 
buying your labor at $1 an hour, I 
expect to get that much labor out 
of you. I try to make you produc- 
tive just as quickly as possible. As 
you become more and more quali- 
fied, and of greater value to the 
company, I shall increase your 
hourly rate accordingly. It may 
take a year and a half before you 
earn $1.45 an hour or $80 a week, 
but then you will be able to turn 
out a competent motor overhaul 
on your own. 

In hiring, neither age nor educa- 


‘tion is a determining factor. I am 


more interested in learning what 
an applicant knows about a gas 
station, whether he ever worked at 
one, how long, where, whose, etc., 
and from his answers I gather 
some notion of his mechanical in- 
terest. 

The type of station he worked 
for, its standards, what he did 
there and how long he stayed tell 
me something. If he washed cars, 
I know he is a flexible and ambi- 
tious young man, because not 
many like washing cars. If he has 
learned to adjust brakes, tune a 
motor, knows why points have to 
be set, I know I am working with 
potential mechanic material. 


Even though he has made appar- 
ent that he prefers being in the 
shop, we break him in on pumps. 
This is done for several reasons: 
it is the beginning of his sales ca- 
reer. It is here he will learn to 
alert himself to a car’s needs be- 
fore a customer reports a defective 
condition, to adjust to the person- 
ality of a car owner, to take the 
personal interest in each customer 
and his car that will ultimately 
make him a good salesman and a 
skillful and dependable mechanic. 

His appearance must be clean, 
his manner courteous, his attitude 
attentive and eagerly helpful. I 
want him smiling, indicating it is 
both a pleasure and responsibility 
filling a customer’s car with gaso- 
line or wiping his windshield. 

During this first week he is in- 
troduced to all the mechanics in 
the shop, attendants in the drive- 
way and managers. He learns 
where all the equipment is, where 
tools are kept and the importance 
of cleaning a tool after he has 
used it and of returning it to its 
proper place ready for the next 
user. He is required to do his share 
in keeping the station clean, just 
as the rest of us are. He learns 
where the brooms and cleaning 
supplies are kept. His chore may 
be washing the grease rack, 
straightening tires, wiping the 
benches, filling up the oil rack, 
sweeping, etc. 

In one of his earliest jobs, wash- 
ing or polishing a car, we point out 
the hidden spots, the spots around 
the door frame, the grease on the 
steering wheel, that will escape 
him. 

During this early period we un- 
derscore that his primary concern 
is the customer waiting at the 
pumps. No matter what shop job 

(Continued on page 72) 
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SAJ‘’s veteran technical editor wonders where so many Americans learned to write Oriental fashion. 


Let's Cut Out the Chinese 


By E. M. LOWERY 
Technical Editor 


Wm the accent again being placed on Service, 
maybe we service managers should take a look 
at our operation and see what might be done to im- 
prove its efficiency. 

With all types of factory training centers and train- 
ing programs being established, and factory efficiency 
experts probing all around asking questions about 
absorption, now is a good time to take that look. 

Maybe a good place to start would be a look at our 
procedure for processing service repair orders. We are 
quite sure that most shops could improve on this. It 
doesn’t take an efficiency expert to discover the state 
of confusion which exists around the shops’ cashier 
windows during the afternoon rush hour. Because of 
an incorrectly written repair order, customers may 
ask all manner of questions. 

“Why this charge?” 

“Was this or that fixed?” 

“What was done to correct this or that trouble?” 

Not being an automotive technician the cashier can 
only relate that which has been listed on the repair 
order. More than likely there is insufficient informa- 
tion listed to satisfy the customer, so a call is sent out 
for the service advisor who wrote the order. He is 
probably out road-testing another job. 

So, while the customer waits and “fumes,” the out- 
going traffic jam begins to form and the confusion in- 
creases, while other customers join the act. We must 
agree that the customer is entitled to know for what 
he spends his money. 

Note: If you operate a large shop with heavy traffic 
and you experience none of the above, stop here. 

The place to start eliminating such confusion is 
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with the service advisors. These fellows have a Job 
Not only must they be an automotive technician, 
analyst and salesman, they must also be a “pretty 
good”’ psychologist if they are to handle properly the 
various type customers with whom they come in 
contact, including those who have had many years of 
practical experience in operating a car, along with 
some “do-it-yourself” customers. (This type knows 
what he wants and will give the service advisor in- 
structions.) 

There are those who know that the car is not per- 
forming as it should, that it needs something, but 
they don’t know what it is. And there are those who 
need certain P. M. services but don’t realize it. 

Each must be handled differently, yet they have 
one thing in common: 

They don’t like to pay for something they don’t 
understand. 

Most of them will ask questions as to “How long 
will it take?” “Will it be good as new?” “What will it 
take to correct it?” “What will it cost?” “Can your 
shop handle this type work?” 

We should remember that these customers have 
confidence in our shop or they would not be there. So 
we should supply all of the necessary information if 
we expect things to run smoothly. 

In order to do this, whenever possible the service 
advisor should list on the repair order specific in- 
structions as to what repairs are to be made and how. 
If he is unable to correctly diagnose the trouble, the 
job should be sent to the shop for examination, with a 
request for a report. When the examination has been 
made, the specific service operation should be listed 
on the repair order. 

Too many times the repair order instruction reads 
“Check” or “correct” this or that item. 

For instance, the order may read “correct steering.” 

(Continued on page 64) 





From 1,200 Customers to 5,000 


ae for ways to build your 
shop volume? 

Topflight service has been the 
high road to success for J. J. Aus- 
tin Auto Service, Memphis, Tenn. 

Since beginning business in 
1938, the company has grown from 
a small shop serving 1,200 to 1,300 
customers a year to a modern and 
well-equipped one serving more 
than 5,000 customers annually— 
near the shop’s saturation point. 


By Richard Lane 


That growth can’t be attributed 
to accident. 

It’s the result of stressing qual- 
ity rather than price, of carrying 
out a sound and consistent adver- 
tising program, of training and 
keeping mechanics for a close and 
profitable customer-employe rela- 
tionship, and of operating in a 


This building was designed by the owner, a mechanic since 1920, and in- 
corporates ideas gleaned in other shops. He became a shop owner in ‘38. 
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building designed for maximum 
efficiency. 

That may sound like a big order 
if you are looking for ways to in- 
crease your own shop velume. Ac- 
tually, it’s merely a well-rounded 
program of business principles of- 
ten overlooked today by garage 
operators in their efforts to main- 
tain volume in the face of price 
competition and trouble in keeping 
highly trained mechanics. 

J. J. Austin Auto Service op- 
erates most of the time at maxi- 
mum capacity. That’s proof posi- 
tive of the soundness of Austin’s 
program. Take a close look—you’ll 
be convinced he has something. 

First, there’s Austin’s efficient 
physical setup. The building, de- 
signed and built by Austin, is 
shown with pardonable pride by 
the modest end affable owner. 

Austin, a mechanic in his own 
right since 1920, worked for deal- 


Thinking of remodeling or 
building? Frequently now 
you'll see articles show- 
ing how time-tested plans 
have proven out successful. 


ers for 18 years before going into 
business for himself in a small 
building. Swift growth forced him 
to seek a larger location ten years 
ago. He chose a site at 616 Mar- 
shall Avenue on the fringe of the 
downtown business section. 

Austin had worked in enough 
shops to know exactly what he 
wanted in his own building. The 
building is 50’ wide, 80’ deep, with 
an adjoining parking lot 50’ by 
135’. 

Of brick and concrete construc- 
tion, it has an eye-catching front 
of buff tile. Two front doors, 14’ 
high and 10’ wide, are large 
enough to handle trucks and trail- 
ers, although the bulk of the vol- 
ume is passenger cars. 

The shop is well lighted and well 
ventilated, with large louvered 
windows. There are six car stalls 
—and they are kept neat, too. 
Austin is a strong believer in using 
the newest and best equipment 
available. 

“You’ve just got to use such 
equipment in your shop today,” he 
said. “The old pliers and screw- 
driver tune-up job is a thing of the 
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past. We use modern equipment 


altogether. Service on it is good— 
we are located within a block of 
the local distributor and service 
on our equipment can be had 


within minutes in emergencies.” 

Workbenches line two sides of 
the shop. A hydraulic crane is 
used for removing and re-install- 
ing engines. Tools are hung on a 
large pegboard. The floor is kept 
clean—customers don’t hesitate to 
walk around in the shop. 

The shop offers all types of serv- 
ice except painting. However, it 
does no body work. While Austin 
services all makes of cars, he spe- 
cializes on General Motors prod- 
ucts, particularly Buicks. In fact, 
75% of the volume comes from 
Buicks. Austin has Buick custom- 
ers of many years’ standing, dating 


J. J, Austin (right) himself does a lot of diagnosing. 


back to the time he worked for a 
Buick dealer. 

The shop works in close coop- 
eration with Buick dealers. The 
relationship is good. 

Austin services all GM auto- 
matic transmissions and also offers 
front-end alignment, wheel bal- 
ancing, motor tune-ups, engine 
overhauling and service on start- 
ers, generators, brakes, carburet- 
ors and clutches. 

Austin talks quality — never 
price, except when he has to. 

“A customer will remember a 
good job much longer than he will 
remember what he paid for it,” 
Austin reasons. “I believe in fixing 
a job right—and getting what the 
job is really worth. 

“Most customers are willing to 
pay for what they get. And most 
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Tools are kept on 


of them driving big, expensive cars 
seem to want good service. 

“Top-quality, dependable serv- 
ice backed by an iren-clad guaran- 
tee makes lasting customers. When 
we are stuck with a job, we do it 
over and do it right regardless 
what it costs us. 

“If you aren’t sure the trouble 
has been eliminated and feel it has 
got you licked, it’s far better to 
give the car back to the customer 
without charge instead of charging 
him for it and then having him 
discover the trouble hasn’t been 
eliminated. 

“But when we know we have 
done a good job, we don’t mind 
bragging on it. 

“My mechanics are cautioned to 
never stumble or hesitate to tell a 

(Continued on page 112) 


this pegboard for immediate use. 





$2 Bills Announced This Birthday 


"> JAY-JAY MOTOR COMPANY IS PROUD OF THE PART : 

~. IN THE ECONOMY OF OUR AREA AND TO BRING THIS MORE 

_ FORCEABLY TO YOUR ATTENTION YOU WILL SEE A GREAT 
aye OF $2BILLS...WATCHFORTHEM! © 


‘3 as: 


The payroll at Jay Jay Motel Company: rune mentite a : 
y «QUARTER OF A MILLION DOLLARS ANNUALLY 
Seu G “Fe : 
ear this payr I was paid to an average of 60 employees and directly - 
to | support of 201 people. All of these employees and thelr depen- 
and spend their money locally among the merchants 


fe 


i 


a. .- : t 


It is hoped that the Merchants and business houses 
in turn give these two-dollar bills in change to their cus- 
tomers, put some of them into their own payrolls and in 
Section « payroll of this size will reach. 














__ SPEND YOUR MONEY LOCALLY... » 
«BUY FROM JAY-JAY 
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"| know where 
you're from," said the 
waitress in Hatties- 
burg, Miss. "You're 
from Gulfport where 
the Chevrolet - Buick 
dealer is paying off in 
$2 bills.” 

She was right. She 
had been handed one 
of approximately 12,- 
500 such bills which 
Jay-Jay Motor Co. 
presented its employes 
a couple of months a- 
go in a_ promotion 
stunt celebrating its 
25th anniversary. 

Yet the word had 
spread so generally 
from the Gulf Coast 
area that the idea 
was known at a city 
70 miles inland from 
Gulfport, home of the 
dealership. 

“A lot of conver- 
sation" was caused by 
the program, although 
no great number of 
sales of cars or serv- 
ice could be attrib- 
uted to it, according 
to Sales Manager 
James Montgomery. 

The ad shown here 
was accompanied by 
smaller “teaser” ads 
placed on other pages 
of the newspaper. 

Other ads also 
stressed the growth of 
the firm from its orig- 
inal six in 1932 to 
its present 60. 

President J. J. Har- 
ry explained that the 
importance of the 
nearly $250,000 an- 
nual payroll to the 
community was empha- 
sized by these bills. 

“A lot of people 
have been inclined to 
ignore the importance 
of dealers to their 
towns,” he said. "A 
plan like this brings 
close to them the val- 
ue of such businesses.” 

Montgomery said 
the idea came from 
the Steve Canyon car- 
toon strip. 

"A lot of firms have 
employed silver dol- 
lars for this sort of 
thing,” said Harry, a 
past president of the 
Mississippi Automo- 
bile Dealers Associa- 
tion, “but you can 
imagine what we 
would have been up 
against. One of our 
salesmen drew more 
than $500 one month. 
Do you think he'd 
want to lug that much 
silver around?” 
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A “Blossom” 
on Atlanta's 
Peachtree 


The new home of Fred Walters 
Oldsmobile in Atlanta, Ga., can 


boast location on ever-lengthening 
reaches of bustling Peachtree Street. 

Two years ago President Fred 
Walters, having developed a New- 
ark, N. J., Olds dealership into the 
state's No. | position, was averaging 
1,500 new-car sales per year. But 
Newark, he felt, had reached her 
potential, and a new sales territory 
to conquer was in order. Atlanta, one 
of the nation's most rapidly develop- 
ing metropolises, was the site he 
selected. 

At a distance from downtown traf- 
fic congestion, the newly-opened 
agency is located in one of Atlanta's 
wealthiest areas, where handsome 
white-columned mansions are a rule, 
not an exception, 

The building covers 35,000 square 
feet, 29,000 devoted to an expansive 
service area. 

Pictures show closing booths con- 
veniently arranged at the rear of the 
showroom, which is extensively pan- 
eled in walnut and gumwood. A 
secluded area for the salesmen's of- 
fice adjoins the showroom. 

A well-stocked tool and machine 
shop, at right, allows economical, on- 
the-spot making of repair parts, 
tooled to precision limits. 

Before becoming a dealer in 1953 
Walters had been an executive with 
General Motors for many years and 


with Packard Motor Car Co. 
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By Hal M. Newsome 


A RECORD of $700,000 annual 
volume in labor and parts— 
roughly $2,400 for every working 
day—is being chalked up at Miami 
(Fla.) Lincoln-Mercury, Inc. The 
company’s growth has been keep- 
ing right up with South Flcrida’s 
amazing expansion. 

The reason, say company execu- 
tives, who include T. W. Skinner, 
the owner, formerly general man- 
ager of Ford’s Lincoln-Mercury 
Division, is a superior shop and 
supervisory personnel, backed up 
by a from-the-top-down policy of 
giving a valuable bit of extra care 
and service on every job. 

Promotion can bring new pros- 
pects, but only sound, construc- 
tive human contacts and a system- 
atic, topnotch mechanical follow- 
up can hold the customers, com- 
pany Officials asserted. 

Within two blocks of the main 
shopping and business area of the 
Dade County metropolis, and 
within walking distance of many 
resort hotels, the service depart- 
ment processes an average of 87 
cars daily—all handled in 8,000 
square feet of production space, 
aside from the body shop, which is 
12 blocks away. 

In the nine years of the present 
ownership, more than 7,000 new 
cars and approximately 9,000 used 
cars have been sold. With each 
sale the customer has been re- 
minded of the importance of prop- 
er service and preventive mainte- 
nance in order to get the best re- 
sults from his purchase. 

Commented Skinner: 

“No matter how good a car you 
have to offer or how much modern 
service equipment you supply, ev- 


Photos, Opposite Page: 


1—Two lanes near the street en- 
trance provide room for checking 
cars and writing service and 
check-up orders. Service desks 
and cashier’s cage are nearby. 
2.—Much of the front-end work is 
turned up by service salesmen 
who run their hands over tire 
treads of all cars with some mile- 
age, spotting uneven wear. Then 
the customer is asked to feel. 
3.—Parts stock runs to $90,000 and 
sales average $40,000 a month. 
Mechanics get their own parts 
from the counter to minimize er- 
rors and save time. 
4.—Engine tune-ups have proven a 
good time to spot-check for other 
needed work. 





Top: Roof, accommodating 90 cars, handles overfiow service cars from 
the shop. Wash and polish take place in covered shed at the far left. 
Center: An easy ramp leads up to the roof for parking overflow units. 
Above: Control tower is operated only during the rush seasonal periods. 
Ramp begins in the shop at one end, permitting movement of cars with- 
out a traffic jam near any of the many stalls. This dealership recently 
trimmed its personnel from 83 to 68 to save at least $36,000 a year, 
consolidating jobs and reducing supervision, at least for the summer. 
Shop specialization in air conditioning brings annual sales of $8,000. 


erything has to be done through 
people and for people. If your 
people aren’t the right ones for the 
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job, the whole project suffers, for 
they’re the ones who implement 
(Continued on page 58) 
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“In My Merrie --60 Years Later 


F YOU remember when the first 

Oldsmobile was born, you’re a 
veteran of this industry in every 
sense of the word — and you’re 
definitely above 60 years of age. 

The first Olds began making 
tracks at Lansing, Mich., Aug. 21, 
1897 — 60 years ago this month. 

Today Olds is the oldest manu- 
facturer of passenger cars. Olds- 
mobile claims to be the first com- 
pany organized specifically to pro- 
duce automobiles on a quantity 
scale. Today it is among the half- 
dozen largest manufacturers of 
passenger vehicles. 

Oldsmobile was the first to pro- 
duce two-cylinder and four-cyl- 
inder cars instead of the one-cyl- 
inder variety. Oldsmobile intro- 
duced nickel plating in the auto- 
mobile industry in 1907 and in 
1925 initiated chromium plating on 
motor cars. In 1939, Oldsmobile 
became the first manufacturer to 
make a fully automatic transmis- 
sion, Hydra-Matic Drive, available 
on a volume basis. 

Back in 1895, two youthful 
visionaries, Ransom E. Olds and 
Frank Clark, both of Lansing, 
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combined their efforts on a task 
that at the time was branded as 
foolish. The elder Olds was a man- 
ufacturer of stationary gasoline 
engines while young Clark’s father 
operated a small carriage works. 
The task the sons contemplated 
was the construction of a carriage 
driven by a gasoline engine. R, E 
Olds furnished the engine and 
other mechanical parts, and Frank 
Clark the carriage. 

After this vehicle ran successful- 
ly, Olds and a group of Lansing 
businessmen incorporated the Olds 
Motor Vehicle Co. for $50,000 at 
Lansing on August 21, 1897, with 
Olds as principal stockholder. At 
the first meeting, the directors em- 
powered Olds as general manager 
“to build one carriage in as near- 
ly perfect a manner as possible.” 

In the first year of production, 
the Olds Motor Vehicle Co. built 
six automobiles. One of these is 
now permanently housed in the 
Smithsonian Institute in Washing- 
ton, D. C. But the public branded 
the automobile as impractical, few 
having the necessary foresight to 
envision the tremendous role the 


motor car was destined to play in 
America’s development. 

Olds, with an unshaken confi- 
dence in the future of the automo- 
bile, found that Lansing was too 
narrow a sphere for his early ac- 
tivities and that Detroit presented 
greater possibilities in his search 
for more capital to develop fur- 
ther his ideas. He interested S. L. 
Smith, a Michigan copper and tim- 
ber capitalist, in his project. Smith, 
had not only the commercial vision 
but, equally important, the money 
with which to put the young in- 
ventor’s plan into action. 

Accordingly, in 1899 the Olds 
Motor Works was organized in De- 
troit, with capital of $350,000 and 
R. E. Olds as general manager. A 
three-story plant, the first de- 
signed exclusively for the manu- 
facture of automobiles, was built 
on the Detroit river front, The 
Lansing plant was retained as an 
engine plant. 

After the move to Detroit, the 
Oldsmobile curved dash runabout 
was developed by the company. 
This was a lighter, more compact 

(Continued on page 60) 
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By L. E. BARKHOUSER 


President, Augusta Motor Sales, Inc. 
(Ford) 
Staunton, Va. 


a dealer not making 100% 
service absorption of oper- 
ating expenses and wanting a 20 
to 40% increase in service and 
parts volume should put his serv- 
ice and parts managers as well as 
his mechanics in business. 

If you’ve got the right man on 
the right job and can depend on 
his ability to cooperate with other 
employes, as well as with custom- 
ers, you have the nucleus of a fine 
organization which can boost your 
volume. But you must give them 
adequate reward for the effort. 

An incentive pay plan is the 
answer. It puts them on their 
mettle; it makes them want to suc- 
ceed to the maximum of their 
ability. It makes them draw on 
their energy and ingenuity to hold 
present customers, bring old cus- 
tomers back and to make new 
ones. They seek to give utmost 
customer satisfaction, because they 
know it brings in an ever-larger 
gross. Their maxim is to “do the 
job right the first time,’ for a 
larger gross means a bigger share 
in the business. Aggressive, well- 
trained manpower Can be your 
most valuable asset. 

We give our service and parts 
managers an annual base salary. 
They also get 5% of the service 


We Tie the Team to Incentive 
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L. E. Barkhouser, left. compliments a topflight mechanic who has hit 
his monthly quota and for which he will be awarded an extra day to the 
regular week’s paid vacation given all shop employes by the company. 


department gross profit monthly, 
divided equally between them, 
242% to each. At the end of the 
year, we give them 40¢ out of 
every $1 over 100% service ab- 
sorption, This really puts them in 
business as it is just as important 
and profitable to control expenses 
as to increase gross profit. 

Our mechanics are on a 50-50 
payment plan with a monthly 
labor quota based on past produc- 
tivity. The mechanic who hits his 


Augusta Motor Sales’ service manager is profit-conscious due to the 
incentive compensation plan. Here he tries to sell a set of plugs. 
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quota for the month gets one day’s 
paid vacation, in addition to a 
week’s paid vacation which the 
company gives him. He may take 
the day’s pay in cash, if he wishes. 
In a year’s time he may accumu- 
late 12 extra days of paid vacation. 
We prefer, however, that they take 
the cash and lose no time away 
from their jobs. Two mechanics 
last year made their quotas every 
month throughout the year. Ad- 
justing quotas every three months, 
we had 13 out of 17 mechanics ful- 
fill their January quotas. 

What has this meant for the 
company? 

We exceed 100% service ab- 
sorption, an ideal which many 
dealers strive for, but few achieve. 
Last year we made 118% service 
absorption; in previous years we 
have hit as high as 131%. Having 
exceeded 100% service absorption 
for the last five years, our service 
manager and parts manager 
earned an average annual bonus 
of approximately $4,000 each for 
their share. Parts inventory turns 
approximately five times a year. 
We have no lost time in our opera- 
tion. Everyone gives his maxi- 
mum, aiming for a common goal. 
We're all going after more traffic 
and increased sales. 

What has this meant to the me- 
(Continued on page 114) 
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Shop Curb Service 
Kicked Up Our Sales 


By SAMUEL T. POWELL, JR. 


General Manager, Auto Parts and Machine Co. 
Washington, D. C. 


AST service has brought us a 
dollar volume increase of 35% 
since 47. 

We have changed our setup to 
meet increasing demands _ for 
quicker service on engine repairs 
by having our machinists carry 
their skills and tools to our cus- 
tomers. They reduce time on major 
engine repairs to a half day, and 
have thus brought our annual 
gross up to $150,000. 

Our machinists are our outside 
salesmen who do on-the-spot re- 
pairs, whose keen alertness catches 
wear and defects of engine parts. 

We now have four apprentices 
being trained to implement our 
staff of three outside machinists 
for the anticipated expansion in 
this kind of fast service. 

As automotive jobbers who 
have narrowed down their field to 
specializing in engine repairs, we 
felt compelled to speed up our 
service. The busy public can no 
longer wait two and three days for 
a car tied up with a major engine 
repair. It handicaps a business or 
individual lacking means of trans- 
portation. 

Dealer, garage and service sta- 
tion depend on us for fast machine 
shop service. Their mechanics are 
not skilled in reading micrometers 
for the proper resizing of pistons, 
measure of wear in the cylinder 
walls to determine whether a ring 
job will restore an engine to good 
running condition, whether a 
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crankshaft will take bearings, or if 
regrinding is necessary. 

We have the equipment, skilled 
labor and knowhow. To meet their 
needs, we have systematized pro- 
cedure to three trucks, each 
manned with a machinist trained 


by us. One truck completely 
equipped at a cost of $2,000 carries 
a portable crankshaft grinder, bor- 
ing bar, cold-welding equipment 
and valve seat installation equip- 
ment. 

A second truck carries a hoist, 
cost about $200, for removing from 
a car and bringing in an engine. A 
third truck is manned with a 
machinist for checking and an- 
alyzing, who precedes the trouble- 
shooter only when our customer is 
uncertain of the engine’s trouble. 

We get roughly a dozen calls a 
day. About ten jobs are actually 
yielded from these calls. Three are 
carried out on the customer’s 
premises by our equipped truck. 
One such typical job may be 
grinding a crank journal, install- 
ing sleeve in the block and boring 
an engine. If we were unable to do 
it on the spot, the engine would 
have to be hauled inte our shop 
by our hoist truck at a cost in time, 


This is one of three machinist-manned trucks used by the company. Here 
a head is being prepared for an on-the-spot valve-grinding operation. 


— 
\f 
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The shop-equipped trucks respond to a customer’s call within half an 
hour usually. Here a machinist is miking a piston to check for wear. 


labor and truck operation. 

Let’s say that a dealer or garage 
operator calls us to handle engine 
trouble that needs a ring job with 
new rod bearings. Arriving within 
half an hour of the call, our 
machinist observes one of the con- 
necting rod journals is badly worn, 
and a regrinding is needed before 
the engine is reassembled. This job 
is handled on the spot by our fully 
equipped truck. 

However, as so often happens, 
upon arrival and observation of 
the engine our machinist discovers 
that the other five journals are so 
worn that a completely rebuilt 
engine is necessary. Cylinder walls 
are too badly worn for a reason- 
able repair job. 

If a customer is vague about the 
trouble when he calls in, our 
checker goes there first, diagnoses 
and reports on a written form his 
findings and recommendations. His 
training and alertness quickly spot 
wear and defects, and he, like our 
two other machinists, does a sell- 
ing job right then and there. 

Equipped with his own set of 
hand tools and a micrometer, years 
of training and skill, each of our 
machinists is a competent sales- 
man who sells from two to three 
completely rebuilt engines a day 
(about 50 a month), some eight to 
ten ring jobs a day, ranging in 
price from a simple ring job of $25 
to a job with rod bearings, gaskets, 
piston pins and all parts of $110. 
We do a ring volume (retail value) 
of $1,000 a week excluding labor. 


It takes four years for us to 
train a machinist to a level of skill 
where he can be an outside sales- 
man for us. As an all-round 
machinist he will be fully capable 
in handling every type of engine 
repair from a piston ring job all 
the way to a complete engine re- 
build, and be as skilful with a 
small gasoline engine on a power 
lawn mower and 4,000-pound bull- 
dozer engine as with the moderate- 
ly priced passenger-car engine in 
which we do our greatest volume. 

In order to meet fast service re- 
quirements, we carry a parts stock 
of piston pins, rings, gaskets, bear- 
ings, etc., of $17,000 and a stock of 
rebuilt engines of $3,000. Invest- 
ment in shop equipment is $25,000. 

Our four apprentices in the shop 
work on rebuilding engines under 
the supervision of one of the 
journeymen. At different stages of 
their apprenticeship wiih some ap- 
proaching completion, they carry 
out the jobs assigned to them by 
the same machinists who are on 
call throughout the day. Journey- 
men check on their performance 
upon returning to the shop. 

Each apprentice, like our jour- 
neymen, has his own box of hand 
tools and micrometer. Knowing 
that any craftsman takes great 
pride in his own set of tools and 
skill in handling them, the com- 
pany encourages apprentices to 
own their own hand tools, permit- 
ting them to pay a small sum out 
of their weekly wages until out- 
lay is covered. 
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Our business has developed on 
the fast and skilful service of our 
outside machinists. We have no 
outside salesmen as such, and no 
countermen. We maintain most 
friendly relations with our com- 
petitors, borrowing and lending 
equipment when they need it, ex- 
changing information to the bene- 
fit of all parties. 

These policies have proven 
sound and promise further growth 
of our service. For this reason our 
four apprentices are being trained 
to meet future needs for fast serv- 
ice in the field by outside machin- 
ists. 


New Dixie Auto Parts of Vine 
Grove, Ky., has added an outside 
salesman, Robert Schaffner, ac- 
cording to Owner H. W. Waldman. 


Hans M. Siverts (top) has been 
appointed general sales manager, 
service, of Ramsey Corp., St. 
Louis, Mo. a subsidiary of 
Thompson Products, Inc., Cleve- 
land, O. Siverts succeeds O. C. 
Holaday (bottom), who retired re- 
cently as vice-president, sales, 
after 18 years with the company. 
Siverts formerly was manager of 
the replacement division of 
American Brakeblock Division of 
American Brake Shoe Co. Hola- 
day for years has been prominent 
in the automotive service indus- 
try, appearing on programs from 
time to time. 
































Sparkling Fort 


New Fort Worth, Texas, home of Big 4 Auto Supply Co., oc- 
cupied last February, was built from a small beginning by 
Partners Charles Anton and David Schwartz. Big 4 facilities sit 
on a lot 100' front by 302' deep and retail building (front 
elevation, photo No. |) is 65' wide by 75' deep. Behind it is 
warehouse, 100 by 100. Front, side and rear parking accommo- 
dates 25 cars or trucks. 

Photo No, 2 shows Wilson McMillion, store manager, and 30’ 
counter faced with ash paneling. 

Note the broad aisle (photo No. 3). This and another aisle 
are each eight feet wide, possibly Some of the widest aisles in 
automotive wholesaling, which facilitate movement of bulk mer- 
chandise in and out. Other aisles are 3!/2'. Shown at rear is 
Frank Synatzske. 





Worth Home 


Photo No. 4 shows Charles Anton and partial view of his 
swank, carpeted private office, which affords view of both out- 
side front activities and counter area. 

Immediately behind Anton's private office is the general office 
(photo No. 5) with Joe Shanblum, office manager, foreground, 
and Gordon Blake. 

Offices occupy one entire side of the building. Immediately 
behind the general office is the catalog room (No. 6), with 
neatly arranged catalog pages in racks, which line two sides of 
the room. Obviously, catalog room also serves as coffee bar, 
conference and sales meeting room. Note how neatness prevails 
here as it does elsewhere in the building. 

The entire main building is air-conditioned and the ceilings 
are all of acoustical material, 
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G. C. Morris (left), executive directcr of the Auto- 
motive Wholesalers of Texas, is the new president 
of the Automotive Wholesalers Trade Association Ex- 
ecutives, succeeding Jesse F. Jones, Jr. (far right), 
executive secretary of the North Carolina Automotive 
Wholesalers Association. Tom Payne (second from 
left) of the Oklahoma association was elected vice- 
president and Charles H. “Chuck” Davis (third from 
left) of the Florida association was renamed secre- 


tary. A. Glenn Gaffney, executive secretary of the 
California Automotive Wholesalers Association, was 
reelected treasurer. The elections terminated a three- 
day convention at Hotel Sherman in Chicago July 
9-11. The state association executives also partici- 
pated in the special meeting of national association 
representatives to consider association merger propos- 
als. Dallas, Texas, was voted the host city for the next 
AWTAE annual meeting, set for June 16-17, 1958. 


Further Talk Planned 
On Group Merger 


| paniggnene talk is being planned 
on several proposals for re- 
organizing national associations to 
obtain greater unification of the 
aftermarket industry. 

After hearing some suggestions 
for reorganization, including one 
by John W. Duke of Nashville, 
long prominent in affairs of the 
Automotive Wholesalers Associa- 
tion of Tennessee, it was recom- 
mended that appointed represent- 


atives of all segments of the after- 
market service industry “meet at 
an early date to discuss ways and 
means of eliminating present over- 
lapping functions,” according to a 
news release issued after the meet- 
ing. 

The announcement said that in 
attendance were 30 representatives 
of Motor and Equipment Whole- 
salers Association, National Stand- 
ard Parts Association, Automotive 
Electric Association and the North 
Carolina, Louisiana, Oklahoma, 
Alabama, Georgia, Texas, Florida, 


Annual dinner party held recently by the Houston (Texas) Automotive 
Wholesalers, Inc., honored outgoing and incoming officers as well as a 
number of guests. A special feature of the program was the presenta- 
tion of past president awards, which consisted of wooden plaques with 
engraved brass plates giving the name of the association, the president’s 
name and years served. Rudy J. Sefcik was emcee. Pictured is past presi- 
dent's table. Past presidents attending included A. A. Swank, G. K. Mor- 
gan, F. R. Gatlin, A. J. Schoellkopf, J. E. Wilson, E. J. Neumeyer, Gene 
Cullen, Jos. F. Meyer, III, J. G. Schaefer, J. M. Vesmirovsky and the im- 
mediate past president, H. G. Arlla. New president of the association is 
William E. Woods. Other new officers are Ernest A. Wagner, vice- 
president, and A. G. Ochterbeck, secretary-treasurer. 
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Tennessee and Michigan associa- 
tions of wholesalers. Motor and E- 
quipment Manufacturers Associa- 
tion was not represented. 


National Automotive Show 
Set for "59 in Chicago 


Mere and Equipment Whole- 
salers Association, National 
Standard Parts Association and 
Motor and Equipment Manufac- 
turers Association have approved 
the holding of a jointly sponsored 
and operated National Automotive 
Service Industry Show in Chicago 
Feb. 18-21, 1959. 

The three associations have 
taken this step because of many 
requests for a show, national and 
international in scope, with liber- 
alized invitations to include prin- 
cipal channels of distribution, the 
joint announcement said. All three 
will hold their 1959 national con- 
ventions in Chicago immediately 
preceding the show, in accordance 
with an agreement reached by 
their presidents. 

MEMA and MEWA have agreed 
to cancel their show planned for 
June 1958 in favor of the February 
1959 show and, in turn, NSPA has 
agreed to support the national 
show. 


Texas Firm Changes Hands 


F. C. Jupe and F. C. Jupe, Jr., 
have sold their interest in Jupe 
Motor Supply, Amarillo, Texas, to 
John Jupe, Don Jupe and W. R. 
Bruza, announced John W. Jupe, 
sales manager and partner. 

(More Jobber News on page 116) 
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How to Poke Up 
Pokey Engines 


ie diagnosis will increase 
the efficiency of any shop, and, 
whenever possible, the diagnosis 
should be made before instruction 
for repair or correction is listed 
on the repair order. This will allow 
the mechanic to devote his entire 
time to productive labor. 

The correct diagnosis of engine 
trouble is easier said than done. A 
look at what’s under the hood, as 
shown in Fig. 1, will verify this. 
Yet, by following certain estab- 
lished procedures, the job becomes 
more simple. So, let’s follow a few 
proven methods in diagnosis: 

Hard starting or fails to start: 

Generally, the causes of hard 
starting can be classified as me- 


chanical or non-mechanical. A me- 
chanical condition indicates that 
corrective measures, such as, ad- 
justment, repair or replacement of 
parts, is necessary. 

1.—Hard starting — mechanical 
causes: 

(a) Fuel system: 

Carburetor. Determine if fuel is 
reaching the carburetor by remov- 
ing the air cleaner and working the 
accelerator linkage by hand. If 
fuel is not being sprayed into the 
carburetor when the accelerator 
linkage is moved, there may be a 
restriction in the fuel line from 
the tank to the carburetor, or the 
fuel pump may be faulty. Discon- 
nect the fuel line at the carburetor 


Fig. 1—Quite a crowd! How does one ever find the trouble here? 





A ATE 
By E. M. Lowery 
Technical Editor 


and crank the engine. If no fuel 
flows from the line, the line is 
clogged or the fuel pump is at 
fault. 

Fuel pump. At the pump, dis- 
connect the line which leads to the 
fuel tank and apply compressed air 
carefully at reduced pressure. Re- 
cennect the line and crank the 
engine. The fuel pump is at fault if 
no fuel flows from the cleaned-out 
line. Inspect the pump and recon- 
dition as necessary. 

Fuel lines. Inspect for clogging 
by disconnecting the fuel lines at 
the carburetor and fuel pump and 
blowing out the line carefully with 
compressed air at reduced pres- 
sure. Check the lines for possible 
air leaks on the vacuum side of the 
pump, especially the flexible hose 
and connections. 

Automatic choke. Inspect the 
choke for proper adjustment. Re- 
move the air cleaner and observe 
the position of the choke valve in 
carburetor. The choke should be 
completely closed when a cold 
engine is cranked. 

Intake manifold leaks. Inspect 
for loose manifold or defective in- 
take manifold gasket which might 
result in air leakage. Inspect car- 
buretor gasket for damage or air 
leaks. 
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(b) Electrical: 

Battery. Inspect for weak or dis- 
charged battery. Inspect cables for 
looseness and the battery termi- 
nals for corrosion. 

Spark plugs. Check for fouling, 
cracked porcelain or improper gap. 

Wiring and connections. Inspect 
wiring for breaks, frayed or worn 
insulation. Inspect connections for 
tightness and corrosion. 

Distributor. Inspect for wet or 
cracked distributor cap, poor con- 
nections or corroded terminals in 
cap towers. Also check for worn, 
dirty, corroded, burned or im- 
properly adjusted contact points 
or for a defective condenser. 

Coil. Inspect for a weak coil. 

Ignition timing. Set ignition tim- 
ing as recommended by manufac- 
turers’ specs. 

Starter solenoid and switch. If 
the solenoid switch fails to “click” 
when the ignition key is turned to 
the starting position, connect a 
jumper wire from the negative 
battery post to the small terminal 
on the solenoid. If this causes the 
solenoid to “click,” check for loose 
connections on the small terminal 
on the solenoid switch, the igni- 
tion-starter switch or fuel gauge. 
If the solenoid switch fails to 
“click” when energized with the 
jumper wire, install a new sole- 
noid. 

Starting motor. Test starter for 
proper cranking speed. A slowly 
turning starter may not start en- 
gine. Check the amperage draw to 
make sure it is not excessive. If 
the test indicates that the starting 
motor is not up to specifications, it 
should be removed, inspected and 
the necessary repairs performed. 

(c) Compression: 

Perform compression test to de- 
termine if compression is being 
lost due to worn or leaking valves, 
worn piston rings or leaking cylin- 
der head gasket. 

2.—Hard starting—non-mechan- 
ical causes: 

Dampness. When high humidity 
prevails, moisture may collect in 
the distributor cap, on the spark 
plugs and spark plug wires and 
connectors. This may result in the 
engine failing to start. Dry the 
spark plugs, wires, connectors and 























“Oh, don’t worry. I'm sure we're not entirely unobserved.” 


distributor caps. 

Engine oil. In extremely cold 
weather, use the recommended en- 
gine oil in the crankcase. Use of 
excessively heavy oil may cause a 
heavy drag on the engine, prevent- 
ing proper cranking speed. 

Improper __ starting methods. 
Flooding the carburetor may re- 
sult if the accelerator pedal is 
pumped when cranking the engine. 
If the throttle is not held open 
approximately a third when 
cranking the engine, gasoline may 
not reach the manifolds in suf- 
ficient quantity to start the engine. 

Depress the clutch pedal, if so 
equipped, when starting the en- 
gine, especially in cold weather. 
When this is done, the transmission 
is disengaged from the engine, 
thereby reducing the heavy drag 
of transmission lubricant. 

Engine lacks power: 

1.—Fuel system. Inspect the fuel 
lines for obstruction or leaks. In- 
spect the carburetor for the pres- 
ence of dirt or water. Test the fuel 
pump by connecting a low-pres- 
sure liquid gauge in the line be- 
tween the fuel pump and the 








September: Pistons and Rings 


Tips on installation procedures for pistons and rings will 
be aired here next month by the technical editor, who di- 
rects a shop force of approximately 100 persons in Atlanta. 
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carburetor. Fuel pump pressure 
should be checked. Check the 
carburetor float level. 

2.—Ignition system. Inspect the 
spark plugs for fouling, improper 
gap or cracked porcelain. Check 
the ignition timing and inspect the 
distributor. 

3.—Compression. Perform a 
vacuum or compression test to de- 
termine the condition of the en- 
gine. 

4.—Chassis friction. Check for 
dragging brakes, tight wheel bear- 
ings or under-inflated tires. 

“Flat spot” on acceleration: 

The term “flat spot” is common- 
ly accepted to mean that engine 
operation is interrupted momen- 
tarily when being accelerated in 
high gear at low speeds. If such a 
condition occurs, check the opera- 
tion of the accelerator pump sys- 
tem in the carburetor. 

This is done by removing the 
air cleaner and working the 
throttle by hand. A stream of fuel 
should flow from the accelerator 
pump jet. If this jet is not op- 
erating properly, the fuel stream 
will be thin, deflected to one side, 
or the fuel will merely dribble out 
of the jet. If this is the case, the 
carburetor should be cleaned and 
reconditioned. 

Engine will not idle smoothly: 

1.—Fuel system. If it is difficult 
to obtain smooth engine idle, de- 
termine whether or not the 
carburetor is at fault by trying to 

(Continued on page 88) 
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BODY SHOP OPERATIONS 








ainting 
roblems 


By E. M. Lowery 
Technical Editor 


aa all phases of automotive 
service, the paint shop person- 
nel must include highly skilled 
technicians in order to analyze 
and correct the abnormal paint 
conditions encountered most fre- 
quently. 

“t is very important to identify 
the condition correctly so that 
proper repair procedure may be 
followed. The trial - and - error 
method is costly. In _ looking 
around we find that most shops are 
successful in producing a_top- 
quality job by using the following 
procedure for each condition as 
described: 

1.—Scratches. Scratches are thin 
marks or tears that may partially 
or completely penetrate the sur- 
face of the finish coat of paint. 

Correction of scratches is de- 
pendent on their depth. A scratch 
of very light penetration can 
usually be removed by application 
of a rubbing compound. Where 
penetration is very deep, remove 
the paint from the surrounding 
area and refinish. Use repair pro- 
cedure B. 

2.—Chipping and stone bruises. 
Chipping is where the surface of 
the finish coat of paint has been 
broken by a sharp blow, and small 
particles of paint have flaked off. 
Frequently, stone bruises result in 
chipping. Use repair procedure B. 

3.—Peeling. This is a condition 
where large areas of the enamel or 
primer coat separate from the 
metal or prime coat. Do not con- 
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Not the least of the paint shop’s problems is the rough grinding left 
by the body mechanic. 


fuse this with “orange peel.” When 
peeling is experienced, remove all 
the old paint from the area con- 
cerned. Use repair procedure A. 

4.—Dirt in paint. This term de- 
scribes dirt, soot or other foreign 
material that is embedded in the 
surface of the paint film. 

Patches, where dirt appears, 
should be sanded smooth and re- 
finished. In most cases removal of 
the dirt can be accomplished with- 
out having to sand down to the 
primer coat of paint. It is possible 
to confuse this condition with 
blistering. To verify the condition, 
prick the suspected areas and note 
whether there is foreign material 
under the surface. Use repair pro- 
cedure B. 

5.—Pits and craters. This may be 
identified by the appearance of 
small round depressions in the 
paint. 

Remove cld paint and repaint. 
Use repair procedure B. 

Note: This condition may arise 
from failure to remove silicone 
polishes before repainting. 

6.—Runs, sags and wrinkles. 


This is evidenced by uneven col- 
lections of paint on the finished 
surface. The collections may ap- 
pear in the form of tear drops or 
sagging lines. Usually these lines 
are quite soft and sometimes they 
may be wrinkled. Where this oc- 
curs, smooth out uneven surfaces 
and refinish. Use repair procedure 
B. 

7.—Overspray. This is evidenced 
by a rough, dull finish of the area 
surrounding the paint repair. 
Lightly sand out the spray dust 
and apply a properly thinned out 
finish coat, or use repair procedure 
et 

8.—Orange peel. Orange peel is 
a term used to describe an uneven, 
mottled appearance on the paint 
surface. 

Smooth out with sandpaper. 
Spray with two finish coats of 
paint. Use repair procedure B. 

9.—Off color. This term is ap- 
plied to adjacent areas on which 
the colors do not match. It may 
also appear when making spot re- 
pairs. Use repair procedure B. 

10.—Primer shows. This condi- 
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September: Hardtop Glass 


Quarter glass service on two-door hardtops will come up 
for a discussion here next month by Ed Lowery. Details 
of installation procedure will be included, of course. 








tion exists when the primer shows 
through the finish coat of paint. 

When this condition is ex- 
perienced, clean the surface and 
spray two finish coats of paint over 
the affected area. Use repair pro- 
cedure B. 

11.—Chalking. Chalking is evi- 
denced by the formation of a white 
or gray film on the paint surface. 
Use repair procedure C. 

12.—Bronzing. Bronzing is a 
type of film cast over the original 
paint, reflecting in a bronze ef- 
fect. Use repair procedure C. 

13.—Cracking. This is evidenced 
by the paint curling up in areas. 
Frequently this starts at the edge 
of a panel. Use repair procedure A. 

14.—Checking. “Line checking” 
has the appearance of thin, 
straight lines criss-crossing each 
other. These lines may be from 
one-half. inch to four inches, or 
longer, increasing in length as the 
finish ages. 

“Crow footing” is small lines 
branching off from a point in all 
directions, giving the appearance 
of crows’ feet. Use repair pro- 
cedure A or B. 

15.—Blistering. Blistering is the 
formation of bubbles or pinpoints 
on the surface of the finished 
work. Unless inspected by a mag- 
nifying glass, this condition is very 
hard to identify. In some instances 
this complaint may be confused 
with dirt in the paint. To verify 
this condition, prick the suspected 
areas and note whether a hole 
exists under the bubble. 

The only remedy is to complete- 
ly strip off the paint down to the 
bare metal and repaint. While it 
may not be necessary to repaint 
the entire vehicle, do not attempt 
to remove the old paint from only 
a small portion of a panel, door, 
hood, fender or top. The blisters 
may appear again on that portion 
which was not repainted. Use re- 
pair procedure A. 

16.—Water spotting. This is evi- 
denced by a milky pattern where 
water drops have fallen. Use re- 
pair procedure C, and if this does 
not correct the condition, use pro- 
cedure B. 

17.—Mildew. Mildew growth is 


most commonly found in a very 
dark gray or black color, and oc- 
curs along radical lines. Use re- 
pair procedure C, and if this does 
not correct the condition, use pro- 
cedure B. 

18.—Color change. This may be 
identified by one panel changing 
color more quickly than another 
panel and is usually due to re- 
painting of individual panels in re- 
pair. Use repair procedure B. 

19.—Spot discoloration. This is 
evidenced by brown spots or stains 
on the surface. Stains or spots can 
be caused by road tar, acid or 
alkali-bearing water from the 
streets. Use repair procedure B, 
and if this does not correct the con- 
dition, use procedure B. 

Paint repair procedures: 

One of the following procedures 
should be followed as indicated, 
when repairing any of the paint 
conditions as previously described. 

A. Refinishing complete car or 
panel. 

If the complete car is to be 
painted, remove the windshield 
wiper arms, then cover the front 
and rear bumpers, all exterior 
moldings, all plastic ornaments, 


windshield wiper brackets, weath- 
erstrips, etc., with masking tape. 
Acetate-fiber, clear tape is recom- 
mended where liquid paint strip- 
pers are used. 

(a) Remove paint. Remove all 
damaged paint from the exterior 
surfaces of the body by sandblast- 
ing, shotblasting, disc grinder or 
liquid stripper. If liquid stripper is 
used, carefully follow the sup- 
plier’s instructions. 

After the paint has been re- 
moved, wash off any accumulation 
of surplus material. 

Note: If the paint was removed 
with liquid stripper, carefully fol- 
low the supplier’s instructions for 
neutralization of xcess material. 

(b) Prepare metal. Apply metal 
conditioner to all areas from which 
the paint was removed. Avoid us- 
ing an excessive amount and care- 
fully follow the supplier’s instruc- 
tions. Before applying the paint, 
remove all remaining traces of 
metal conditioner according to the 
supplier’s instructions. It cannot 
be emphasized too strongly that 
the metal must be propwily pre- 
pared before prime and colur coats 
are applied. 

(c) Apply primer surfacer. Re- 
move any dust from the surfaces 
with clean tack rags. 

Note: Do not touch the metal 
with bare hands until finishing 
operations are complete. 

Spot-glaze any bad metal with a 
suitable glazing putty. Wipe the 
area with a tack rag, then spray 
two coats of sanding-type primer 

(Continued on page 64) 


Unless surface is smooth, “piling it on” won‘t produce a top-quality job. 
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ABBREVIATIONS 


12° manual steering, 0° power steering. E—Loft +3¢°, right 0°. J—V-8 4 quarts, 6-cylinder engines 5 quarts. 
F—Powerflite 20, TorqueFlite 18. K—Right 34°, left 0°. 
fe G—0 to 1°B’. L—t-head. 
A—Ranges from 140 for 6 to 283 optional in V8. H—0°S’ to 1°8’. N—None, 
®8—Manual steering —3<° + 34°, power steering +34° + 34°. 1—Valve-in-head. NA—Not announced. 
O—Left +34". right 0°. J—if power steering, +5 to +3, »—H power steering, 14° to 1°. 
D—Powerflite 20, TorqueFlite 17. 
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SMART NEW SALES IDEA: 


You'll attract more prospects and they’ll stay 
around longer if your lot looks cool and inviting. 
Cars standing in sizzling sun suggest to prospects 





If your sun-baked lot drives prospects away . . . 


Put Your Cars In The Shade—Invite 
More Prospects To Stop And Deal 


Low-cost, streamlined, easily-moved Childers Carports 
keep cars looking cool, comfortable, shiny, well-kept . . . 
pay for themselves in protected finish, saved labor: 


Rows and rows of baking automo- 
biles in a blinding glare of sun— 
that’s a sight to frighten off the 
most determined prospect. It’s a 
sight to send him scurrying off to a 
lot where the finish of the car he 
wants to buy has been protected by 
a Childers Continental Carport. 


Prospects find shade inviting. They 
don’t like to linger in the scalding 
sun—even to look at cars they want. 
In the shade they’re far more likely 
to stop and talk and make a deal. 


A hot seat discourages a prospect 
from climbing into a car and fid- 
dling with gadgets—one of the sur- 
est signs of genuine interest. You 
can keep your cars comfortably cool 
all day long with Childers Carports. 


You save many hours of labor, 
polishing and repolishing cars on 
display, if you have Childers Car- 
ports to help keep off dust and 
water spots. Savings in labor costs 
will more than pay for the carports. 


An attention-getting structure, 
a streamlined Childers Multiple 
Carport itself makes people stop. 
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It's easy to move to a new location 
with Childers Carports. Unlike cus- 
tom-made wooden structures that 
break up if you try to move them, 
Childers pre-fabricated, all-steel 
carports can be quickly disassem- 
bled, quickly set up again. 


You can save as much as 35%, 
contrasted to the price of locally 
hand-made carports, because Child- 
ers Carports are manufactured on a 
production line. And they have the 
style and design that add to your 
car display rather than detract. 


Don’t lose good prospects to your 
competitor down the street just be- 
cause his car display is more attrac- 
tive and inspires more confidence 
than yours. Act now to make your 
lot the most inviting, modern-look- 
ing automobile display in town. 


Service is quick when you deal with 
Childers. You can have your own 
Childers Carports with showroom 
glamour in a matter of days. Find 
out, with no obligation, how little 
it will cost you to have the most 
eye-catching display in town. Use 
coupon at right. 


that you’re neglecting your stock. Read how Child- 
ers Continental Carports can give your cars smart- 
looking, low-cost protection. 


re 2 we 


Night “show window!” At night, a 
Childers Continental Carport can 
make a lighted “display” window— 
attracts customers at a time when 
families can best shop together. 


MAIL THIS COUPON TODAY! 


Childers Manufacturing Co., Dept. SAJ857 
3620 W. 11th Street 
Houston 8, Texas 

SURE . . . we're interested in any idea that 
will bring us more car prospects. Tell us how 
little it will cost to provide Childers Carports 
for our outdoor display. 


No. of cars on display ..__>_ 


Co. Name 


Your Name & Title 





Address. 





We citi acainnnediion Pei cicisiitindsngtes 


[] NOTE: Check here if you would like to pay 
for your carports while they earn profits 
for you. We'll finance up to 36 months. 


Want more facts? Use Reader Service Card Page 98 49 
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ABBREVIATIONS 


*—Mechanical tappets: int. .012, N—Negative. St—Stromberg. 
Exh. .018 NA—Not announced. tde—Top dead center. 
Au—Automatic. P—Positive. VO—Vibration damper. 
‘\—Au. trans. 5*bte ° RP—Rochester Products. 2Z—Zenith, Ltd. 
4—Optional camehaft (used with mechanieal 
tappets), 35°*btc. 
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*... best for the ear owner—and 


that means it’s best for us, too” 


says W. V. CURRY, Ford dealer of Freeport, Texas 


“We really feel that Commerctat Crepit PLAN is best 
for the car owner—and that means it’s best for us, 
too. CoMMERCIAL Crepit has cooperated with us in 
reaching moderate income buyers who could not buy 
otherwise. In our 15 years together, we have found 
CommerciAL Crepit has kept abreast of market 
changes, and has contributed greatly to the opera- 


tion and expansion of our business.” 


Commercial Credit dealers 
are successful dealers 





Write or call our nearest office for complete 
information on the benefits of COMMERCIAL 
Crepit Ptan. Why not do it today? 


A service offered through subsidiaries of the 
Commercial Credit Company, Baltimore . . . Capital 
and Surplus over $200,000,000 . . . offices in principal 
cities of the United States and Canada. 





Readers are invited to contribute to— SHOP TALK. 


SWITCHING CARS their rightful owners the following 
day. 





Two Miami, Fla., officials, City 


Attorney Jack Rice and Finance 
Director George Shaw, who own WHERE TALL FISH GROW 


identical cars—same make, style, 

color and year—recently drove If you can stand the strain, 

each other’s car home by mistake. fisherman, maybe you'd better 
The vehicles were returned to write First Lt. George B. Lowery 


A column of informal 

comments abeut the 

automotive trade and 
its problems. 








and see if he’ll line up a date for 
you with some friends of these two 
beauties with which he posed up 
in Alaska, where he’s assigned to 
transportation with the U.S. Army. 

Lowery, son of SAJ’s Technical 
Editor Ed Lowery, snagged these 





Right now in every No. 5203 BONUS-PAK of 100 
HY-GEAR “worm-drive” Hose Clamps that you 
buy you will find a bonus of 10 more popular sized 
HY-GEAR clamps that cost you nothing! It’s a clear, 
cash-in-the-pocket discount. 


No catch, no clinkers_ .. Every BONUS-PAK 
contains only the 4 fastest moving HY-GEAR sizes 
needed for brisk seasonal sales! Do better than aver- 
age in a season? Then, get more than one “PAK” 
and get a bonus in each . . . No better way 


we know to pack in extra profits! 
its Pr A BONUS 


But hurry! Your jobber can make 


this offer for a limited time only. OF 10 king salmon near his home base. 


One weighed in at 24 pounds and 
the other at 23. It’s rumored that 


NO. 5203 “BONUS-PAK” CONTENTS he wasn’t ashamed to bring the 
little one home along with the big- 


30 No. 5210 for hose %” to %” h little dif 

ve ne ger one! (If you have a little dit- 
20 No. 5220 for hose 1” to 1% ficulty visualizing the size of these 
40 No. 5228 for hose 1%” to 1%” fish, — —* that Lowery 
10 No. 5236 for hose 1%” to 2%” is mix Sect twet) 


= 
re <>< i Address any comments to: South- 


° >. & “1 J i, 806 
On ewery car in the Indianapolis'soo’ Haan a ao So 
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Paced to today’s challenging automobile business, our national, 


LOCAL completely independent, financial institution is fully geared 


and staffed to provide the special local service you need to 





im Service keep sales curves on the upbeat. Associates gives you the best 
most complete, one-stop finance and insurance service avail- 
able, plus the service of a trained specialist in automobile fi- 


Wa ATIO me Al nancing who maintains a personal interest in your dealership. 


To this local service, add the stability, experience and re- 


in Cove rage sources of one of America’s largest financial institutions, plus 


constant development of new methods to help make your job 





easier. The “sum” of these services is bound to increase sales 
and profits for you! 





7H td Sige sng. X2\) ssociates 


“* If this sounds like the kind 
of service your dealership can use— ‘ 
call your local Associates branch . eee our Own” 
for full details today!” Sa odin We Care fo* 





SOUTH BEND, INDIANA 











ASSOCIATES INVESTMENT CO. — ASSOCIATES DISCOUNT CORP. — ASSOCIATES DISCOUNT (CANADA) LTD. — EMMCO INSURANCE CO. 
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A FREE VACATION 


So you think you need a change 
of scenery? 

An economical vacation away 
from the crowded resorts maybe? 

Tell you what you wanta do: 
Try stealing a hubcap in Knox- 
ville, Tenn., and you’ll wind up 
with a tax-free vacation—in jail! 

Three Knoxville youths tried the 
plan and were rewarded speedily. 

Six weeks after city police began 
a campaign to apprehend thieves 
by having identification numbers 


put on automobile hubcaps in 
that city, they realized results with 
the arrest of the trio. 

The teenagers admitted taking 
the hubcaps from the car of Har- 
old Hopper on a Monday night 
while it was parked in front of his 
house. 

The following Wednesday Hop- 
per spied an old-model car at a 
service station with hubcaps on it 
similar to the ones removed from 
his relatively new vehicle. He 
checked the serial numbers. They 
were his, all right. He called De- 





...Does he need new 


Shock absorbers! 
...and So do 
30,000,000 other 
drivers 


1957 will be the biggest year in history for 
shock absorber replacements. More than 
30,000,000 cars need new shocks NOW! 
Get your share of the big profits in this 
business by putting BRIGGS’ new, exciting 
and colorful sales aids to work for you. 
A few of them are shown at right. Ask your 
jobber to show you the complete program. 
Do it today! 


The Briggs Shock Absorber Company 


1148 Euclid Avenue © Cleveland 15, Ohio 





Ee A Ae 


FOR BIGGER PROFITS... BIGGER SALES... SATISFIED CUSTOMERS... IT’S 


BRIGGS 


FOR THE RIDE OF YOUR LIFE... FOR THE LIFE OF YOUR CAR 
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And here’s how BRIGGS 
helps you sell 
more SHOCKS! 


Handout 
Literature 


Window Streamers 


a 
4 
Lapel Tags RPT rc BCS | 
— j Wall Chart 
ro] “se 


Decals 
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f A | 
7 


Display Racks | G “b : 
| oxy 

2 ies 

(ha wncis.c-= 


Wall Posters 


| te 
| Bkiccs | 
a 


Motion Displays 
Steering Wheel Snap-On. . and many others 


NET Stee 
ee 


HYDRO-MUSCLE 








tective Captain Henry Guinn. 

The owner of the old car, de- 
scribed as an “innocent buyer,” 
told Guinn the names of the youths 
from whom he purchased the hub- 
caps. The arrests followed. 

The stolen hubcaps were worth 
$48 and were sold for $6 — hardly 
a way to finance a vacation at the 
resorts, anyway! 


HUBCAP STENCILS 


Alexandria, La. 
Gentlemen: 

I have read with interest the 
article on “Slows Thieves, Builds 
Business” in the July issue (page 
43). 3 

I will appreciate some recom- 
mendations from you as to a source 
of supply for the marking pencils; 
also any additional information 
you may have on the program. 

GEORGE L. ROLAND, 
Roland Auto Supply, Inc. 

Glad to supply you the name of 
the manufacturer of the product 
which was used in the Knoxville 
program, 


“FLYING” SCOTSMAN 


A spectacular “sky drop” took 
place before thousands of excited 
spectators along Lake Michigan’s 
shore and at the Chicagoland Fair 
when a new Studebaker Champion 
Scotsman station wagon became 
the first civilian automobile to be 
delivered by helicopter. 

The “drop” was made by an Air 
Force H-21 helicopter, powered by 
Curtiss-Wright engines and piloted 
by Capt. Wilfred Buckley, St. Pet- 
ersburg, Fla., of the 20 Helicopter 
Squadron, 314th Air Troop Car- 
rier Wing, Smyrna, Tenn. 

The “flying” Scotsman was sus- 
pended in perfect balance in a 
sling hooked to the helicopter, 
which winged its way for miles 
up Lake Michigan, not far from 
shore. The drop was accomplished 
as easily as though the car had 
been suspended on a hydraulic lift, 
observers said. 


Sampson County Names Parker 


New president of the Sampson 
County (N. C.) Automobile Dealers 
Association is E. C. Parker of T. 
P. L. Motor Co. James E. Rose, J. 
E. Rose Buick Co., is vice-president 
and Howard Harrell, Harrell Mo- 
tor Co., is secretary-treasurer. All 
are of Clinton. 
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“Hungry” reflection shows poor color 
holdout, requires extra compounding. 





Reflections test primer-surfacers— 
show how you can save on compounding 


e To cut down on compounding time test your primer surfacer for color hold- 
out. Notice how color over “Duco” Primer-Surfacer has a uniformly high gloss 
—no sinking in, no “hungry”’ spots. This beautiful color holdout is one of your 
greatest economies with “Duco” Primer-Surfacer. You get a high gloss with 
less rubbing. And you save four other ways, too. ““Duco” Primer-Surfacer goes 
on fast, fills fast, dries fast, sands fast. It gives you the finest balance of money- 
saving features in any primer-surfacer. Yet, because it reduces 2 to 1, it 
actually costs less than many so-called “bargain” primers. Ask for “‘Duco”’ 
Lacquer High Speed Primer-Surfacer. 








“DUCO” LACQUER HIGH SPEED PRIMER-SURFACER COL PINT 


DU PONT REFINISHING MATERIALS “ee 0, Sree 


BETTER THINGS FOR BETTER LIVING 
THROUGH CHEMISTRY 














Dear Bill, 

Been a little groggy this week; THE ND utow hie buddll 
did a bit of night work in the in- ») Pa ied woe | 
terest of keeping up with the — 
Joneses. cal ” 

Aside from our regular shop — en 
meetings and our usual factory 
club meetings and product schools 
we try to take in as many of the 
aftermarket manufacturers’ and 
distributors’ schools and meetings 
held by the jobbers as we can. 

Somehow they all manage to hit 
the road at the same time and the 
jobbers have to schedule two or 














three the same week, with nary a 
sight or sound out of them on 


iT TA K E & L o a G L a .j E ge previous or following weeks. Con- 
sensus is that there is a con- 


spiracy at the factories so their 
field men won’t get lonesome 
when out in the sticks. 

I really get a kick out of the 
grassroots relationship between 
the jobber salesmen and the inde- 
pendent garagemen. Sometimes it 
gets a little rough when some 


crusty mechanic with nothing to 
lose tears into the salesman who 
calls on him regularly each week 
Those shiny new Rotors and Distributor Caps won’t and often carries on a series of 
look the same after even a hundred miles. Vibration, | ily phone calls between visits, 

; for they know each other well per- 
knock, bump! Heat, cold, water, oil! How long can sonally and their individual busi- 
they stand it? ness habits. 

One of the so-called “service” 
meetings last night turned out to 
T re) teh A K iz L oe hg & T ah be something of a frost. We were a 

little surprised since the product is 


an original factory equipment item 


and their meetings were always 
educational in the past. 

But this meeting held at the 
hotel by the jobber didn’t run 
along but a few minutes past the 
introduction and usual felicitations 
between jobber and field man be- 


fore it was clear that we’d cleaned 
There’s no profit in a chipped rotor, no protection in a up after a hot day’s work and 
cracked cap. That’s why th tents teal 1 made the trip downtown for noth- 

Fe ee ee ing. Not a man in the audience 


ing with P & D Quality Controlled parts. P & D’s rigid who didn’t know more about the 
product and its service and back- 


control system starts with the raw materials, continues 
y : ground than the man who held the 





with engineering and production line supervision, winds rostrum. 
up with a triple inspection of the finished product. When a few pointed questions 
established his ignorance and the 


For the sake of your reputation and your profit admission that he had been with 
make P & D your standard for all ignition jobs. the outfit one month, the place 

cooled off as everyone waited im- 
patiently for the sales pitch to sub- 
side so they could get home to tele- 
vision. 

While the factory rep himself 
was not heckled, a couple of inde- 
pendents got their jobber sales- 
man cornered in the men’s room, 
and he was hard-pressed to find 
cover. 

“Why didn’t you tell us this was 





Export Sales: Borg Warner International, 36 So. Wabash Ave., Chicago 3, Ill. 
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OLDSMOBILE 


FIRST WITH THE FEATURES WITH NEW SALES APPEAL 


AIRWEAVE 
TRILOK 
UPHOLSTERY 





Another Fashion-First for Olds Dealers! 
Cooler, More Comfortable, Completely Distinctive! 


From the modern miracle of polyethylene fiber, comes pillowy shapes. It gives Olds’ new Airweave Trilok a third 
Oldsmobile’s new Airweave Trilok Upholstery! dimension, made up of individual cushions of 

Thanks to one of polyeth’s unique characteristics, plus a air which allow air to circulate between the driver, or 

new process discovery, Olds dealers can offer a passengers, and the seat. 


new measure of interior comfort and luxury. 
So when Olds dealers speak of new interior comfort, they're 


Trilok was born when researchers discovered that talking about something special! For new Airweave 
polyethylene fiber shrinks when dipped in boiling water. As Trilok, with its individual “air-pillows,” gives a special 

a result, when polyeth fiber is interwoven with ordinary kind of cooler, more airy driving pleasure. Another 
upholstery material and then shrunk, the rest Olds feature with new sales appeal . . . one more reason 

of the fabric is pulled into a succession of rounded why it’s greater than ever to be an Oldsmobile Quality Dealer. 


OLDSMOBILE «- DIVISION OF GENERAL MOTORS CORPORATION @ LANSING, MICHIGAN 
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a sales pitch? You knew we 
worked last night on that auto- 
matic transmission and were tired 
this evening!” 

“They told us it was _ serv- 
ice... ,” he started to alibi. 

“Why don’t they hire experi- 
enced service instructors?” 

“Someone told us they are put- 
ting all young men in their field 
positions. ..” 

“Why don’t they train them 
then and attach them to an ex- 
perienced man for a few months?” 

“Been some factory changes; the 


new men up top must not know 
what’s required. ... ” 

“Do they think we’ve spent a 
lifetime in a trade and can be ‘in- 
structed’ by a ladies’ panty sales- 
man turned parts salesman for 
one month? Just how ignorant do 
they think a mechanic can be?” 

We pulled out for home while 
the salesman valiantly fought his 
word battle and wondered what 
luck he’d have assembling his next 
service school, even though it hap- 
pened to be a good one. 

Well, back to the grease pit. 





HYDRAULIC VALVE TREATMENT 


For Top Engine Performance 


CORRECTS! 


Frees hydravlic valve lifters > 

Permits valve lifters to operate quietly > 
Dissolves engine sludge and varnish * 
Increases power and gas mileage > 


DO YOUR CUSTOMER A FAVOR! TELL HIM ABOUT THIS 
EASY Two-Step Treatment — He'll show his appreciation in 


repeat business! 


Available in Canada through Radiator Specialty C of 
Canada Ltd., Toronto 2, Ontario, Canada new: Same 


EMEROL MANUFACTURING CO., INC. 


242 WEST 69TH STREET, NEW YORK 23, N. Y 
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"HYDRAULIC VALVE 
TREATMEN! 


MAINTAINS! 
Keeps valves and lifters free 
Cools as it lubricates 
Protects engine parts 
Increases the life of your car 





Shoot me a line at your next coffee 
break. 
Yrs, 
Ed. 


Bursting at Seams 
(Continued from page 37) 


your ideas. 

“Every time a customer comes 
in with his car, you’re at the mercy 
of the man in the white overalls, 
and you can’t be there to watch. 

“Good supervision is one an- 
swer, but both the supervisors and 
mechanics take their cues from the 
top, and they must be selected, 
trained and motivated to reflect 
your attitude and see how it bene- 
fits them in the long run.” 

The shop has experienced very 
little turnover, what with the ex- 
cellent working conditions and 
mechanics’ weekly pay checks av- 
eraging $125 to $150. The man- 
agement also sets aside an incen- 
tive-pay percentage from the an- 
nual net profits from the entire 
business—including car and acces- 
sory sales—which is paid to all in 
the form of a Christmas bonus. 
This kindles interest of employes 
in every department, not just their 
own. 

Free life insurance and hospital 
benefits are also provided and are 
extended at a discount to their 
families. 

Company officials decided that 
they had virtually reached a sat- 
uration point in volume in the 
peak period and that it was more 
logical to achieve further expan- 
sion through branch dealerships 
than by overly-intense, year- 
‘round promotion for the main 
plant. That’s why they opened 
dealerships at Cora] Gables, on 
Miami’s western side, and in North 
Dade. 

The latter area, incidentally, 
claims to be the largest and newest 
shopping center in the state. The 
branch there has already set new 
state-wide records in car sales and 
is a prime prospect for future rec- 
ord service volume when shop fa- 
cilities are enlarged by seven stalls 
now being added. 


Naples Floridians Organize 


The Naples (Fla.) Automobile 
Dealers Association has organized 
and elected Bill Tippins, Gulf 
Coast Garage (Dodge-Plymouth), 
president. Vice-president is Casey 
Ingram of Ingram Chevrolet, while 
Mark H. Baker of Collier County 
Motors, Inc. (Ford), is secretary- 
treasurer. 
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PROFITS IN LAMPS 


TUNG-SOL 


Tung-Sol standards of lamp manufacture have been more 
than meeting the performance requirements for American 
cai-makers for more than half a century. In the renewal 
field, Tung-Sol’s leadership in lamp engineering, in pack- 
aging and sales-aid material helps you maintain lamp 

volume at highest levels. Keep an eye out for 

customers’ lamp needs and push Tung-Sol for 





NN) " 
} 


| m indi 


a 
{Ninth 


NEW! FOR 4-HEADLIGHT CARS 
The 5%-inch, 4001 and 4002 12-volt lamps. 4001 has single 
high beam filament. 4002 has double (high and low beam) 
filament. 


Special Introductory Package For 4-Headlight 

f Car Service. Low-cost introductory package contains four 

Standard 7-inch type: ) each 4001 and 4002 5%-inch Vision-Aid Headlamps. Just 
5040-S (6-volt) and 5400-S (12-volt). , what you need to take care of immediate service requirements. 


Special For Your Fleet Accounts 
Ruggedized 5440-S has exclusive design 
features to meet toughest service conditions. 
Ic will get you a lot of fleet business. (Also, 
special miniature types designed for truck 
and bus use.) 











Services 100% of Needs! 


Consists of #10 Tung-Sol Heart Assort- 
ment: 5 flashers on a colorful display 
card. Back-Up Stock Stacker: 5 flashers 
to keep display. complete. Service 
Guide: handy direction signal servicing 
instructions plus flasher and lamp re- 
placement chart for a// domestic cars. 
See your Tung-Sol supplier! 








®TUNG-SOL 


VISION-AID HEADLAMPS - MINIATURE LAMPS - SIGNAL FLASHERS 


Sales Offices: Atlanta, Ga.; Columbus, Ohio; Culver City, Calif.; Dallas, Tex.; Denver, Colo.; Detroit, 
Mich.; Irvington, N. J.; Melrose Park, Ill.; Newark, N. J.; Philadelphia, Pa.; Seattle, Wash. Canada: 


Montreal, P. Q 
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“In My Merrie" 
(Continued from page 38) 


and less expensive vehicle for pro- 
duction on a volume basis. It had 
a 66” wheelbase, weighed only 700 
pounds and was powered by a one- 
cylinder, 7hp horizontal engine. It 
had two speeds forward and re- 
verse and five-gallon fuel capacity. 
The curved dash runabout was the 
first car to be built on a progres- 
sive assembly system. The cars 
were moved along on wooden plat- 
forms, supported by rolling casters 


underneath. Parts bins were placed 
at strategic points along the pro- 
duction line — a forerunner of to- 
day’s mass production. 

Olds’ volume production meth- 
ods paid off, as the company pro- 
duced 425 vehicles in 1901, 3,750 
in 1902, 5,000 in 1903 and 5,508 in 
1904. However, in March, 1901, the 
Detroit plant was gutted by fire. 
A civic group from Lansing of- 
fered the Olds Motor Works gratis 
a 52-acre site at the former state 
fair grounds. The offer was ac- 
cepted and the home of Oldsmo- 





you're ahead 4 ways 


with WITTEK Swe stainless steel hose clamps! 


Now There’s a Choice! 


COLLARED 
SCREW HEAD 
Series C-S 

Collared head prevents 
screw driver from 
slipping. Available 

in all sizes—for 

all purposes. 


peep.storren 2) 
SCREW HEAD 

Series S 

Positive turning action 
with any size screw 
driver. Preferred for 
speedy installation. 


Sure-TiTE clamps are of superior stainless steel 
construction. Wittek’s special worm drive tight- 
ening method with patented contour serrations 
and welded one-piece housing assure maximum 
strength. Wittek’s sterling reputation and qual- 
ity products give top performance in leakproof 
hose connections. Write for catalog today! 


Sronvement STORING 


Colorful counter or wall case containing 100 
assorted Sure-Tire clamps (either Series C-S 
or Series S) of the 4 popular sizes. Hinged 
cover has convenient size selection chart. 


Lawrence M. Hirsig & Co. 

Bruce T. Brantley, Sales Mgr. 
American National Bank Bidg. 
Jacksonville 7, Florida 
21 Men Traveled — Kentucky, Tennessee, Alabome, 
Georgia, West Virginia, Virginia, North Carolina, 
South Carolina, Florida, Mississippi 


CONVENIENT 10 PACKS 


Red and Black Pack—Series C-S 
Green and Black Pack—Series S 
Packs plainly marked with clamp number and 

hose size. Gives immediate identification. 
7104 
McClintock Sales, Inc. 
Mr. Sidney M. McClintock 
2631 Commerce Street, Dallas, Texas 


4 Men Traveled—Texas, Oklahoma, Arkansas, 
Louisiana 


WITTEK MANUFACTURING CO. ¢ 4341 West 24th Place « Chicago 23, Illinois 
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bile moved back to Lansing to 
stay. 

Early in 1902 a national auto- 
mobile show was scheduled in New 
York City. Roy E. Chapin, later 
the executive head of Hudson Mo- 
tor Car Co., drove a curved dash 
Oldsmobile from Detroit to New 
York over nearly impassable mud- 
dy roads and canal tow paths in 
seven and one-half days. He av- 
eraged 14mph and used 30 gallons 
of gasoline. This made the curved 
dash model the focal center of the 
New York show. 

Olds gained the headlines again 
in 1903 when the Olds Pirate 
established a world’s record of five 
miles in 6142 minutes on the sands 
of Daytona Beach, Fla. The same 
car established a new record for 
the measured mile in less than one 
minute. Due to a disagreement 
over future policy, R. E. Olds left 
the Olds Motor Works in 1903 and 
F. L. Smith was named general 
manager. 


GM and Olds Wed 


General Motors Corp. was or- 
ganized by W. C. Durant on Sept. 
16, 1908, with Buick as a nucleus. 
Negotiations then were begun 
with the Olds Motor Works snd 
these were completed Nov. 12, 
1908. W. J. Mead was named gen- 
eral manager under the new own- 
ership. 

The first Oldsmobile with a 
closed body was introduced in 1909 
and in that year Oldsmobile em- 
ployment at Lansing topped the 
1,000 mark for the first time. Dur- 
ing this period Oldsmobile manu- 
factured expensive, high-quality 
motor cars. The most famous of 
these was the huge Limited, e- 
quipped with 42” wheels and a 
6-cylinder, 60hp, 707-cubic-inch- 
displacement engine, and selling 
for $5,000. The Limited was man- 
ufactured from 1910 to 1912. 

Oldsmobile’s first self-starter 
was the air type installed on the 
1911 model but in 1913 the Delco 
ignition and starting system was 
adopted. In 1915 the folding top 
and windshield became standard 
equipment and Olds employment 
passed the 2,000 mark. Charles W. 
Nash became president of Olds in 
1912 and a year later he also took 
over as general manager. 

Recognizing the volume appeal 
of a low-priced automobile, Olds- 
mobile came out with the 6-cyl- 
inder Model 30 to sell for $750 in 
1923. Cannonball Baker focused 
national attention on the Model 30 
by driving one from New York to 
Los Angeles in 1212 days, locked in 
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Water Pump "Torture Test"—these machines test Toledo 
Steel water pumps under conditions more rigorous than 
the toughest actual engine usage. Pulleys, seals, and 
other internal parts are thoroughly checked for endur- 
ance and operating efficiency. 


100% Test Against Leakage—every Toledo Steel water 
pump is subjected to this vacuum test which detects even 


the most minute leaks. a 


Every TOLEDO STEEL WATER PUMP is 
vacuum-tested for perfect performance 


USTOMER satisfaction is 
guaranteed when you install 
factory duplicate Toledo Steel water 
pumps. Only the highest quality 
materials are used to assure long, 


trouble-free service. And every 


Toledo Steel water pump is tested 
to protect against leakage of water 
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or costly anti-freeze solutions. 

See your Toledo Steel Distributor 
for complete water pump coverage 
for all passenger car makes and 
models. He has water pumps for 
trucks and farm tractors, too. Ask 
him for complete details, including 
profit possibilities. 


USE THE COMPLETE TOLEDO STEEL LINE 


TOLEDO STEEL PRODUCTS 


Division of Thompson Products, Inc. 
6402 CEDAR AVE. + CLEVELAND 3, OHIO 
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high gear for the trip. 

Oldsmobile’s first straight eight 
was incorporated in the 1932 mod- 
el, which also featured the first 
fully automatic choke. Production 
and employment fell to low levels 
in the next several depression 
years but Oldsmobile maintained 
its relative position in the indus- 
try. In 1933 Charles L. McCuen 
was appointed Oldsmobile’s presi- 
dent and general manager. 

Fisher Body expanded its Lan- 
sing facilities in 1935 with the ac- 
quisition of the former Durant 


plant, comprising 21 buildings on 
48 acres not far from the Oldsmo- 
bile main plant. This permitted 
Oldsmobile to move its engine, 
axle, sheet metal and final assem- 
bly operations into the former 
Fisher Body quarters. The result 
was the production of 183,152 cars 
in 1935 and a historic milestone in 
the assembly of the one millionth 
Olds. 

Oldsmobile’s “88” Series made 
its debut in 1949. Output climbed 
to a new high of 282,885 cars that 
year. 








TUBELESS 
TIRE VALVE 


KITS 


UNIVERSAL TUBE- 
LESS TIRE VALVE 
for 453" or 5/8” 
Rim Holes. For ALL 
14" and 15" Rims. 


Extension Type 
Valve Cap. 


Effective 
Length: 3/4" 


Use correct washer 


for each size. 


fot Id fo Covetage 


CONTAINS: 
10 #260 Metal Valves 
5 +354 Extension Caps 





‘“DISPLAY-PAK”’ 


ACME Extension Type Valve 
Caps packed on attractive 
2-color display panel. Packed 
48 to the panel .. . 12 plastic 
boxes of 4. 
Available: 

#354 D (Effective Length 3/4") 
#355 D (Effective Length |-1/4") 


CME 





BACME’S | 


ASSORTMENT #262 


Write Today for our complete new catalog 


ACME AIR APPLIANCE CO., INC. 


100-120 HINSDALE STREET - BROOKLYN 7, N. Y. 


Extension Type 


“QUIK-MOUNT” SNAP-IN 
Valve Caps. 


TUBELESS TIRE VALVES for 
rag or 5/8" Rim Holes. Effective Lengths: 
For ALL 14" and 15" Rims. 3/4" & 1-1/4". 


dail 


BI SsOnTMENT #201 | #261 


(foe [all Coverage 


CONTAINS: 
10 #253 Rubber Valves 
10 #4256 Rubber Valves 
5 +354 Extension Caps 
2 #355 Extension Caps 





EXTENSION 
VALVE CAPS 
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Production for 1954 reached an- 
other new high of 433,810 cars. 
Oldsmobile advanced to fourth 
place in new-car registrations aur- 
ing 1954. 

A multi-million-dollar expan- 
sion program to increase basic pro- 
ductive capacity by 50% was be- 
gun in June 1955, This required 
additional machinery and equip- 
ment in the “Rocket” engine, 
pressed metal, axle and forge 
plants in Lansing. The 5,000,000th 
Oldsmobile was completed that 
July. 

Both production and retail sales 
broke all records in 1955. Produc- 
tion reached a peak of 643,459 
cars and retail sales, both domestic 
and export, climbed to 623,641 new 
cars. 

And, now, you don’t have to be 
an oldster of 60-plus to add in 
the most recent history of this 
granddaddy of American cars. 

What’s upcoming for ’58 this 
fall? Newer than new and better 
than better; that’s what J. F. 
“Jack” Wolfram, former chief en- 
gineer of Olds and now vice-presi- 
dent of GM in charge of Oldsmo- 
bile Division, says you can expect. 


Ford's Six Months‘ Sales 
Exceed $3 Billion 


— Motor Co.’s_ consolidated 
sales for the first six months 
of 1957 were a record $3,009,- 
500,000, exceeding $3 billion for 
the first time in any half-year 
period, President Henry Ford II 
announced. 

Consolidated net earnings for 
the first six months of 1957 were 
$171 million, 30% higher than the 
$131,700,000 earned in the first 
half of 1956. Based on the average 
number of shares of capital stock 
outstanding during each period, 
earnings per share amounted to 
$3.15 in the first half of 1957, com- 
pared with $2.44 in the first half 
of 1956. 


Mack Trucks Reports 
11% Sales Gain 


ALES for the first six months of 

this year for Mack Trucks, Inc., 
reached $140,329,146, a gain of 
11% over the previous high of 
$126,609,541 established in 1956. 

Net earnings after taxes for the 
first half of this year were $6,- 
508,316, equivalent to $2.55 a share 
on the 2,553,581 common shares 
outstanding at June 30. This was 
13% above the record income of 
$5,754,031 reported for the first 
six months of last year. 
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Kust Master Pict-()-Poom’ 


When customers drive in with steaming 
radiators ... 


Rust Master dissolves all rust and 
scale in the entire cooling system. 
Just pour Guaranteed Rust Master 
in the radiator — rust proofs for 
a whole year .. . 


i tion... 
eee S xt) AR! wwe 
Pua 


© No Draining 
@ No Flushing 
¢ No Waiting 





There's no need to drain and flush to clean out 
rust and scale and to improve water circula- 


It's smart to stock all 
Rust Master products 
for More Satisfied 
Customers — More 
Profits! 


RUST MASTER — LEAK MASTER — SLUDG-MASTER — CARB MASTER — PARTS MASTER 


prooucts WORK WHKE voy "08, 


Rust Master 
HEMICAL CORP 





Painting Problems 
(Continued from page 47) 


in accordance with the supplier’s 
recommendations. 

After the primer has dried as 
specified, lightly scuff-sand the 
primer to remove dirt and over- 
spray. 

Spray a final, wet, double coat 
of synthetic primer surfacer and 
allow to dry according to the sup- 
plier’s recommendations. 

(d) Apply finish coat. Water- 
sand the surface with No. 360 
sandpaper. Use care to avoid cut- 
ting through to the bare metal. 
Rinse well, blow off all water from 
seams, cracks, etc., and dry thor- 
oughly. 

Wipe the work with a tack rag 
and spray on two, full, finishing 
coats of paint. Follow the sup- 
plier’s instructions carefully. 

The car is now ready for what- 
ever drying process is available. 

Remove the masking tape and 
water-sand the edges of the doors, 
along the weatherstrips, etc. Care- 
fully touch up any portions missed 
by the spray. 


When the Job is Dry 


When the job is entirely dry, in- 
stall the hardware, etc. 

B. Spot repairing. The end result 
of spot repairing depends upon the 
skill and knowledge of the op- 
erator doing the repair. In most 
cases, a more satisfactory repair 
may be obtained by finishing the 
complete panel involved. 

(a) Remove paint. Before sand- 
ing the surfaces to be painted, re- 
move all traces of wax, polish and 
grease with a good wax and grease 
remover. Dry the panel with a 
clean cloth. If the car has been 
polished with a wax or polish con- 
taining silicone, remove the sili- 
cone base as instructed under “re- 
moval of silicone polishes for re- 
paint.” 

Featheredge broken spots with 
coarse sandpaper. Treat any rusty 
metal with a metal conditioner. 
Follow the supplier’s instructions 
for removal of any remaining 
traces of conditioner. 

(b) Apply the primer surfacer. 
Spot-spray bare and feathered 
edges with prime surfacer, reduced 
according to supplier’s recom- 
mendations. Permit each coat to 
become dull (after thinner has 
dried off) before applying addi- 
tional coats. Allow the final coat 
to dry the length of time specified 
by the supplier, before sanding. 
Sand the primer surfacer accord- 
ing to recommendations. If any im- 
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perfections still show, smooth out 
with spot glazing putty. Allow the 
putty to dry the length of time 
specified and sand the same as 
primer surfacer. 

Rub around the patches with 
rubbing compound to remove 
scratches in the old finish and 
overspray. Wipe clean with a cloth 
dampened with enamel thinner. 

Spray the area to be painted 
with one medium coat of a sealer, 
reduced according to the supplier’s 
instructions. Allow to dry the 
length of time specified and, if 
necessary, scuff lightly with fine 
sandpaper to remove nibs. 

Wipe the area with a tack rag 
and spray on two full finishing 
coats of paint according to sup- 
plier’s recommendations. 

Remove the masking tape, etc., 
and allow the paint to dry accord- 
ing to the supplier’s recom- 
mendations. Do not allow the 
work to become water-spotted be- 
fore it is entirely dry. 


Getting Ready to Repaint 


(c) Removal of silicone polishes 
for repaint. All traces of wax and 
polish containing silicone must be 
removed from the painted surfaces 
before refinishing. Any paint sur- 
face suspected of having been 
treated with these substances 
should be tested as follows: Spray 
enamel of any color on a small 
vertical area of the car that is to 
be refinished. If “fish eyes” or 
craters form on the surface of the 
sprayed area, silicone polish has 
been used. 

The following procedure for re- 
moving silicone polishes from 
painted surfaces is recommended: 

Wash off the area to be painted 
with clean rags saturated with a 
known brand of silicone remover 
or good enamel thinner. Before the 
solution has a chance to dry, wipe 
off with clean, dry rags. Change 
the rags frequently. Do not re-use 
these rags anywhere in the shop, 
but dispose of them immediately. 
If the silicone residue from the 
rags gets on any refinished surface, 
“fish eyes” will result when the 
area is painted. 

Wet-sand the area with No. 320 
sandpaper, then wash with water 
and dry off. 

Saturate clean rags with a sili- 
cone remover or a good enamel 
thinner, wipe off the entire sanded 
area with the saturated rags and 
then wash off the area. 

Change to dry, clean rags and 
remove any excess solution. Be 
sure that all accumulated polish is 
removed from crevices of drip 


rails, doors, moldings, etc. 

Note: The importance of keeping 
the paint shop clean and free from 
silicone materials on rags, cloth- 
ing or spray refinishing materials 
after it has been used to apply 
silicone polishes. Make sure that 
refinishing work is not done near 
an area where silicone or wax 
polishes are applied. 

C. Polishing. In cases where the 
paint condition calls for repair 
procedure C, apply polish to the 
affected area as directed on the 
container. 


Let's Cut Out Chinese 
(Continued from page 31) 


The job is completed and the cus- 
tomer is presented a bill for $15.75 
for correcting steering. He im- 
mediately wants to know what 
was done. Furthermore, he may 
come back a week later needing a 
complete steering overhaul. 

This is when the shop is in a 
spot, because he can show us our 
own repair order wherein we were 
paid $15.75 to “correct” the steer- 
ing. 

For customer relations the shop 
usually fixes it—or there are no 
further relations with that cus- 
tomer. 

The above is just one illustra- 
tion of how improper processing of 
the repair order can cause con- 
fusion and customer dissatisfac- 
tion. The repair order should be 
written intelligently in the begin- 
ning, and after all of the work 
has been completed, it should be 
reviewed by the service advisor 
and each service operation should 
be specifically described. If this is 
done, shop efficiency will be in- 
creased and most of the confusion 
will be eliminated. 

We should all remember one 
thing: no one likes to spend money 
for repairs to his car. 

Instead of confusing them we 
should do our best to make it as 
pleasant as possible for them. If 
we do this, they will be coming 
back to see us. When things are 
moving smoothly it is much easier 
to sell a customer some of those 
extra services which will increase 
the operations per repair order. In 
doing this we automatically in- 
crease shop efficiency and dollar 
volume. 

Isn’t that what we want? 


Membership in the National 
Automobile Dealers Association 
exceeds 25,000, according to a re- 
port submitted recently to the 
group’s board of directors. 
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REDHEADED WOMEN 


want Delco Batteries! 


This fact was proved by three separate surveys made by three different national 
publications. All showed Delco to be America’s No. 1 battery preference. And 
why not? A Delco battery is the freshest power money can buy —backed by good- 
ali-over warranties. Just stock Delco batteries, and watch your battery profits 
mount! They’ll sell themselves—even if you haven’t any redheaded customers. 


distributed nationally by 


General Motors leads the way—Starting with Delco Batteries 


ON CBS RADIO—LOWELL THOMAS NEWSCAST «+ COMING SOON ON CBS TV—“HIGH ADVENTURE WITH LOWELL THOMAS.” 
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Here's the trading edge you need 


Arvin 


SERIES “20” 
Universal Recirculating Hot Water Car Heaters 


A trading edge on ‘‘close’’ deals — A profit edge on “‘solid’’ deals 
A selling edge on ALL deals 


For proved reliability, for value, Arvin heaters are _ or old (see list, opposite page) . . . Compact as it is 
easiest-to-sell by far. And in this keenly competitive _ efficient, the Arvin Series “20” is proportioned for 
car-selling year your market is big! With 6 and 12 easy installation in small or odd-shaped spaces in 
volt models, Arvin fits 3 out of 4 cars and trucks,new _——ppassenger cars and truck cabs. 


Arvim-irst IN CAR HEATERS SINCE 1921 
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in today’s ‘shoppers’ market! 


Out-performs many costlier heaters— 


: Easy, fast installation 


“BIG-HEARTED” 


for generous heat! 


The “heart’’ of this heater is 
a huge-capacity honeycomb 
copper core with 2800 square 
inches of radiating surface. It 
provides a complete change of 
water every 2 seconds at 
normal driving speeds, for 
super-speed heat distribution. 


SUPER-SIZE 
FAN 


for fast air-flow! 


The king-size, 8-blade, 7- 
inch fan moves 150 cubic 
feet of warm air per 
minute. Circulates all the 
air in an average-size 
sedan or truck cab every 
2 minutes for maximum 
comfort. 





6 and 12 volt sizes 


fit all these lowest-priced, largest-selling 1957 cars: 
FORD, CHEVROLET, PLYMOUTH, PONTIAC, DODGE, DE SOTO 


. * 
ice 
List Pr Plus 1957 Chevrolet, Dodge and GMC trucks 
95 and all these prior models: 


O evi 4 $3 Sheet Chevrolet cars and trucks, 1954 thru 1956. 
extra DeSoto, 1950-54-55-56. 

Dodge cars, 1950-53-54-55-56; trucks, 1950 thru 1956. 
Liberal dealer discount Ford cars and trucks, 1950 thru 1956. 
Mercury, 1950 thru 1956. 
‘ a P Plymouth, 1950 thru 1956. 
See your Arvin distributor een trucks, 1951 thru 1954. 
Studebaker cars, 1951 thru 1954; trucks, 1951 thru 1956. 











- 
ctronics and Appliances Division Arvin INDUSTRIES, Inc. Columbus, Indiana 
iters, Home Radios, Fans 
, td 


Arvin also manufactures: Portable Electric He 
All-Metal Ironing Tables, Leisure Furniture, and “‘Charky”’ ¢ 
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Put This "PRO" in Your PROfits 


CAMSHAFT 
GRINDING 


Another Money-Making Service 
from Your VAN NORMAN Jobber! 


Camshaft grinding is one of the fastest growing opera- 
tions in Dealer repair services today! BECAUSE, it 
restores original engine power, provides smoother 
idling, reduces valve noise, reclaims fuel pump eccentric 
and increases the life of any rebuilt engine. No engine 
you overhaul is complete without it! NOW, you can 
get this needed, wanted service on all types of gasoline 


and Diesel engine camshafts from your VAN NORMAN 
Jobber. He has the Precision Machining Equipment to 
re-grind the average camshaft for half the cost of a new 
shaft! Write and we'll tell you where you can get 
this fast, economical service from a shop near you. 
Van Norman Automotive Equip- 
ment Company, Springfield 7, 
Mass., U.S. A. A Division of Van 

Norman Industries, Inc. 





Write: 


for this little Booklet about prof- 
itable Camshaft Grinding. It's 
FREE . . . Send for it NOW! 


VAN NORMAN 


PRECISION 


VAN NORMAN [IN MODERN, EFFICIENT SHOPS—EVERYWHERE! 


MACHINING 
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Among the tens of thousands of 
items going into the new Atlanta, 
Ga., home of Genuine Parts Co. 
and the Atlanta NAPA ware- 
house was this truckload of 
Echlin ignition parts. Shown are 
(l. to r.): Hubert Cotton of Nigro 
Freight Lines; Jack C. Fraser, 
vice-president and general man- 
ager of Genuine Parts; Wilton 
Looney, Genuine’s president, and 
Tom Saine, Echlin’s southeastern 
district sales manager. 


Safety-Conscious Public 
Buys More Accessories 


HE American motoring public is 

becoming increasingly aware 
of the need for safety accessories 
on modern automobiles, according 
to Edward T. Ragsdale, general 
manager of Buick and vice-presi- 
dent of General Motors. 

Ragsdale said that 85% of the 
Buicks produced during the first 
eight months of the 1957 model 
year were equipped with Buick’s 
exclusive safety buzzer, a speed- 
ometer device which hums stri- 
dently when a_ predetermined 
speed is reached. Similar percent- 
age figures were recorded for such 
other safety items as padded in- 
strument panels, glare-proof rear- 
view mirror and back-up lights, 
the official said. 


Savannah Dealers Elect 
Carl Harman President 


E Savannah (Ga.) Independent 
Automobile Dealers Associa- 
tion elected Carl Harman president 
at its recent annual meeting. 
Other officers chosen were John 
Hood, first vice-president; Pete 
Bunch, second vice-president; Lee 
Knight, secretary, and Bill Horne, 
treasurer. Directors are J. E. 
Inglesby, chairman; Charlie Coh- 
en, Marion Davis, Bill Carter and 
Peter Hudson. 


Thomas W. Towell Gets 
GMAC Promotion 


f pcomome W. Towell, formerly a 
regional manager at Dallas, 
Texas, for General Motors Accept- 
ance Corp., has been promoted to 
executive vice-president in charge 
of the development staff. 

Also named a director and a 
member of the executive commit- 
tee, Towell succeeds G. ArDee, 
who retired after 24 years with 
the company. 
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TODAY 
AS 
ALWAYS 


America’s 
No. t 


Any good product can be imitated to sell 
cheaper — but trust AERO-SEAL to keep it’s 
famous quality and satisfy both the seller and 
the user. Test AERO-SEALS for superior 
strength and holding power. Trust them for 
better engineering and easier operation of the 
precision worm gear. Notice how the worm 


has no slack — won’t wobble. Wide, stainless 
steel bands resist corrosion, tighten around hose 
with uniform pressure that doesn’t pinch or cut. 
AERO-SEALS can be used again and. again 
. will outlast a car! They’re available in a 
complete size range. Why settle for less than 
genuine, top quality AERO-SEALS? 


For added quick-attach 
advantage, get AERO-SEAL 
Jets. Nothing like them! 


leat SEL, 


Quick ATTACH «© i WOS* Clanmap 


UNION, NEW JERSEY 


BREEZE CORPORATIONS INC., 7OO LIBERTY AVENUE, 
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MONROE LOAD-LEVELERS PREVENT THESE TROUBLES 





Heavy loads change caster of front wheels, 
cause excessive tire wear as well as poor 
steering. 





With headlights angled upward, visibility 
is reduced and lights glare into eyes of 
oncoming motorists. 





Rear passengers are awkwardly seated and 
ride uncomfortably. From this position they 
find it difficult to get out of the car. 
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Heavily loaded car sways and swings as it 
rounds curves, throws passengers from side 
to side. Car stability is seriously impaired. 


























yut of this SCrijpo 


with the 


EW MONROE 
LOAD - LEVELERS 


Look at the design of today’s cars and 
you’ll immediately see the need for the 
new Monroe Load-Levelers. Cars are 
longer, lower, roomier. They have 
plenty of space, but they’re not de- 
signed to safely and comfortably carry 
the heavy load of rear seat passengers 
and a trunk full of luggage. Scraping 
and bumping on inclined driveways 
are the annoying results. 

The entirely new Monroe Load- 
Levelers absorb the stress of heavy 
loading . . . prevent sag, sway and dip. 


Monroe Auto Equipment Company 


Monroe, Michigan 


They increase road clearance. They 
give a smooth, level ride with head- 
lamps always beamed safely on the 
road. When the car is unloaded, they 
automatically compensate for the light- 
ened load. 

Anyone who owns a trailer, station 
wagon or panel truck . . . salesmen who 
load their cars with sales literature and 
equipment .. . sportsmen . . . vacation- 
ers...they all need Monroe Load- 
Levelers—and there isn’t another prod- 
uct like them! Get full details today! 


CALIBRATED RIDE CONTROL WITH ANY LOAD 
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We Train Our Own 
(Continued from page 30) 


he is at, it is to be dropped when 
a car appears in the driveway. We 
stress that a business is built on 
customer satisfaction; the growth 
of our business will depend on how 
well he serves the customer. Our 
apprentices have helped build our 
station in its three years to a ’56 
over-all gross of $251,744.07. His 
attitude and workmanship are 
molded right from the first inter- 
view. 

We go one step further in help- 
ing an apprentice mature into a 
valuable and experienced employe. 
We explain tc him the significance 
of each sale: how much money is 
made on the sale of a gallon of 
gasoline, how much on a quart of 
oil, what it means if he has ob- 
served worn tires and helped make 
a sale of a set of tires, what a road 
call costs in vehicle operation and 
labor, and how it can be made 
profitable, etc. 


Working—with an Eye on $$ 


We do not want him to go 
through the motions of repairing 
a tire, filling a customer’s gas tank, 
without the remotest notion of 
what it means in dollars and cents. 
Practical understanding brings 
greater effort, better performance, 
greater self-respect. Understand- 
ing enhances his value to the 
company; he makes more money 
for the firm. 

Having proven himself within 
two weeks at the pumps, we send 
him on road calls requiring a tire 
change because of a flat. Under 
the supervision of a grease man, 
he will next learn to grease a car. 
He may spend several weeks here, 
always with his eye on the pumps, 
but begins to give us some idea of 
his mechanical ability. 

He is then placed with our brake 
specialist and shown how to adjust 
brakes, pull a wheel and reline 
them. He may work continuously 
at a brake job only if no car pulls 
into the driveway. He learns how 
to clean parts, arrange them in the 
order in which they are to be put 
back into a car. 

He hands parts and tools to the 
mechanic he works with. In time 
he will be put on tune-ups, pack- 
ing and replacing universal joints, 
and within three months he will be 
writing a repair order. Before six 
months is out, he may be assisting 
a mechanic in a motor overhaul by 
handing him parts, washing parts, 
overhauling a distributor, remov- 
ing a radiator. His work is con- 
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stantly being checked by his su- 
pervising mechanic. 

No apprentice has ever caused 
us a repair bill on expensive 
equipment. That does not mean 
we keep him away from learning 
their operations. Training in ma- 
chine operation is done under the 
eye of the mechanic when an ap- 
prentice is ready for it. It may be 
in several months, depending on 
his ability and how quickly he has 
learned, or after a year. Our me- 
chanics are trained to be all- 
‘round craftsmen skillful at op- 
erating and interpreting equip- 
ment; we do not subscribe to spe- 
cialists limited to one piece of 
equipment. 

We make a point of compliment- 
ing him every time he does a good 
job. We want him to feel worthy 
and proud, that he is of prime im- 
portance to our setup. From per- 
sonal experience we know that a 
mechanic’s job is a hard one, a 
dirty one, and unfortunately not 
always an appreciated one. Me- 
chanics are often humbled in a 
large organization where economic 
stratification places him at the 
bottom. It is wrong. He is pro- 
ductive labor, the backbone of the 
company. We try to make him feel 
that. 


Don't Hound the Ledger 


So many shop and station op- 
erators make the mistake of hang- 
ing over the bookkeeper’s shoul- 


der watching daily profit. That 
time would be better spent giving 
the mechanic a pat on the back, 
rewarding him in some way. 

It’s a small thing but it builds 
morale when you report back to a 
mechanic in front of his co-work- 
ers, “Say, remember Mrs. Jones’ 
road call on Monday? She called 
in special to tell me how polite 
and efficient and quick you were 
in getting her car started.” 

Our trainee advances from $1 an 
hour to $1.15 with uniforms with- 
in a few weeks, to $1.25, $1.35 and 
then $1.45 by the end of the first 
year, when he is an all-’round 
mechanic. 

We advertise the station by 
newspaper and have two spots 
daily on the radio. Once a year 
we run a full-page ad of the pic- 
tures of our men with a short bi- 
ography of each. I think it makes 
them pleased and proud to be 
identified with an up-and-coming 
station where promotional activity 
is always going on. 

Though we do lose a mechanic 
we have trained from time to time, 
we believe the training program 


has paid off and proven worth- 
while. We do not attempt to re- 
tain a man who sees an opportu- 
nity of stepping up elsewhere. 
Some of our boys come back and 
tell us what good basic training 
we gave them. Most of our men 
stay on. 

When I hear one of them point- 
ing out to a customer uneven wear 
on a tire he has observed, recom- 
mending a check-up on the wheel 
balancer and front-end machine, 
I know my effort has paid off. 

I have made a salesman and a 
mechanic of a man. 


Dodge Assigns Walker 
To Memphis Post 


| eager of William E. Walker 
to regional service manager 
for its Memphis region, including 
western Tennessee, Mississippi, 
Louisiana and Arkansas, has been 
announced by Dodge Division of 
Chrysler Corp. 

Walker, who entered the auto- 
mobile business in 1921 as a me- 
chanic, was formerly a Dodge 
dealer in Louisville, Ky. He was 
supervisor of repair and mainte- 
nance for Indiana’s state police 
vehicles from 1935 to 1947, after 
which he joined Chrysler Central 
Service as Indianapolis service 
representative. He was named 
Cleveland, O., service manager in 
1955. 


Auto-Lite Names Wattles 
Chairman of the Board 


URDON W. Wattles, a director of 

The Electric Auto-Lite Co., 
Toledo, O., and a member of the 
executive committee, has been 
elected chairman of the board, a 
position which has been vacant 
since the death of Royce G. Martin 
in 1954. 

Wattles is chairman of the board 
of Mergenthaler Linotype Co. and 
a director of American Cyanamid 
Co. and St. Regis Paper Co. 


Shirt-Sleeved Clinics 
Pianned by APRA 


HIRT-SLEEVED clinic meetings 

where improved methods for 
better rebuilding will be open to 
all rebuilders will be the principal 
feature of the 1957 convention of 
the Automotive Parts Rebuilders 
Association. 

The association’s convention and 
trade show will be held at the 
Congress Hotel in Chicago Sept. 
12-14. Display booths will be 
available for suppliers. 
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BATTERY TESTER-CHARGER LINE 
With exclusive profit-making tests 
Only Allen Tru-Charge Battery Tester-Chargers make these four 


important tests for selling more batteries, generator-regulator 
services and parts. 


1. Rate-Finder eliminates costly over-charging... charges at fastest 
safe rate. Protects battery and charger. 

2. Regulated Voltage Test checks the entire electrical system . . . sells 
generator-regulator services. 

3. Battery Load Test proves in five seconds battery cranking ability, 


4. Battery Condition Test shows whether battery is weak, sulphated or 
normal. 

You'll sell more, make more... with Allen Tru-Charge Battery 

Tester-Chargers...the only line offering all these features for 

more profit in today’s more competitive market. Get the full story 

from your Allen distributor today! Ask him about trade-ins and 

his easy time payment plan! 


ALLEN 
UTILITY “30” 


SUPER “100” 


Electric and Equipment Company ¢ Kalamazoo, Michigan 


PORTABLE “30” STANDARD “80” Canadian Branch: Walkerville, Ontario 
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ALABAMA: 

Anniston, Birmingham, Dothan, Gadsden, 
Huntsville, Mobile, Montgomery. 
FLORIDA: (Amounts limited to $600) 
Daytona Beach, Fernandina Beach, Fort 
Lauderdale, Homestead, Jacksonville, 
Miami, Orlando, Sanford, St. Petersburg, 
Tampa, West Palm Beach. 

GEORGIA: 

Albany, Americus, Athens, Atlanta, 
Augusta, Buckhead, Columbus, Decatur, 
La Grange, Rome, Savannah, Valdosta. 


Southern Savings Bank 
Atlanta. 

ILLINOIS: 

Decatur, Peoria, Rockford. 
INDIANA: 

' Gary, Indianapolis, Kokomo, La Porte, 
Logansport, Mishawaka, South Bend. 
1OWA: 

Council Bluffs, Davenport, Mason City. 

KANSAS: 

Emporia, Great Bend, Hutchinson, 

Lawrence, Topeka, Wichita. 

LOUISIANA: 

New Orleans. 

MARYLAND: 

Annapolis, Arbutus, Baltimore, 

College Park, Dundalk, Frederick, 

Hagerstown, Hyattsville, Lexington Park, 

Mount Rainier, Silver Spring. 

NEBRASKA: 

Central City, Fremont, Lincoln, Omaha. 
| NEW JERSEY: 

Camden. 

NEW YORK: 

Jamaica. 

OHIO: 


| Akron, Cincinnati, Cleveland, Dayton, 
Hamilton, Norwood, Steubenville, Toledo. 
PENNSYLVANIA: 
Allentown, Bethlehem, Bristol, 
Chambersburg, Ephrata, Hazleton, 
Lancaster, Lehighton, Philadelphia, 

Pittsburgh, Quakertown, Reading, 

Scranton, Sunbury, Wilkes-Barre. 
RHODE ISLAND: 
Providence. 
SOUTH CAROLINA: 
(Amounts limited to $1000) 
Aiken, Florence, Gaffney, Hartsville, 
Laurens, Spartanburg. 
VIRGINIA: 
Falls Church, Norfolk, Roanoke. 
WEST VIRGINIA: 


(Amounts limited to $300) 
Martinsburg. 
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EDSEL mi oF — LABORATORY 


With these 12 mobile service lab- 
oratories, Edsel Division of Ford 
Motor Co. will soon begin a unique 
program for training mechanics 
to service the Edsel cars to be 
introduced next month. The 30’ 
trailers, painted Edsel green and 
white, will be taken to the dealer- 
ships where service personnel can 
study the techniques developed to 
service the car. Initially, the trail- 
ers will be pulled by Ford Ranch 
Wagons. 


Edsel Road-Tests Pile Up 
Over Million Miles 


ORE than one-and-a-half-mil- 

lion miles of road-testing has 
gone into the development and 
perfection of Ford Motor Co.’s Ed- 
sel, scheduled for introduction 
early next month, according ito 
Neil L. Blume, chief engineer. 

Thirty-eight disguised Edsel 
prototypes, plus many more com- 
ponent test vehicles, have been put 
through gruelling road-tests in all 
parts of the nation for nearly two 
years, Blume said. He added that 
the purpose of the extensive trip 
program is to run a complete cus- 
tomer acceptance series of tests 
and analyze results before the car 
went into production. 

In addition to 642,000 test miles 
with disguised cars, the engineers 
piled up 100,000 actual road miles 
in transmission performance tests 
and 160,000 miles in testing the 
new Edsel engines. 

Other tests involved operation 
of component test vehicles over all 
types of U. S. roads, including the 
14,110-foot Pike’s Peak climb for 
high-altitude performance, moun- 
tainous back-road tests in Tennes- 
see and Kentucky to determine 
ride and handling qualities, tests 
in Death Valley’s 118° heat and 
heater warm-up tests in the “na- 
tion’s ice box’”—Bemidji, Minn., 
where the thermometer dropped to 
40° below zero. 

Other test groups were sent to 
the southern tip of Florida to study 
air-conditioning performance. 
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e MR. AUTOMOTIVE JOBBER... 


@ A consistent program of Trade 
Paper advertising and Dealer Pro- 
motion is creating acceptance and 
prestige for Monkey Grip tire and 
tube repair materials, auto mats, 
friction tape and other automotive 
rubber products. Get the full line 
and profit more! Write for com- 
plete catalog. 











acy 
ae ia ++. the Safe, Sure way 
aay for permanent repairs 


_— 








So, why take chances? “SIZZLE 
PATCHES make it so easy — and no 
other method is more satisfactory. 





See pee tee or tine her cemetege one 





Compete atecmenes te etehegatiion 
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Purolator Air Filter 


® 


‘ee liga BOON: 


wy 





IMPERIAL DE SOTO CHRYSLER 


Purolator Air Filters open a 
great new sales market that 
covers the complete 1957 
Chrysler and Ford line! 





Now you can really begin to cash in on 
extra sales and profits with Purolator 
Air Filters . . . extra business you’ll 


enjoy over and above present oil filter _ : — _— 
Changing Dry Air Filters is clean and easy! 


volume. ; 
No messy rags—no need for a gasoline bath. 


That’s because right now most 1957 Simply lift out the old filter, insert the new 
Chrysler and Ford cars—10 makes in all one... and the job is done. 
—are just about due for a Purolator Air 
Filter replacement. 





Purolator gives you everything needed to 
Be sure you have an ample stock of make Air Filters pay off today! 


Purolator Air Filters on hand—ready From shop data to promotional aids— 
Purolator has it all. And it’s made-to-order 


to capture your share of the newest, a be i 

é ; : for building the “come again’”’ sales volume 
fastest growing profit opportunity in that’s like money in the bank. 
filter sales. Besure you get and use the whole Purolator 
Air Filter sales package. 








» 








PUROLATOR PRODUCTS INC., Rahway, N. J.; Toronto, Ontario, Canada 
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Business 
is on the road —/INVOW / 





CONTINENTAL THUNDERBIRD LINCOLN MERCURY 


These 1957 cars are ripe prospects for a 
new Purolator Air Filter 


PUROLATOR RECOMMENDED 
PLYMOUTH AIR FILTER MINIMUM DEALER INVENTORY 
V-8 Models (with 2-barrel carburetor) 
V-8 Models (with 4-barrel carburetor) 
6-Cylinder Models 
DODGE 
V-8 Models (incl. above) 
6-Cylinder Models 
CHRYSLER and IMPERIAL 
All Models 
DE SOTO 
All Models 
FORD and THUNDERBIRD 
v-8 
Thunderbird 
6-Cylinder Models 
MERCURY 
Turnpike Cruiser 
All Other Models 
LINCOLN and CONTINENTAL 
All Models 


(incl. above) 


Bite erc™ on muvee 


What a team to clean up with! 


PURQOLATOR 


OIL AND AIR FILTERS 


“Purolator” Reg. U. S. Pat. Off. 
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COATS... 


SREP 
“ 


14 





FASTER, 
SAFER, EASIER! 


Now, America’s leading tire-changer becomes 

the perfect tool for handling al/ the new 
wheels as well as the old, regardless of 
size or type. 









Yes, new bead loosener shoes, plus 
Coats’ famous roller-action take- 
off and put-on tools, make the 

Tireman the tire-changer that’s 

most in demand from Coast to Coast. 


Adapt your 1-C Coats Tireman to handle 14- 
inch wheels: Complete conversion kit only 
$15.00. Write for further information. 





Roll-A-Way | 
Base Optional. 


ONLY $12. - 0 
JACK P. HENNESSY COMPANY, INC. 


Manufactured by COATS COMPANY WESTERN DIVISION OFFICES 
FORT DODGE Ewa 3453 Cahuenga Boulevard 


PION 
TUBELESS TIRE SERVICE EQUIPMENT Los Angeles 28, California 
GENERAL OFFICES: 12 DEPOT SQUARE, ENGLEWOOD, N. J. 
























78 Want more facts? Use Reader Service Card Page 98 





Site of the new plant of the Echlin 
Mfg. Co. is a 19-acre plot in Bran- 
ford, Conn. Constructed of alum- 
inum, steel and translucent plas- 
tic, the building contains over 
75,000 square feet of working 
space on a single floor. Fluorescent 
light and special acoustical treat- 
ment throughout the plant are 
added features. 


Georgians Plan to Try 
For Inspection Law 


co to push a motor vehicle 
safety inspection law for Geor- 
gia, which were unsuccessful at 
the last legislative session, are 
contemplated again for the gen- 
eral assembly to convene in Jan- 
uary, according to plans discussed 
at the called meeting of the Geor- 
gia Automotive Wholesalers As- 
sociation in Atlanta July 17. 

The measure has been patterned 
after the Pennsylvania statute. 

The session heard a report by 
John E. Colley, general manager 
of the Southeast Automotive 
Show, on the meetings at Chicago 
earlier last month of the Automo- 
tive Wholesaler Trade Association 
Executives and the joint commit- 
tee to study reorganizing national 
associations. Colley had been ask- 
ed by GAWA President Ray C. 
Birdsall of LaGrange to represent 
the association at the meetings. 

H. F. “Red” Reagin of Atlanta, 
president of the Independent Ga- 
rage Owners of Georgia, and By- 
ron Albright of Dallas, Texas, a 
field director of the Independent 
Garage Owners of America, ad- 
dressed the Atlanta meeting on 
plans for expanding the member- 
ship of the garage associations. 
They cited the importance of 
wholesalers and garagemen work- 
ing together for stronger associa- 
tions. 

Frank C. Mills of Cartersville 
and Henry B. Karp of Atlanta are 
vice-presidents of GAWA. Robert 
M. Perrin of Atlanta is secretary 
and Jack Verner of Decatur is 
treasurer. 





Fayetteville Tarheels Elect 


New president of the Fayette- 
ville (N. C.) New Car and Truck 
Dealers Association is R. O. McCoy, 
Jr., M & O Chevrolet. Other of- 
ficers are G. C. Stewart of T & B 
Oldsmobile, Inc., vice-president, 
and J. T. Rosser, Jr., R & W Auto 
Sales, secretary-treasurer. 
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ANSWER: 


A $1000 U.S. Savings Bond and 9 other prizes 
are being sent to the peopie whose entr 
submitted were closest to 216,041 miles in 
Thompson's Name The Bearing Mileage 
contest, 

This set of famous CL-77 bearings was subjected to 
heavy duty wear for 216,041 miles in a diesel truck 
operated by All States Freight, Inc., Akron, Ohio. 
The truck saw plenty of rugged service, on all kinds 





PN | ae a 
MILEAGE 
ON THESE 


of roads, in all kinds of weather. As the photos show, 
the bearings were still serviceable when removed. 
Micrometer tests showed wear of only three-ten- 
thousandths (.0003) of an inch. 

Thompson’s complete line of long wearing bearings 
includes micro-babbitt (tin or lead base); copper- 
lead bimetal, steel back; CL-77 heavy duty tri-metal 
(tin-lead, nickel and copper-lead base), steel back. 


Mr. John Madigan, service 
superintendent, All States Freight, Inc., 
Akron, Ohio, testifies: “... these 

CL-77 bearings were removed from 

an All States truck after exactly 
216,041 miles of service. We have 
always found Thompson parts to 

be top quality and CL-77 bearings 


have always given us excellent 
service.” All States operates 350 
units from 13 terminals between 


Thompson Products, Ire. 


Chicago and Boston. 
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w.? MARSHALL. pacsioent : 
of origin. Time of receipt is STANDARD TIME at point of destination ) 


























Class of Service 
tang 


This is 9 fase 

unless its deferred char- 
acter is indicated by the 
Proper symbol. 





UCO75 PD=DALLAS 
WALT ROBERTS, sar 


CARTER AUTO SUPPLY DALLAS TEX= 








ARREGRen cou ks CCoNewEapeenE 
ed FSBRENBORORDBRILIE! 
mF 

ae ; 


Architect’s drawing of Chrysler 
Corp.’s new training center under 
construction in Atlanta, Ga., the 





the newest 


CIWNa 


A SET THAT Speeds repair and 
accurate brake adjustment 


for all CHRYSLER 


make cars! 


CHRYSLER 
CENTER 
PLANE 
BRAKE TOOL 
SET 


Here’s another easy- 
to-handle tool set that 
will get the job done 
faster—more efficiently. 
One twist of the Herbrand 
No. 260, and the springis WJ 
free! Tapered end slips spring 
back into retaining slot. The 
No. 255 has extra length of 
offset to provide clearance 
around new oversize tires. 
A “must” for work on » 
Chrysler-make center eS 
plane brakes. Ask <i 
your jobber! _.@i% 

gy 


Watch this well- 
known Tool-of-the- 
Month Board and 
do a better job the 
easy way—with the 
latest Herbrand Tools! As they are 
developed, these work-saving new 
tools are available from your jobber. 
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No. 255 
Mechanic's Net 
$1.95 <¢ 





No. 255. A long 
7/16”’ box wrench 
with deep offset. 

Eases brake shoe 








No. ‘ 

Special “L’”’ 
shape. Eases re- 
moval and _ instal- 
lation of brake shoe 
return springs. 











\ brand looks 


HERBRAND DIVISION 
BINGHAM-HERBRAND CORP. 


FREMONT, OHIO 


first of a series of regional train- 
ing centers planned by the corpo- 
ration to house area, zone and re- 
gional offices of the company’s 
group marketing organization as 
well as sales and service training 
facilities. The two-story air-con- 
ditioned structure will contain ap- 
proximately 54,000 square feet of 
floor space, a 375-seat auditorium, 
cafeteria, sales classrooms and 
technical training rooms on the 
ground floor. The upper floor will 
be devoted largely to offices. 
When center is in full operation, 
it is estimated that 4,000 dealer 
sales personnel and 1,600 dealer 
service personnel can be trained 
annually. 


Back-to-Black Trend 
Cited by Chevrolet 


5 fee back-to-black trend, grow- 
ing stronger in automobile col- 
or preferences, now ranks third cn 
Chevrolet color charts, according 
to General Sales Manager W. E. 
Fish. 

A year ago black was eighth 
choice among Chevrolet buyers. 
Solid-black Chevrolets have gone 
up 40% in popularity over 1956, 
Fish said, with the only other 
choices outranking black in pref- 
erence being the two-tones of 
ivory and turquoise and of ivory 
and dusk pearl. 


Duplin County Tarheels Form 


Automobile dealers of Duplin 
County (N. C.) have organized a 
local association and elected of- 
ficers. R. E. Wall of Warsaw Motor 
Co., Warsaw, is president; Roy 
Cavenaugh, Cavenaugh Chevrolet 
Co., Wallace, is vice-president, and 
E. E. Kelly, Service Motor Co., 
Kenansville, is secretary-treasurer. 
Directors are J. B. Minchew, Min- 
chew Buick Co., Wallace; Milton 
West, Duplin Motors, Warsaw, and 
Cecil Rhodes of Rhodes Motor Co., 
Rose Hill. 
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Here’s a powerful new profit tool for Texaco Dealers who sell 


PT ANTI-FREEZE 





TEXACO 


PT 


NTI- FREEZE - 


FILL Protects ALL W 








Now, for the first time...a written 
guarantee of all-winter protection 


SALES of Texaco PT ANTI-FREEZE that one fill of Texaco PT Anti-Freeze will 
; ‘ protect the cooling system all winter long. 
will skyrocket this year! 


PROFIT: This guaranteed protection by 


“tr REASON: The biggest advertising and Texaco will bring Texaco Dealers new 
promotion campaign ever... will tell car anti-freeze business . . . 

WE INVITE YOU, if you're = owners that they get a written guarantee _ increase their profits! 

not already a Texaco Dealer, 

to talk it over with your near- 

est Texaco representative. 
"7 pe f 

Pt Aatt-froene te ‘m yr DIVISION OFFICES: Atlanta, Ga.; Boston 16, Mass.; Buffalo 9, N. Y.; Butte, 

the many top-quality prod- Mont.; Chicago 4, Ill.; Dallas 2, Tex.; Denver 3, Colo.; Houston 2, Tex.; 

ucts that make a Texaco Indianapolis 1, Ind.; Los Angeles 15, Calif.; Minneapolis 3, Minn.; New 

Dealership so profitable. Orleans 16, La.; New York 17, N. Y.; Norfolk 2, Va.; Seattle 1, Wash. 
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You Can Depend On The Leader... 


for more service... 
protection and finer 


ALEMITE === 


Whether you need a single fitting, or a complete 
bank of hose reels with pumps, Alemite’s your 
answer! 

Alemite equipment not only gives faster, 
longer-lasting service. It is backed by unmatched 
customer protection in writing. Only Alemite 
offers: (1) a 27-month “Sealed-in Air Motor” war- 
ranty ... (2) a12-month Equipment Warranty .. 


Want more facts? Use Reader Service Card Page 98 


and (3) a 12-month Warranty on High Pressure 
Hose! And Alemite maintains 414 lubrication 
service centers coast-to-coast, to give immediate, 
on-the-spot attention to any maintenance or re- 
pair problem. 

Save time, trouble, money! Let Alemite supply 
all your lubrication equipment needs —from one 
dependable manufacturing source! 
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to ALEMITE for everything 
need to handle more lube jobs faster! 


De Luxe Portable Equipment 
—Feather-touch portability, Beauti- 
ful, easy-to-clean matching cabinets. 
For 100- or 120-lb. refinery drums. 
Dispensers for chassis lube, gear 
lube and A. T. fluid... and drain. 





Visi-Drum Equipment—Displays 
your own lube brand on each unit, 
helps sell your service. Matched 
equipment clamps on 120-lb drums. 
Drain and dispensers for chassis 
lube, gear lube and A. T. fluid. 








Overhead Hose Reels— Distinctive 
new design! Sectionalized construc- 
tion permits installation of additional 
units. Reels are interchangeable for 
chassis lube, gear oil, motor oil and 
automatic transmission fluid. 





“Super-H” High-Pressure Pump 
Powers both Wall Alemiters and 
portable units. Faster lubrication 
with today’s long-lasting lubricants. 
Instant recovery—no pressure drop, 
no time lag. Patented Pressurtrol for 
tremendous reserve power. 








Wall Alemiter— Delivers lubricants 
directly from 120-lb. drums to over- 
head reels. Finger-touch raising and 
lowering of cabinet assembly and 
pumps. Single air line. 


Specialized Lubrication Tools .. . 
Hand Guns .. . Fittings and Acces« 
sories—A complete line of power- 
packed hand guns and specialized 
lubrication tools. Alemite Red-Ball 
Fittings meet standard replacement 
requirements for all cars. 














On-the-Car Electronic Whee! Balancer — Balances 
all wheel sizes including the new 14”! Never ob- 
Soleted by wheel size changes! Nothing attached to 
wheel . . . nothing removed from vehicles. Elimin- 
ates both up-and-down (kinetic) and side-to-side 
(dynamic) unbalance of all car, bus, truck and 
trailer wheels. 


REG. U. S. PAT. OFF 





For free catalogs and information, 
write Alemite, Dept. AW-87 





Division of STEWART-WARNER CORPORATION 
TD AANEA 1850 Diversey Parkway, Chicago 14, Illinois 


ALEMITE 
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DELCO-REMY ANNOUNCES 
NEW ONE-PIECE, PREADJUSTED IGNITION 
CONTACT SET FOR THE REVOLUTIONARY 
EXTERNAL ADJUSTMENT DISTRIBUTOR 













Never before such convenience, accuracy, quality, and sales appeal in 
ignition contact sets. This new, completely assembled, factory-adjusted 
unit specially developed for Delco-Remy external adjustment distributors 
offers these important advantages: 







q One-piece construction for easier, quicker installation. 








<= Fully adjusted, including spring tension and contact alignment. 






ew Convenient primary terminal for easy attachment and detachment 
==” of leads. 





oo 


&. Revolutionary new adjusting screw permits easy, accurate adjust- 
ment of cam angle while the engine is running. 






New moisture-proof, heat-sealed foil package protects contacts from 
5 dirt and oxidation—is easy to stock, identify, and sell. 








Each set is enclosed in the new Delco-Remy moisture-proof metal foil 
package. These colorful, distinctive packages stack neatly in your parts 
cabinet, are easily identified, and assure your customer factory-fresh, 
original equipment merchandise. 










DELCO-REMY e DIVISION OF GENERAL MOTORS e¢ ANDERSON, INDIANA 


GM 
GENERAL MOTORS LEAD 
: 
















AY—STARTING WITH 


‘emy 


JSYSTEMS 


THE 
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Poking Pokey Engines 
(Continued from page 45) 


make the engine roll. Do this by 
turning the idle mixture screw 
out (counter-clockwise) to obtain 
an over-rich mixture. Also, try to 
make the engine stall by turning 
the idle mixture screw in (clock- 
wise) to provide too lean a mix- 
ture. 

If either of these fuel-air mix- 
ture extremes cannot be obtained, 
perform a vacuum test, checking 
for air leaks or poor valve condi- 


tions. If the vacuum test does not 
disclose any mechanical conditions, 
it is an indication that the carbu- 
retor is at fault. 

The engine should be set to idle 
at manufacturers’ specs. 

2.—Ignition system. Inspect the 
spark plugs for fouling, cracked 
porcelain or improper gap. Check 
high tension wires for frayed or 
worn insulation or loose connec- 
tions. 

Check the distributor shaft for 
wear. Inspect for a cracked dis- 
tributor cap, loose or corroded 





Dirzter announces new SAN QuIC Neutral 


—DZL-3600—a new neutral gray lacquer 
primer surfacer that dries with unusual 
speed. Sands so easy that #400 paper can 
be used without clogging. 


@ New SAN QUIC has exceptionally high solid 
content. Fewer coats are needed for proper 
filling. It feathers out with no splitting or 
chipping around edges. SAN QUIC also has 
exceptional adhesion and color holdout, 
improving the appearance of final coats. 


@ This outstanding primer surfacer is now 
available in convenient, easy-to-pour cans. 
It is non-settling, eliminating waste, time 
and laborious stirring. DZL-3600 doesn’t 
settle hard in the can or gun cup. 


DITZLER COLOR DIVISION 
Pittsburgh Plate Glass Company, Detroit 4, Michigan 


DITZLER 


PAINTS © GLASS © CHEMICALS + BRUSHES » PLASTICS + FIBER GLASS 


ee ce | PLATE GLASS 
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e@ Easy Sanding 
© Non-Settling 
e@ Extra Filling 

© New Color 

© Fast Drying 





terminals in the cap _ towers, 
burned, pitted or improperly ad- 
justed contact points, corroded or 
worn rotor. Also, test coil and con- 
denser with testing equipment. 

Engine misses on acceleration: 

1.—Ignition system. Inspect the 
spark plugs for fouling, improper 
gap or cracked porcelain. Check 
the distributor for a cracked cap, 
loose or corroded terminals in cap 
towers, pitted or improperly ad- 
justed contact points, or a worn 
rotor. Check the distributor vacu- 
um advance, condenser and coil 
with testing equipment. Inspect 
high tension wires for frayed or 
worn insulation. 

2.—Valve springs. Weak valve 
springs may cause the engine to 
miss on acceleration or at high 
speeds. 


When Oil Leaks 


Oil leakage: 

1.—External leaks. Traces of oil 
on the underside of the oil pan or 
the clutch housing, or oil that has 
dripped under a car that has been 
standing for a short time, may in- 
dicate oil leakage. 

(a) Oil pan and gaskets. Make 
sure the oil pan and gaskets have 
been correctly installed and are 
not damaged. 

(b) Drain plug. Inspect the oil 
pan drain plug for tightness. 

(c) Rear main bearing oil seal. 
Inspect the underside of the clutch 
housing for traces of oil, Oil at this 
point usually indicates leakage at 
the rear main bearing oil seal. 

(d) Fuel pump. Oil drippage on 
the cylinder block below the fuel 
pump or the underside of the oil 
pan at this point is an indication 
that the fuel pump mounting is 
loose or the gasket is at fault. 

(e) Timing gear cover gasket. 
Make sure the cover is tight and 
that the gasket is correctly posi- 
tioned. Also, inspect front crank- 
shaft pulley seal. 

Oil consumption: 

Blue smoke escaping from the 
tailpipe immediately after the en- 
gine is accelerated or decelerated 
is an indication that oil is being 
drawn past the piston rings or past 
the valves in the guides and into 
the combustion chambers. If no 
smoke escapes from the tailpipe 
when the engine is running, yet 
oil consumption exists, check for 
external leakage. 

Note: When new rings are in- 
stalled in an engine, there may be 
more than normal oil consumption 
until the rings are seated. 

To determine if the piston rings 
or valves are faulty, perform a 
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compression or vacuum test. 

Low oil pressure: 

1,—External leaks. Inspect for 
possible leakage. Wipe the oil lines 
and fittings clean, run the engine 
at a fast idle and look for traces of 
oil at the points cleaned. 

2.—Oil pressure relief valve. In- 
spect for a broken or distorted oil 
pressure relief valve spring. Check 
the plunger for dirt, nicks or burrs. 

3.—Oil pressure gauge. Inspect 
the oil gauge for accuracy by con- 
necting an accurate gauge in the 
line with a “T”’ fitting. 

4.—Oil. Make certain that oil of 
the recommended viscosity is used 
in the crankcase. 

5.—Excessive bearing clearance. 
Check flow of oil at the bearings 
by using a bearing leak detector. 

6.—Oil pump. Inspect the oil 
purup parts for excessive clear- 
ance. 

Note: Low oil pressure at engine 
idling speed is not an indication of 
lack of oil circulation, provided the 
oil pressure increases with engine 
speed. When the engine is operated 
at speeds equivalent to a car speed 
of over 30mph, the indicated oil 
pressure should be 30 to 50 pounds. 


Meeting High Oil Pressure 


High oil pressure: 

1.—Oil pressure relief valve. 
Make sure the plunger is not stick- 
ing in the closed position. The 
spring should not be backed up 
with washers or other such ma- 
terial. Also a spring heavier than 
specified should not be used. 

2.—Engine oil. Make sure that 
the recommended oil is used in the 
crankcase. A heavy oil will not 
flow as rapidly as a light oil and 
high oil pressure may result. 

3.—Oil pressure gauge. Inspect 
the oil gauge for accuracy. 

Engine noises: 

The noises described here are 
only those which could originate 
inside the engine. No attempt has 
been made to describe other noises 
coming from other parts of the car. 

1.—Main bearings. A main bear- 
ing noise (usually a deep-toned 
knock) is more noticeable when 
the engine is under load. Check 
for this noise by shorting out the 
spark plugs one at a time when 
the engine is under load; approxi- 
mately 35mph (1,700rpm). If the 
noise is more noticeable when the 
spark plugs are shorted out on 
either side of a main bearing, that 
main bearing may be at fault. 

2.—Connecting rod bearings. A 
loose connecting rod _ bearing 
usually produces a rapid metallic 
knock which is most noticeable 
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when the accelerator pedal is re- 
leased immediately following ac- 
celeration of engine. 

Find the faulty bearing by 
shorting out the spark plugs—one 
at a time. If the noise quiets down 
or disappears when a particular 
spark plug is shorted out, the con- 
necting rod bearing at that point is 
probably responsible for the noise. 

3.—Piston. A piston noise is 
generally referred to as a piston 
“slap” and may be classified as a 
hot or cold slap. A cold slap noise 
should leave the engine when the 


heat indicator pointer starts to 
move away from the pin. Noise 
caused by a cold piston is not 
harmful. 

If a hot piston slap continues 
after the engine reaches operating 
temperature, it is an indication 
that some corrective action is 
necessary. Check piston fit in bore 
and piston pin fit. Check piston for 
collapsed. skirt, scored wall and 
proper taper. 

4.—Valves. Inspect rocker arm 
and push rod for excessive wear. 
Inspect for sticking valves or for 





more miles... 
more smiles... 
























































per gallon! 
Here’s what MILESMASTER® 





FUEL PRESSURE 
REGULATOR Will Do 


Eliminate stalls from flooding, perco- 
lation, vapor lock . . . Make engines 
start quicker . . . provide smooth idling 
. . . Eliminate “jerking” at all speeds 
... Filter the fuel . . . Magnetically 
trap steel and rust particles. MILES- 
MASTER quickly pays for itself! 


4695 


DISTRIBUTED BY LEADING JOBBERS EVERYWHERE ~ 


———_—— 


MILESMASTER, INC. Dept. A 
6 North Michigan Avenve + Chicago 2, Illinois 
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binding condition of the rocker 
arm on the shaft. If valve noise is 
evident, check valve tappet clear- 
ance. Valve tappet noise cannot be 
controlled by setting the clearance 
less than recommended. 

After checking the tappet clear- 
ance, inspect the valve stem ends, 
the valve guides, the valve tappet 
adjusting screw and the cam lobes 
for wear. Also, inspect for weak 
or broken valve spring. 

5.—Fuel pump. An air leak on 
the intake side of the fuel pump 
will increase diaphragm movement 


and result in noise. Inspect the in- 
let lines for tightness. 

Excessive fuel consumption: 

When excessive fuel consump- 
tion is suspected, a fuel test should 
be made to determine whether a 
mechanical condition in the engine 
is responsible or whether the con- 
dition is due to driving habits. 

Fuel tests should be made under 
controlled conditions with a suit- 
able fuel mileage tester. Make two 
test runs (one with and one 
against the wind) at a constant 
speed of 30mph over a level road. 





“,.. and here's the best part, Mac— 
complaints and returns are all 
in the past=since we've taken 
on the line of guaranteed 


HERE’S WHAT CHAMPION QUALITY MEANS: 
© 100% QUALITY CONTROLLED 


@ MORE and BETTER NEW PARTS 
by actual comparison 

© COMPLETE CLEANING & DISASSEMBLING 
All parts removed, thoroughly cleaned and 
brought back to new Part Standards. 


@ MOST COMPLETE CATALOG IN THE INDUSTRY 


Chamfpiou Parts Rebuilders, Inc. 


Want more facts? Use Reader Service Card Page 98 


© FINEST EXCHANGE SERVICE 


© “FLOW-BENCH” UNIT PRE-TESTING 


Write today for Champion's complete Catalog 
of Rebuilt CARBURETORS - DISTRIBUTORS - WATER PUMPS 


rebuilt 
CARBURETORS” 


.-. and that’s no 
coincidence. Only 
Champion-rebuilt 
products are assembly- 
line processed with an 
exclusive “STANDARD 


of REBUILT QUALITY” 
that others DON’T equall 


First unit off the line is as 
good as the last! 


Clearly stated casti and 
obsolescence eo 





An average of these two test runs 
will indicate the mileage the car is 
capable of delivering under these 
controlled conditions. 

Note: A gas mileage test under 
controlled conditions will reveal 
the maximum fuel mileage the car 
is capable of delivering. Under 
normal driving conditions, the fuel 
mileage will be less because of op- 
erating conditions generally be- 
yond the control of the driver. 

If the results of the fuel test in- 
dicate excessive fuel consumption 
under controlled conditions based 
on tests made on similar model 
cars known to be in good mechan- 
ical condition, the following units 
should be checked. 

1.—Ignition timing. Check igni- 
tion timing at various operating 
speeds. Check vacuum advance 
unit. 

2.—Spark plugs. Check for 
fouled electrodes, cracked porce- 
lain and improper gap. 

3.—Carburetor. Make sure the 
step-up piston is operating proper- 
ly. Check for high float level and 
for dirt in the air cleaner which 
might restrict the passage of air. 
Test for excessive fuel pump pres- 
sure, 

4.—Choke. If the choke is not 
wide open with engine at operat- 
ing temperature, an over-rich fuel 
air mixture will be delivered to 
the carburetor and the fuel con- 
sumption will be increased. 

5.—Chassis friction. The slight- 
est amount of brake drag will tend 
to increase fuel consumption. In- 
spect for tight wheel bearings. 
Check front wheel toe-in. Inflate 
tires to the recommended pressure 
Check lubrication of universal 
joints, rear axle and transmission. 


P. J. Kirill to Head 
Alemite of Florida 


J. “PETE” Kirill, for the past 

e nine years Alemite factory 
representative for the East Coast 
and adjoining area, has been 
named distributor of Alemite and 
Stewart-Warner Instrument prod- 
ucts in the newly-formed dis- 
tributorship to be known as The 
Alemite Co. of Florida, Inc., with 
headquarters at 825 Florida Ave. 
in Jacksonville. 

The new distributorship suc- 
ceeds The Alemite Co. of the 
Southeast, which until recently 
handled distribution of Alemite 
and Stewart-Warner products in 
the Atlanta, Ga., and Jacksonville 
territories. The Atlanta operation 
was liquidated April 1 and re- 
placed by Alemite Co. of Georgia. 
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AC) SELLING SLANTS OF THE MONTH! 


Check off another PLUS for AC Oil Filters! 


Big New AC 
48-Element, Easy-Access, 
Full-View 





OIL FILTER 
SALES RACK 


e Clean e¢ Compact 
e Sturdy e Convenient 


AC, alert to ideas that help the dealer, has 
developed this new AC Oil Filter element 
rack. It’s an attractive display piece in itself, 
and takes extra display advantage of the 
neat, colorful AC packaging. It’s the answer 
to easy availability of the most-called-for 
filters, and insures the stock being kept clean 
and orderly. It simplifies inventory, too, pre- 
vents running short on a popular type. Ex- 
perts in the service field have cooperated in 
designing this AC rack. You'll want this sales 
and selling help. 


——— ORDER NOW 


FROM YOUR AC SUPPLIER! 


AC SPARK PLUG fp THE ELECTRONICS DIVISION OF GENERAL MOTORS 
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‘AC SELLING SLANTS 








TESTER 


It’s a Business-Builder! 





Just as the new disposable 
paper air cleaner comes into 
its own as a major replacement 
item, AC engineers present a 
tester that will be a real boon 
in selling. This AC Tester is 
simple to use, simple to under- 
stand. It gives quick, convinc- 
ing, visible evidence when an 
air cleaner needs changing. Put 
it on display and watch it sell 
er air cleaners! Use it regularly 
and boost sales and profits. The 


FOR PEAK ENGI NE : REPLACE WITH ‘ price is $39.95 — low indeed for 


such a first-rate sales-maker! 


PERFORMANCE . MEW en eal now from your AC 
and ECONOMY... 


GET READY FOR THE BOOMING AIR CLEANER ELEMENT MARKET 


92 Want more facts? Use Reader Service Card Page 98 SOUTHERN AUTOMOTIVE JOURNAL for August 1957 





8 FAST-MOVING AIR CLEANER ELEMENTS 


TYPE A53C 


e 


TYPE A49C 


¢ TYPE A47C 


Here’s the AC assortment of fastest- 
moving paper air cleaners that deal- 


ers have been asking for. This group 
of eight AC Elements gives you maxi- 
mum market coverage at minimum 
cost. You can meet today’s market 
with the AC FM-29 Assortment and 
you have only $17.60 invested. At list, 
your dealer profit is $14.40, plus in- 
stallation charges. 


. ORDER NOW FROM YOUR REGULAR 
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OUTSTANDING OPPORTUNITY! 
BE AIR CLEANER HEADQUARTERS 


MOVE IN ON THIS 


IN YOUR MARKET! 


TYPE AS3C 


oe 


TYPE A48C 


TYPE ASIC = TYPE A4S5C 


Get in the air cleaner business now, with the 
AC FM-29 ASSORTMENT 


Order the FM-29 Assortment today. 
Remember that more and more cars 
are using the paper-type air cleaner 
as original equipment. The trend is 
that way—and this replacement 
market will certainly be a big profit 
opportunity for dealers who recog- 
nize and prepare for it. Be sure you 
are one of those who are ready to cash 
in on this profit opportunity. 


@ supplier 


Want more facts? Use Reader Service Card Page 98 





‘AC) SELLING SLANTS OF THE MONTH! 


Here’s a convincing way to sell 
AC Fuel Pumps and increase your profits! 


TELL EVERY CUSTOMER WHY 
HIS FUEL PUMP SHOULD BE CHANGED 


The diaphragm in an AC Fuel Pump flexes approxi- 
mately 45 million times in three years of driving. 
sound like a lot — doesn’t sound like a real good 
reason to replace the fuel pump. Tell them, if their 
cars have _ driven two or three years, they 
deserve a fuel pump change. If i 
increase your AC Fuel Pump sales! 








_ - USE THE ORIGINAL 
AND FINEST FUEL PUMP...AC! 


AC originated the fuel pump chosen by automotive 
engineers for the majority of America’s cars, AC 
Fuel Pumps carry the exclusive Multi-Ply fuel- and 
chemical-resistant diaphragm. That’s extra insurance 
that the AC replacement pump will give the same 
fine performance the original AC Fuel Pump gave. 


MAKE MORE OF BOTH—PROFITS AND FRIENDS! 
FOR STOCK RECOMMENDATIONS ASK YOUR AC SUPPLIER 


AC SPARK PLUG Rp THE ELECTRONICS DIVISION OF GENERAL MOTORS 
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HOOT MON‘n’HIP HRAY! 
Look what BONDO'S doing 
to boost your business 





THE BONDO PLAN 
FOR BUILDING BODY SALES 


® A new saucy, sexy, sales-appealing 
trade mark with eye-catching power 
supreme! 

© Super Sales Aids — including window 
and in-store displays. 

® Newspaper Mat Service — with maxi- 
mum local pulling power. 

® Annual Spring and Fall Auto Repair 
Campaigns — to build pride in auto 
appearance. 

® Positive Dealer Identification—to pin- 
point Bondo’s advertising power to 
the local body shop. 

® Radio Spot Commercials — clarion 
calls building body beautiful busi- 
ness for every Bondo dealer. 


and— 


All for the miracle filler in the automo- 
tive field — Bondo — that amazing jet- 
action plastic paste that spreads like 
butter and hardens like rock—the body 
repair aid of recognized superiority! 


THE ORIGINAL > 
PLASTIC FIBERGLA 
qs 


nr 


mf 
NE ty rgd 


we 


BONNIE i 
BONDO 


CL 





_ sclerosant JAYCEE CHEMICAL CORP. 
wealth of ideas with every 


sales-suggestive wink |’ NORTHFORD . CONNECTICUT 
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FREE! 


HELPFUL 
| BOOKLETS 





On this and the following pages is an excellent selection of free 
Automotive literature. List numbers of those desired on the coupon 


and mail to SOUTHERN AUTOMOTIVE JOURNAL. 





101 WRITE FOR CURTIS LITERA- 
TURE ASSEMBLY KIT C-6—Gives 
full information on Ourtis Air Compressors, 
Curtis Oar Washers and Ourtis Auto Lifts. 
Curtis Pneumatic Machinery Division of 
Curtis are. some 1938 Kienlen Avenue, St. 
Louis 20, 
10 MODEL NUMBER INTERCHANGE 
— Handy reference sheet with com- 
plete listing of all passenger cars by model 
number interchangeably with model name. 
Saves look-up time by including car model 
data not found elsewhere. Useful as a sup- 
plement to every automotive parts catalog. 
Kem ae. Co., 20-21 Wagaraw Rd., Fair 
Lawn, N. 
105 WAGNER AIR BRAKE AND RO- 
TARY AIR COMPRESSOR BULLE- 
- Disensses in detail straight air and 
poe over-hydraulic air braking systems. 
Contains an explanation of the operation of 
the Wagner Rotary Air Compressor com- 
plete with diagrams, cross section drawings, 
and photographs. Lists by catalog numbers 
component parts as well as field installation 
kits. Write for Catalog KU-201. Wagner 
Electric Corporation, 6362 Plymouth Avenue, 
St. Louis 14, Missouri. 
] CAP MERCHANDISER — How to in- 
crease profits by use of radiator and 
gasoline cap Merchandiser. The space saving 
Merchandiser saves you time and money 
while increasing sales and profits. Ask for 
detailed information. Stant Mfg. Co., 1620 
Columbia Ave., Connersville, Ind. 
10 1957 EDITION OF 12 VOLT ELEC- 
TRICAL EQUIPMENT FOR PAS- 
SENGER CARS—Contains description of 12- 
volt automotive electrical equipment used on 
1957 model cars, giving special emphasis to 
the new external adjustment type distributor 
and the enclosed shift lever type cranking 
motor. Recommendations for periodic servic- 
ing, checking and adjusting of the charging, 
starting and ignition systems are discussed. 
Special section devoted to trouble shooting 
of 12-volt electrical equipment. Technical 
ag Section, Deleo-Remy Div., Ander- 
son, nd. 
1 AMMCO BRAKE SERVICE, EN- 
GINE REPAIR, AND HONING 
TOOLS AND EQUIPMENT — Catalogs, de- 
scribing the Ammeo line of brake drum 
lathes, brake shoe grinders, brake drum mi- 
crometers, brake shoe setting gages, brake 
hones, brake bleeders, brake safety checking 
instruments, pin fitting honing machines, 
small bore hones, cylinder hones, cylinder 
surfacing hones, ridge reamers and torque 
wrenches. Ammco Tools, Inc., 2110 Common- 
wealth Ave., North Chicago, Il. 
1] HEAVY DUTY AUTOMOTIVE AIR 
TOOLS — Complete details including 
prices on heavy duty air Impactools and ac- 
cessories, tire service tools and IMPACutter. 
Proof of time, labor, and money savings on 
many automotive service jobs. John K. Uhler, 
Ingersoll-Rand Co.. Phillipsburg. N. J. 
1] SELECTION GUIDE OF SPECIAL- 
IZED LUBRICATION TOOLS — Set 
up in chart form covering 19 makes of cars 
and 8 specialized tools. Especially helpful 
to inexperienced operator, making it prac- 
tically impossible to select the wrong gun 
or accessory for any given operation. Also 
has chassis drawing pointing out every part 
named, Form No. 38-808. Alemite Div., Stew- 
art Warner Corp., 1826 Diversey Parkway, 
Chicago 14. Illinois. 
1] 32 REASONS FOR OIL CONSUMP- 
TION — an easy-to-use, indexed cor- 
rective manual listing 32 major oi! consump- 
tion problems and remedies. Informative, 
illustrated. prepared by one of the top tech- 
nical staffs in this field. Write — Oil Con- 
sumption Booklet. American Hammered, 2001 
Sanford Street, Muskegon. Mich 
1] TOOLS FOR AUTOMATIC TRANS.- 
MISSION SERVICE — Tools and il- 


96 


lustrated instructions for servicing Olds, 
Cadillac, Pontiac, Lincoln, Nash, TS my 
Kaiser, Frazer, Ford, Mercury and Chevrolet 
automatic transmissions are shown in a 
catalog supplement offered by Blackhawk 
Hand Tools, New Britain, Conn. 
] ] RAMCO SERVICE MANUAL — 5th 
edition. Illustrated. Gives complete 
data on piston ring installation — also hints 
on locating engine trouble — causes of oil 
loss — pitfalls of motor-overhauling and how 
to overcome. Ramsey Corp., 3698 Forest Park 
Blvd., St. Louis 8, Mo. 
12 NEW GRIZZLY BOOK — Nine basic 
steps to extra miles of safe braking. 
Illustrated charts enable maintenance men to 
visualize faulty braking conditions and help 
them in trouble shooting and servicing truck 
and bus brakes. Grizzly Mfg. Co., 700 W. 
Caroline St., Paulding, Ohio. 
] TIRE RETRUING — An illustrated 
bulletin about this newest extra 
profit service. Describes Bear ‘‘On-A-Car’’ 
Service which makes possible tire retruing 
right on-the-car. Explains method using most 
advanced truing principle. Bear Mfg. Co., 
Dept. SAJ, Rock Island, Ill. 
] AERO- SEAL HOSE CLAMPS — An 
illustrated 4-page folder giving clamp 
ranges, mec hanical: information, engineering 
data, stock numbers, packaging, etc. Breeze 
Corps., Inc., 700 Liberty Ave., Union, N. J. 
] 2 HYDRAULIC BRAKE FLUID SERV- 
ICE — HOW TO CHECK, DRAIN, 
FLUSH, REFILL, BLEED — Easy reference 
book that contains helpful service instruc- 
tions as well as detailed descriptions and in- 
lustrations of the latest methods and pro- 
cedures for profitably servicing hydraulic 
braking systems. Send for Bulletin HU-17H, 
Wagner Electric Corporation, 6362 Plymouth 
Avenue, St. Louis 14, Missouri. 
12 TOOLS FOR FORDOMATIC AND 
MERCOMATIC TRANSMISSIONS — 
New 12 page catalog giving complete in- 
structions with illustrations for all tools 
necessary to adjust and overhaul Fordomatic 
and Mercomatic transmissions. New Britain 
Hand Tools, New Britain Machine Co., New 
Britain, Conn. 
13 VALVE CATALOG — A new 166- 
page catalog of valves, valve guides, 
valve seats, valve openings and other valve 
components is offered by Rich Mfg. Corp., 
Battle Creek, Mich. 


13 AUTOMOTIVE SERVICE GUIDE—A 
practical and factual presentation 
of the use of Impactools in automotive serv- 
icing. Contains time study reports show- 
ing how dealers and shops can increase 
profits for both themselves and their me- 
chanics. Automotive Service Guides are now 
available for Ford, Chevrolet, Plymouth, 
Oldsmobile, Hudson, Studebaker, and General 
Truck service. Specify which Guides you 
want. John K. Uhler, Ingersoll-Rand Co. 
Phillipsburg, N. J. 
13 CATALOG NO. 56 — Features more 
than 300 Champ-Items automotive = 
placement parts for all makes of cars. A 
handy service book. Champ-Items, Inc., 6190 
Maple Ave., St. Louis 14, Mo. 
134 STREAMLINER CATALOGS on 
Moog Coil action front end parts, 
coil springs, chassis parts and electrically 
heat-treated springs for cars and trucks. 
Moog Industries. Inc., 6651 Easton Ave., St. 
Louis 14, Mo. 


13 DELCO-REMY ELECTRICAL SERV- 

ICE — A 20-page 8%x11- inch book- 
let covering essential steps in servicing the 
electrical system on an automobile. Profusely 
illustrated (84 pictures). A must for the 
automotive electrician. Delco-Remy Service 
Department, Anderson, Ind. 


13 PLUG CHEK—A colorful wall ban- 
ner showing condition of spark plugs 
under various driving conditions. This serv- 
ice tool is designed to assist service men in 
qeonesing spark plug heat range problems. 
The Electric Auto-Lite Co., Toledo 1, Ohio. 
13 AIR COOLED ENGINE VALVES — 
A complete 8-page & cover catalog of 
valves for air-cooled engines and locks, first 
offered by any replacement valve manufac- 
turer. Lists replacement valves for leading 
manufacturers of engines used for powering 
lawn mowers, garden tractors, mixers, con- 
veyors, pumps, combines, industrial engines, 
refrigeration units. Rich Mfg. Corp., Battle 
Creek, Mic 
] PRESSURIZED COOLING SYSTEM 
— Servicing and maintenance of the 
pressurized cooling system is detailed in a 
booklet available from Stant Mfg. Co., 1€20 
Columbia Ave., Connersville, Ind. 
14 NEW PISTON RING CATALOG and 
full Power Story on Moog X-Plus 
Piston Rings for motor reconditioning. Moog 
Pisten Ring Co., 6651 Easton Ave., St. Louis 
14, Mo. 
144 RADIATOR SERVICING EQUIP- 
MENT—A new 48-page book ‘‘Blue- 
print for Profit'’ Explains big profits servic- 
ing radiators, explains the Inland method, 
illustrates and describes Inland equipment, 
free factory training scheol, payment plan, 
etc. Inland Mfg. Co., 1108 Jackson St., 
Omaha 2, Nebraska. 
14 NEW LIGHTING SPECIFICATIONS 
BOOKLET— illustrated 12 pages lists 
all the new American Trucking Association 
recommendations, Gives uniform specifica- 
tions ofr wiring and lighting of commercial 
vehicles, Write to Signal-Stat Corp., 523 Kent 
Ave., Brooklyn 11, N. Y. 
14 TIRE & TUBE REPAIR MATE- 
RIALS are listed in this new 12-page 
catalog. Gives the complete line offered and 
also the stock numbers, quantity in package 
and the shipping weight. Ace Rubber Co., 
P. O. Box 6147, Dallas, Texas. 
15 MODEL 911 ROCKER ARM RE- 
PACER — All technical data and op- 
erating procedures are contained in this bul 
letin. Also, advantage features of the Rocker 
Arm Refacer are clearly defined. Storm- 
Vulean, Inc., 2225 Burbank St., Dailas, 
Texas. 
155 HOW TO SELL MORE OIL, OIL 
FILTERS, LUBRICATIONS & TBA 
ITEMS — 12-page illustrated booklet gives 
profitable tips on increasing your sales and 
making every customer a happy customer. 
Pullman Vacuum Cleaner Corp., 25 Buick 
St., Boston 15, Mass 
] BONDO PLASTIC FIBERGLASS 
PASTE DIRECTION FOLDER — 
8 pages of easy-to-follow, how-to-do a better 
body repair job with this ‘‘miracle body filler 
that hardens like rock.’’ Easily, quickly and 
conveniently applied, Bondo permanently re- 
stores surfaces ‘‘like new'’ for automotive, 
marine and industrial repairs of metals, 
wood, stone and concrete. Bondo Div., Jaycee 
a. SEP 1104 Forest Road, North- 
ford, Co 
15 CONNECTING ROD RECONDITION- 
ING — bulletin for automotive shops 
describing a new simplified method of grind- 
ing and honing connecting rod caps and 
bearing bores. It gives operation details and 
full information about the new model 125 
Rodmaster connecting rod grinding and hon 
ing machine. The new machine tool fits in 
small space on a bench and | is fast and accu- 
rate. Storm-Vulcan, Inc 
Dallas, Texas. 
16 SUGGESTED SHOP PRICES ON 
MACHINE SHOP OPERATIONS — 
A 24-page booklet giving suggested shop 
prices on everything from align bore blocks 
to valve jobs. Prices represent average price 
gathered from jobbers in U. S. and Canada. 
Van Norman Automotive Equipment Co., 3640 
Main St., Springfield 7, Ma 
16 COMPLETE REBUILT LINE — A 
122-page catalog covering a complete 
line of top quality rebuilt products for auto- 
motive and tractor units is now available to 
both resent and prospective users of the 
Kimco line. For all information write Kimco 
Auto Products, 1520 Texas St., Memphis, 


Tenn. 
16 BONDO SERVICE BOOKLET — IL- 
LUSTRATED—Describes in complete 
detail application and uses of plastic- fibre- 
glass paste for the auto body repair — show- 
ing different types of repair work and ad- 
vantages and how to save time on body work. 
Bondo Div., Jaycee Chemical Corp., North- 
ford. Conn. 
16 TIRE TOOL CATALOG sheets show 
you the complete Ken Tool line giv- 
ing specifications for each. Includes expla- 
nation of how and where each tool should be 
used to most profitable advantage. Ken Tool 
Mfg. Co., 768 E. North St., Akron, Ohio. 
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] AIRTEX FUEL PUMPS—New and 
rebuilt sagt oe ~ Catal Ax-70. 
Airtex Automotive v.. Ine. Fairfield. Hil. 
16 TOOL CHEST BULLETINS — De- 
scriptive literature of the Huot teel 
ehests and cabinets including the Huot Perta 
©ab designed for you to have rolling gone 
for tools. Huot Mfg. Company, 
Wheeler St.. St. Paul 4, Minn 
] CRANKSHAFT GRINDER MANUAL 
— a colorful 8-page manual contain- 
ing engineering. construction and operaties 
details of the new Sterm-Vulcan mede!l 15 A 
Crankshaft Grinder. It is well Hiustrated 
for easy understanding, and describes fully 
the special features and sadvantaces of the 
new 15-A Crankshaft Grinder designed for 
fast production and precision. Storm-Vulcaa, 
Inc.. 2225 Rurbank St.. Dalias. Texas 
169 ADVANTAGES OF FILT-0-REG COM- 
BINATION FUEL PRESSURE REG- 
ULATOR-FILTER — on ever 
gine. Solves carburetor troub 
excessive fnel pump presenre. Explained in 
a new bulletin. rite Aleondra Sales Ine., 
959 Crenshaw Bivd.. Los Angeles 19. Galif. 


17 TO TRUE OR NOT TO TRUE — 8- 

pace illustrated booklet gives practi- 
cal advantages eof tire truing. Shows you 
how tire reunding increases tire mileage and 
how this can be a profitable business fer you. 
Bee-Line Ce.. Davenpert, Iowa. 


17 ILLUSTRATED CATALOG of test 

equipment fer 6 and 12 volt Autemo- 
tive Testing and Servicing. Allen Flectrice 
& Equipment Co., 2101 N Pitcher St., Kalama- 
too. Mich. 


173 HYDRAULIC PARTS — Oomplete 
master cataleg of the complete line of 
Kis hydraulic parts. Lists and illustrates the 
complete line of repair kits, hoses. step- 
light switches. brake-master and wheel as- 
semblies. Infermation complete ap to 19564. 
Eis Automotive Corp., Middletown. Oonn. 


17 4-1920 SPARK PLUG SHOP MAN- 

UAL, contains inspection. cleani 

and inetallation Se as well as 

lug heat range E. Jember, aco 
rk Plug Division. “Filet 2. Mich. 


178 A-2416 OTL FILTER INSTALLA- 

TION AND SERVICE MANUAL — 

3 fortes. AC Spark Plug Div., Flint 3, 
ie 


180 A eS 56-A AUTOMO- 


CATALOG — Lg ye re- 
vised, illustrated reference book fasteners 


used daily by autemotive maintenance men 
including Plated Cap Screws and Nuts, Brass 
Nuts, Expansion =. a Brake 
] asteners, Bumper 

Serews, Fiat 

Wheel Studs, Stove Bol 

many other items. 

and carton quantities are given. 

} own . 1971 W. 85th Bt., 


18 WHEEL COVER CATALOG NO. 57 

—Covrers complete line of wheel cor- 
ers in sizes to fit 14”, 15” and 16” wheels. 
Nameco, Ine., 33% Bist Ave. Bellwood, Ti. 


18 THOR SPEEDTOOLS FOR AUTO- 

MOTIVE SERVICE — ecireslar fea- 
turing Thor No. 56 & Wrench and secee- 
sories. Also lists orbital sanders, drills and 
bench grinder. Write fer circular Ne. 
1947-A. Thor Power Tool OCempany, 176 N. 
State St. Aurora, Til. 


] 8 THOR AIR TOOLS FOR AUTOMO 
TIVE SERVICE — oo = eatal 
listing complete line ef Thor 
Wrenches. sorkets and accessories. Py 
eludes information on Thor Auto Air Hem 
mer. Ready & Fender Hammer and heavy da 
tire removing toel. Write for Goals 
zm; -A Pewer Tool Oe., 175 N. State 





and how to avoid scuffing 
‘erfect Oirele Cerp., Hagers- 


AUTO LITE BATTERY SERVICE 
MANUAL — An authentic reference 
and guide fer everyone interesied in testing 
and servicing automotive sivrage batteries, 
Simply written and thereughly illustrated, 
it w= se complete im its coverage of the 
Subject that service men and fleet operaters 
will find it easily understandable. en ° 
wied by Auto- Lite —~sagd Geryoration, FP. O. 
Box os hr yt 
18 RAKE PRODUCTS — booklet gives 
no 20 pages (ull infermatien ean bew 
Raybestos products Heck heat aud wear preb- 
leas. Geoleman the steps im the Kaybestes 
7 int brake check. Raybestes Div., 
Bridgeport 2, Conan. 
ELECTRICAL TUNE-UP TESTING 
EQUIPMENT CATALOG NO. 100 DB 
—sives full information on cach testing 
equipment item im the entire Herbrand line. 
Includes details on such items as Power Tim- 
iug Lights. Compression Gauges. Neon Tube 
Pieinae Lights, Tachometers and ethers. Her- 
brand Div., Premont, Vhiv 
189 GENERAL PAINTING INSTRUC- 
TIONS—¥Form 5723 covers finishing 
of passenger cars or commercial vekicles in 
lacquer or enamel! finish. Gives full details 
for any surface including preparation of same, 
Ditzler —. 2 eee 8600 W. Chicage Ave., 
Detroit 4. 
cooLime SYSTEM CLEANING — 
Bulletin titled “Cooling System 
Maintenance an Open Door to Greater Pref- 
ite’*, describes Jenny Steam Thoro-Purge the 
most modern and therough method ef re- 
verse flushing cooling systems; alse shows 
increased profits pessible from its use. Write 
for Bulletin 7 2s pomeewes Valve Mana- 
coun &. P. Box 99. Ceracpolis, Pa. 
oy “= cS GENERATOR — New 12 page 
generator, starter. and armature spe- 
cification and application felder for gossongse 
cars and trueks including 1957 models. 
VMC System, Atlanta 18. 
| WIRE & CABLE CATALOG — A 
condensed catalog of electric wire 
and cable, complete with specifications for 
all Swat orf cars. The Electric Aute-Lite 
Ce.. Toledo Ohio 
1 - NEw 'GaTALOG material on Yankee's 
fender er bedy meunting mirrer line. 
Lecking mirrer heads are featured. aa well 
as sew painted Pacesetters and 24 Karat 
Gold Plated Paresetters Ask fer cataleg 
sheets 560014 Kalamazoe punched fer filing. 
Venkee Metal Products Cerp.. Norwalk. Cona. 
] AIR COMPRESSOR CATALOG — 
Twenty peer aa. gives detailed 
instructions on w a compresser. 
Also - my B- AK. Soa information 
on va compressors. components 
and a Ask for Catalog Me. 734-2, 
Wenvcer Mfe Co. Sprinefielad TM 
19 SPARK ne four 
page specification folder for passen- 
er cars. including 1°56 models. The Elee- 
ic Auto-Lite Oo., Toledo 1, Ohio. 


199 20 TON CAPACITY FLOOR JACEK 
CATALOG PAGE—Falfilis need for 
floor type jack with 


fica . 

ice. . Oo., Springfield, 

20 TWIN POST LIFT ADAPTER 
QUIREMENTS—Gives definite 

a en which adapter is needed 

various passenger car models. Adapters de- 

scribed are required for all 1957 model cars. 

Weaver Mfg. Co., Springfield, Ill. 


20 CARPORTS—Prefabricated steel units 
especially adapted for car dealers, 
service stations and garages. Allow extra 
werking space and protect cars from damag- 
ing daylight exposure. Can be easily installed 
by you matter of minutes and ean 
moved whenever nerd. Write Childers Mfg. 
Ce., P. Bex 7467, Houston 8. Texas 
2 STOP TIME LEAKS — «a brochure 
containing complete details as te ase 
ef payroll and job time recorders in autemo- 
bile service departments together with 
sample time cards showing actual registra- 
=, Lathem Time Recorder Co., 76 Third 
. Atlanta, Ga. 
3 aoe. ona WITH STEAM 
— 20 page bookiet 
shew ing m3 A of Hypressure Jena 
sterm cleaners. and illustrating many prof- 
itable usages of equipment in automotive 
and allied industries. Also folder on Cool- 
ing System Maintenance. Hypressure Jenny 
Div.. Homestead Valve Mfg. Co.. P. O. Box 
848. Coraopolis. Penna. 


21 COLUMBUS SHOCK ABSORBERS— 
New av-lable plastic demonstrater 
sheck absorber, made of full-size production 
parts with real hydraulic fluid inside: litera- 
ture available—form No. 4097—on hew plas- 
tic shock and metal display can be obtained. 
Heckethorn Mfg. & Supply Co., Littleton 
Colerade 
21 3 SHOCK ABSORBER CATALOG NO. 
320-T-A — A 16 page listing by num- 
bers or by makes — shock abheorbers for 
every automotive need — passenger cars, 
and some trucks. Monroe Auto Equipment 
Ce.. Menroe, Mich. 
21 THE WHYS AND HOWS OF VOLT- 
AGE REGULATORS — Explains in 
simple language every detail of Voltage Reg- 
ulaters—how they work. why they are im- 
rtant, hew to adjust and service them. In 
6-page handy porket size edition. with 
many working drawines to clarify and 
lestrate the text. Standard Moter Produeta, 
= * 18 Northern Bivd.. Long Island City 


216 . THE SCENES’’—Facts 
s igares ures on A heavy duty » 
tien yarts differ from others and «hy y 
are needed.  SenixD THE SCENES" de- 
scribes how long life, peak nies are 
built inte heavy duty ignition parts Written 
in nontechnical language STAXDARD MO- 
TOR PRODUCTS. Inc. 27-18 Nerthern Bivd., 
Lone Island City 1. WN Y¥ 
21 HOMESTEAD HOISTER—folder de- 
scribing truck and auto frent-end 
lifts. showing many applications ef combin- 
oe and safety. Homstead Valve Mfg. 
Oo., P. O. Box 848, Coraopolis, Penna. 
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222 ‘“‘WHAT PRICE QUALITY’ — 
Read how ignition Forse should be 
made and why. ‘‘WHAT PRICE QUALITY” 
tells the story of the making of quality ig- 
nition parts. Written in non-technical lan- 
age. Standard Motor Products, Inc., 87-18 
orthern Bivd., Long Island City 1, N. Y. 
224 AFTER BREAK-IN DRIVING—A 36 
: page booklet ‘‘After-The-Break-In’’ 
period giving technical facts on oil filter 
operation with illustrations. The booklet dis- 
cusses oi] contamination during the period 
after an engine is broken in. Write for 
**After-The-Break-In"’ riod, Walker Manu- 
facturing Co., Racine, Wis. 
227 FUEL PUMP TROUBLE SHOOTING 
—Clearly describes and illustrates 
correct procedure for testing fuel and vacuum 
pumps. and how to use properly a fuel pump 
pressure gauge. Four page pamphlet also in- 
cludes complete fuel pump pressure specifi- 
cations and car application data. Kem Mfg. 
Co., 20-21 Wagaraw Rd., Fair Lawn, N. J. 
23 NEW SIOUX CATALOG NO. 56—A 
new 52 page catalog including com- 
plete illustrations and descriptions of valve 
face grinding machines. valve seat grinder 
sets, electric screw drivers, impact wrenches, 
drills, bench and portable grinders, flexible 
shafts, saws. sanders, polishers, abrasive 
discs and polishes. Also included are electric 
tools for builders. farmers and home shop.— 
Albertson & Co.. Inc.. Sioux City, Iowa. 
236 INSTALLATION OF SHOCK AB- 
SORBERS—Detailed instructions for 
the removal and installation of direct action 
shock absorbers. Stem and loop end types for 
both leaf and coil spring installations. Mon- 
roe Auto Equipment Co., Monroe, Mich. 
23 NEW MODEL 519 CRANKSHAFT 
_ GRINDER—A 2-page informative 
bulletin just published by Lempco Products, 
Ine. Complete with illustrations, dimensions 
and reference data on this low-cost, precision 
couamnen grater with outboard counter- 
balancing. Write Lempco Products, Inc., Dun- 
ham Road, Bedford, Ohio. 


257 RUBBER PRODUCTS — A _ con- 
densed catalog designed for parts 
reference work just released. It contains 
handy simplified identification and illustra- 
tions of floor mats, peda! pads, motor mounts, 
and rubber bushings. Doan Mfg. Oo., 1725 
London Road. Cleveland 12, Ohic. 


262 OIL FILTER SELLING AIDS—Wix- 
O-Matic the guide to extra profits in oil 
filter service sales. A revolutionary merchan- 
dising concept featuring minimum, controlled 
inventory, guaranteed sales, perpetual stock 
control, Dial-O-Matic cartridge selector, cart- 


ridge installation charge guide, dealer fran- 
chise, plus choice of two eye-catching, mone 
making merchandisers— r cabinet or wall 
rack. Ask for brochure giving complete de- 
tails. Wix Corp., Gastonia, N. O. 


3 ILLUSTRATED FOUR-PAGE OOL- 
OR FPOLDER — Showing the oper- 
ation and construction features of the new 
Storm-Vulcan Turbo Blast, a parts and motor 
block cleaner, with handy specification table. 
Storm-Vulcan, Inc., 2225 Burbank St., Dallas 

9, Texas. 
Ss IN- 


305 P+ G LIFE — A new 


f BEARIN 

service booklet, ‘‘Stop Bearing Failures,’’ for 
the benefit of users of reconditioned crank- 
shafts. Booklet clearly shows the cause of 
most early bearing failures, and how the 
KOTAFIN process prevents them, also length- 
ens bearing life. Storm-Vulean, Inc., 2225 
Burbank St., Dallas 9, Texas. 


31 4 WAGNER BRAKE PARTS CATA- 

LOG — A handy ONE-POINT ref- 
erence to fast-moving brake parts and lining, 
covering pular models of cars and trucks. 
Catalog also lists complete stock of shoe ex- 
change sets, as well as CoMaX bonded lin- 
ing segments available to those interested in 
bonding lining in their own shops, Wagner 
Electric Corporation, 6362 Plymouth Avenue, 
St. Louis 14, Missouri. 


31 BETTER IGNITION by Delco-Remy 

—16-page, 8% x 11 inch booklet 
covering theory, operation and maintenance 
of Deico-Remy ignition equipment. Contains 
71 illustrations. Will help automotive, elec- 
tricians understand and service ignition e- 
quipment. Delico-Remy Service Department, 
Anderson, Ind. 


317 GRIZZLY BRAKE BONDING CAT. 
ALOG — Describes equipment for 
conditioning shoes for bonding; power pres- 
sure gas heated automatic bonder; clamping 
devices and gas and electric ovens for bond- 
ing. Complete listing of Saftibond segments 
oes applications. Griazly Mfg. Co., Paulding, 
io. 


3 2 NEW DEALER CATALOG OF MO- 

TOR REBUILDING EQUIPMENT — 
features the complete Storm-Vulcan jobber 
line of engine rebuilding machines. Attract- 
ively printed in two colors, punched and slot- 
ted for inclusion in jobber salesmen'’s cata- 
logs. Storm-Vulcan, Inc., 2225 Burbank St., 
Dallas 9, Texas. 


3 BRAKE LINING — A new 18 page 

condensed catalog listing brake lin- 
ing recommendations for all popular passen- 
er cars, commercial cars, etc. Vehicles are 
isted by year and model. Recommendations 
are made both for riveted and for bonded 
lining. World Bestos Corp., P. O. Box 346, 
New Castle, Ind. 


33 4 ‘“‘STYLENGINEERED LUBRICA- 

TION DEPARTMENTS’’ — 82 page 
booklet describing and illustrating various 
size lubrication departments and the combina- 
tion of equipment for most efficient and eco- 
nomical operation dependent on available 
floor space. Lincoln Engineering Gomgens. 
5708 Natural Bridge Avenue, St. Louis 20, 
Missouri. 
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336 NEW FILEO IGNITION PARTS 
CATALOG — Big 160 e catal 
contains complete listings of al Iko Igni- 
tion Replacement Parts for poneteany every 
make and model of car, truck, bus and trac- 
tor. New simplified listings make the new 
Pilko Catalog exceptionally easy to use. F 
B. Mfg. Oo., 4248 W. Chicago Avenue, Chi- 
cago 51, Dl. 
43 AUTO LAMP SERVICING GUIDE 
—Illustrated and handy reference 
with replacement charts and instruction for 
aiming, adjusting, ane, installing and 
servic trucks and auto lamps. Also com- 
plete information on servicing directional 
signal flashers. Tung-Sol Electric Inc., 95 
Eighth Ave. Newark 4, New Jersey. 
3 OIL, AIR, PUEL AND WATER FIL- 
TEERS—Valuable information on oil, 
air, fuel and water filters. Complete selection 
of material to help you sell, install and serv- 
ice filters. Fram Gcrpevation, Providence 16, 


R. I. 
345 HYDRAULIC BRAKE WALL 
CHART —- Spiral bound listing up- 
to-date parts information for passenger care 
and trucks, including listings for master 
and wheel cylinder repair kits, stop lizht 
ewitches and brake hoses. Eis Automotive 
Corp., P. O. Box 701, Middletown, Conn. 
3 4 INTRODUCTION TO POWER STEER- 
ING—Complete explanation of power 
steering principles and advantages. 12 page 
booklet fully illustrated and diagramed. Mon- 
roe Auto Equipment Co., Monroe, Mich. 
361 NEw “QUICK REFERENCE’’ 
GASKET CATALOG — Complete, 
easy-to-find iistings of Fel-Pro Gaskets for 
practically all makes and models of cars, 
trucks, tractors, »uses, etc. New cataloging 
style makes gasket selection simple and 
easy. Write for your free copy today. Felt 
Products Mfg. Co., 1508 Carroll Ave., Chi- 
cago 7, Ill. 
37 EMEEOL MFG. CO. — Complete 
printed information on entire line: 
Marvel Mystery Oil, Marvel Inverse Top Cyl- 
inder Oiler, Hi-Rev Motor Tune-U Oil. 
Shows uses, prices, description, dealer in- 
formation. Emerol Mfg. Co., 242 W. 69th 
8t., N. Y. 23, N. Y. 


38 TIME SAVING ELECTRIC IMPAC- 
TOOLS—Price list, complete details 
on electric Impactools, sockets and acces- 
sories, and twelve multipurpose uses where 
Impactools can save up to 90% of time re- 
quired by hand methods. John K. Uhler, In- 
gersoll-Rand Oo., Phillipsburg, N. J. 


40 A B C’s OF SAFE PROFITABLE 
TIRE SERVICE—A 24 page book 
just published by Bowes ‘‘Seal Fast’’ Corp. 
Complete with illustrations and how-to-do- 
instructions. Outlines latest tube and casting 
repair techniques as well as reconditioning 
trade-ins for profitable resale. Bowes ‘‘Seal 
Fast’’ Corp., 147 North Pine Street, Indian- 
apolis 2, Indiana. 
410 NEW AIR BRAKE MAINTENANCE 
BULLETINS — Series of bulletins 
each devoted to a single unit. Fully illustrated 
with cross sectional, exploded and schematic 
drawings explaining every oo of the op- 
eration and maintenance. er Electric 
Corp., 6400 Plymouth Ave., St. Louis 14, 
Mo. 


4] TAIL PIPE REPAIR KIT — A four 

page color catalog describing the 
Quaker heavy gauge, seamless tail pipe re- 
air kit. Four sizes to fit all cars. Quaker 
upreme Chemical Corp., 315 Whitman St., 
Montgomery, Alabama. 
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900—Air Cleaner Tester 


A tester designed specifically for 
testing and selling the new dry-type 
disposable air filters, said to be sim- 
ple to operate, giving a positive, ac- 
curate reading of a filter’s condition 
and need for replacement, has been 
introduced by AC Spark Plug Divi- 
sion, General Motors Corp., 1300 N. 
Dort Highway, Flint 2, Mich. 

The tester consists of an elliptical- 
shaped base, 1834” x 2312” with re- 
movable lid. The indicator stands 
29%” high at the rear of the base 


and centered against the indicator be- 
tween its readings is a plastic tube 
containing a celluloid ball. Base 
houses an electric motor that drives 
a blower wheel. The cleaner to be 
tested is placed on the base and 
topped with the lid. When the switch 
is flipped, blower wheel is operated 
and the air that the cleaner allows to 
pass is exhausted in the plastic tube 
to elevate the ball. Ball’s position in- 
dicates the cleaner’s condition. 

Want more info? Use coupon on 

page 98 and you will get it! 


901—Additive, Engine Oil 


“Fuel Mix” and “Two-Cycle Engine 
Oil” have been announced by the 
Gumout Division of Pennsylvania Re- 
fining Co., 2686 Lisbon Rd., Cleve- 
land 4, O. 

“Fuel Mix” is used as a gas tank 
additive or poured down the carbure- 
tor throat. It lubricates engine, frees 
sticky valves and rings, insures freer 
valve and ring action by cleaning 
valve stems and guides, reduces car- 
bon deposits and dissolves harmful 
gums in the combustion chambers, 
according to the manufacturer. 

“Two-Cycle Engine Oil” is refined 
especially for all types of two-cycle 
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engines, such as power mowers, chain 
saws, motor scooters, etc. It is said 
to be fortified against plug fouling 


crankcase deposits, mixing well with 
all types of gasolines. 
Want more info? Use coupon on 
page 98 and you will get it! 


902—-Engine Spec Book 


An engine specifications and data 
book for all makes and models of 
passenger-car engines, said to be the 
most complete ever assembled under 
one cover, has been published by 
Tobin-Arp Mfg. Co., 6400 Penn. Ave. 
S., Minneapolis 23, Minn. These speci- 
fications and data books are also 
available for all passenger-car engines 
for 1952 through 1957. 

Want more info? Use coupon on 


and engine wear and will not form 


page 98 and you will get it! 








WUDEL Stic 


TRANSMISSION JACK 


a 


MODEL MODEL 

No. 700 Transmission jack $114.00 No. 711 Transmission jack $232.00 
No. 50 Universal adapter 18.00 No. 50 Universal adapter 18.00 
No. 60 Powerglide adapter 9.00 No. 60 Powerglide adapter 9.00 


POWERGLIDE ADAPTER FITS ALL CHEVROLET MODELS 
WUDEL Hydraulic Transmission Jacks assure strong, positive, precise con- 
trol of all movements—horizontal, vertical, tilting and traveling—required 
to remove and install any automatic transmission. They provide safe, easy, 
one-man handling of all types and makes of automobile and light truck 
transmissions. 

POWERGLIDE Adapter fits all models of Chevrolet. It is fastened to 
bottom of transmission in a few minutes. It tilts forward to 90 degrees, 
backwards 8 degrees, and sideways, either side 22 degrees. Its simplicity 
in design and easiness to use makes it popular with every owner. 
UNIVERSAL Adapter fits all cars except POWERGLIDE. It is designed so 
that the transmission is carried on the transmission flange, with adapter 
jaws snugly fitting to the corners of transmission pan. It tilts forward 80 
degrees, backwards 20 degrees and sideways, either side 22 degrees. 
FOUR larger creeper wheels assure at least 50°/, easier moving of loaded 
WUDEL Hydraulic Transmission Jacks. 

EASY PUMPING handle rotates a full 360 degrees into any desired posi- 
tion to be within close reach of the operator at all times. 

PROVED BY THOUSANDS OF USERS THAT WUDEL JACKS ARE BEST. 
Compare WUDEL features with others and above all WUDEL prices, which 
mean substantial savings to you. 

See your jobber or write for detailed Bulletin 


EDMUND J. WUDEL MANUFACTURING CO. toracscice‘Zs, Catt 


Want more facts? Use Reader Service Card Page 98 / 99 





903—Block Milling Machine 


A block milling machine, “Model 
85B Blockmaster,” companion to its 
“Model 85 Headmaster,” said to per- 
form milling operation automatically 
and to specifications for perfect en- 
gine balance, has been announced by 


Storm-Vulcan, Inc., 2225 Burbank 
St., Dallas 19, Texas. 

Standing 72” high and weighing 
2,400 lbs., the machine has a cutter 
speed of 7642rpm, or 330’ per minute; 
cutter feed of 4% per minute, or 
.004” per cutter tooth. The “Dial-O- 
Matic” downfeed sets the cutter depth 
for the exact amount of stock to be 
removed, it was claimed. The 18” 
diameter milling cutter has a heavy- 
duty cutter head spindle equipped 
with permanently lubricated Timken 
tapered roller bearings engineered to 
last the life of the machine. 

Want more info? Use coupon on 

page 98 and you will get it! 


904—Open-End Wrench 


An open-end wrench which applies 
its turning forces only on the flat 
faces of the nut, reportedly making it 
possible to turn even badly worn 
nuts and bolts, has been introduced 
by Blackhawk Hand Tools, New 
Britain, Conn. 

Lighter and less bulky than con- 
ventional wrenches, the “Nutmaster” 
is available in most popular sizes. Its 
positive grip on any nut reduces slip- 
page and skinned knuckles, it was 
claimed. 

Want more info? Use coupon on 

page 98 and you will get it! 


905—Valve Cap Assemblies 


Rotocap valve assemblies, a com- 
panion line to its rotating valve as- 


semblies, have been announced by 
McQuay-Norris Mfg. Co., 2320 Mar- 
coni Ave., St. Louis 10, Mo. 

The positive rotating assemblies, 
consisting of a rotocap and spring, 
greatly extend valve life in certain 
applications, it was claimed. 

Want more info? Use coupon on 

page 98 and you will get it! 


906—Jack Oil 


A hydraulic jack oil designed spe- 
cifically for use with its repair kits 
for all makes and models of hydraulic 
jacks has been announced by Jack- 
Pack Mfg. Co., 2115 North Marianna 
Ave., Los Angeles 32, Calif. 

Oil reportedly protects and pre- 
serves cup leathers and packings, is 
non-foaming to prevent air bubbles 
that may cause air locking, inhibits 
rust and sludge and gives trouble- 
free operation, lengthening jack serv- 
ice life. 

Want more info? Use coupon on 

page 98 and you will get it! 


907—Tachometer, Dwell Meter 


Portable tachometer and dwell 
meter, both equipped with dry cell 
battery and contained in metal case 
with smooth hammerloid finish, have 


“SS 


been announced by C. E. Niehoff & 
Co., 4925 Lawrence Ave., Chicago 30, 
Ill. 


Tachometer reportedly enables 
mechanic to adjust engine idle mix- 
ture and set engine idle rpm as well 
as check carburetor performance and 
distributor advance mechanism. 
Dwell meter, with large, easy-to-read 
meter, can be used with 6- or 12-volt 
systems for setting contact points, 
cam angle and for checking dis- 
tributors for maximum engine ef- 
ficiency. 

Want more info? Use coupon on 

page 98 and you will get it! 


908—Car-Wash Assembly 


A car washer and frame assembly, 
said to be adaptable for indoor or out- 
door installation, requiring no ex- 
pensive electrical work or plumbing 
and as low as 16 lbs. water pressure 
for spray pattern, has been intro- 
duced by Wohlert Corp., 708 E. Grand 
River Ave., Lansing 5, Mich. 

The frame, using 2” pipe for legs 
and painted the same color as washer, 
is just under 10’ and can be easily 
moved from place to place. The 
washer is available without frame 


oe  teliia ie taagtt nt a” ee , 
and both units are ad to wash 
vehicles 14’ high and 21’ long, it was 
claimed. It is said to be the only 
washer that can be installed over 
lifts. 

Want more info? Use coupon on 
page 98 and you will get it! 


909—Hammer Display Board 


A display board, 16” wide by 281%” 
long, designed for bin ends or special 
showroom displays of its complete 
line of plastic-tip hammers, has been 
introduced by Owatonna Tool Co., 
306 Cedar St., Owatonna, Minn. 

The board displays 2 each of 5 
sizes of the plastic-tip hammers and 
includes 2 trays of replacement tips 
for the hammers. 

Want more info? Use coupon on 

page 98 and you will get it! 


910—Brake Lining Attachment 


A brake lining grooving attach- 
ment for putting 4%” or %” grooves 
in linings where manufacturer recom- 
mends center grooving has been an- 
nounced by Ammco Tools, Inc., 2100 
Commonwealth Ave., North Chicago, 
Ill. The “No. 4550” fits the company’s 
“Safe-Arc” grinders. 

Want more info? Use coupon on 

page 98 and you will get it! 


911—Sealed-Beam Aimer 


A “3D” aimer to fit all sealed 
beams, including the new 4000 series, 
has been introduced by Trulite Auto- 
motive Corp., 3453 Cahuenga Blvd., 
Los Angeles, Calif. 

This model retains the feature of 


ail oe 
being able to check all sealed beams 
without removing bezels or any part 
of sealed-beam housings, according 
to the manufacturer. Made of high- 
impact styrene, it cannot be broken 
in normal use, it was claimed. 

Want more info? Use coupon on 

page 98 and you will get it! 
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LOOK TO GABRIEL 
for the only complete line 
of shock absorbers 


You need never lose a customer because of his unusual 
or exacting requirements; there’s a Gabriel shock to meet 
every need—even those tricky special-purpose jobs: 


HYDROSHOX— preferred by millions of American 
motorists for smooth driving under average road con- 
ditions—to replace worn out standard equipment. 


AJUSTOMATIC—exclusive three-way adjustment pro- 
vides soft, medium or firm ride for the particular driver 
who wants the best in ride control. 


SILVER “E”—for hard driving and rough roads with 
heavy loads. Extra size provides the needed capacity for 
big cars, station wagons, light trucks. 


HEAVY DUTY—the acknowledged standard of excel- 
lence for long life and dependable service on trucks, 
buses and trailers. SHOCK ABSORBERS 


THE GABRIEL COMPANY, CLEVELAND 15, OHIO 
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912—Transmission Jack 


A one-ton-capacity truck transmis- 
sion jack, designed for servicing 
heavy-duty transmissions, differen- 
tials and torque converters, has been 
announced by Walker Mfg. Co. of 
Wisconsin, 1201 Michigan Blvd., Ra- 
cine, Wis. 

The “No. 49 Uni-Cradle” reportedly 
provides easy, safe, one-man oper- 
ation, eliminating delays in position- 
ing. Micro-accurate tilting adjust- 
ments allow lifting head to tilt 10° 


forward, backward and to each side 
for fast, easy removal and re-installa- 
tion, it was claimed. Complete with a 
universal lifting head, it features a 
self-adjusting cradle which holds the 
transmission close to its center of 
gravity. Front wheel tread is wider 
than rear tread to assure maximum 
stability, and an adjustable safety 
chain holds unit in place at all times. 
Want more info? Use coupon on 
page 98 and you will get it! 


913—Valve Lifter 


A tool that reportedly can pull 
tightly frozen valve lifters from the 
engine block quickly and easily has 
been introduced by the Lisle Corp., 
807 E. Main St., Clarinda, Iowa. 

The “HL1’s” pulling rod is in- 
serted through the pushrod in the 


block and attached to the pulling 
chuck, the lock-on rims of which ex- 
pand in a straight line, assuring posi- 
tive attachment to all types and sizes 
of lifters, it was claimed. Another 
feature of the tool is its dual pulling 
action—it can be operated as a slide 
hammer or as a screw puller. A sec- 
ond tool included in the “HL1” set, 
the “Inanout,” consists of a hook and 
magnet (shown at left) to pull out the 
lock spring and lift off the cap. 
Want more info? Use coupon on 
page 98 and you will get it! 


914—Carport 


A full-size, 10’ x 20’ carport of 
zine-plated steel construction with 
patented drainage feature, which is 
said to eliminate “side drip,” has been 
introduced by Childers Mfg. Co., P. 


O. Box 7467, Houston 8, Texas. 

The “Continental” reportedly may 
be erected by 2 people in 4 hours. 
— free-standing or attached to house 
or garage either by side or front. 
Cross-members and pilasters or pipe- 
supports are of hardened steel, while 
roof and fascia are cold-formed from 
zinc-plated steel. Fascia comes with 
white baked-on enamel or natural- 
finish galvanized. A 12’ width is also 
available, as wel! as _ additional 
lengths. 

Want more info? Use coupon on 

page 98 and you will get it! 


915—Muffler Removal Heater 


An electronic muffler removal 
heater, which operates on the heat 
expansion principle for separating 
mufflers from rusted pipe connec- 
tions, has been announced by Walker 
Marketing Corp., a subsidiary of 
Walker Mfg. Co. of Wisconsin, 1201 
Michigan Blvd., Racine, Wis. 


With its 1350-watt, high-heat-in- 
tensity General Electric tubular ele- 
ment, “Spee-D-Heat” reportedly 
breaks the most stubborn exhaust 
system rust-welds through heat ex- 
pansion in from 3 to 5 minutes, with- 
out damaging pipe or muffler. Safety 
and convenience features include 
heat-resistant handle grips, 60” 
heavily insulated rubber cord with 
vulcanized plug and metal storage 
bracket. 

Want more info? Use coupon on 

page 98 and you will get it! 


916—Air-Conditioning Tools 


A circular describing tools and ac- 
cessories particularly suited for in- 
stalling air-conditioning units, in- 
cluding its “No. 56 SpeedWrench,” 
the “EJ9” half-inch drill with side 
handle, the “EJ3-500” half-inch drill 
with grip switch handle and the 
“ED111” quarter-inch right - angle 
drill, with such accessories as a 
right-angle attachment, geared chuck 
and square drive adapter, has been 
published by Thor Power Tool Co., 
Air-Conditioning Dept., Prudential 
Plaza, Chicago, Il. 

Want more info? Use coupon on 

page 98 and you will get it! 


917—Battery Carton 


A storage battery carton assembly, 
designed primarily to solve the 
carrying problem presented by the 
new 12-volt shapes and post locations, 
has been announced by Willard Stor- 
age Battery Division, 246-286 East 
131st St., Cleveland 1, O. 

Carton consists of 3 parts: a heavy 
cardboard band around upper half of 
the battery with a built-in fiber-glass 
carrying strap, a corrugated board in- 


sert to carry the weight and protect 
the battery top when stacked one on 
another, and the outer carton. The 
top of the outer carton is slotted to 
permit use of the carrying strap 
either with or without the carton. 
Carrying strap assembly remains on 
the battery until after installation in 
the car. 

Want more info? Use coupon on 

page 98 and you will get it! 


918—Hardtop Kit 


A kit to enable Thunderbird own- 
ers to carry the hardtop on the rear 
deck, which reportedly permits unit 
to be moved over driver’s head in 
less than 15 seconds in the event of 
rain, has been announced by Sanco, 
Inc., 125 Ivy St., N. E., Atlanta 3, Ga. 

The kit consists of 2 aluminum tie- 
down straps and 4 heavy aluminum 
castings with no-drag design, it was 
claimed. Top is fastened securely in 
the rear position with the toggle bolts 
that are standard equipment on the 
car. Unique feature of the device is 
that even at high speeds the slope of 
the windshield carries the airstream 
up and over the top, the manufac- 
turer said. 

Want more info? Use coupon on 

page 98 and you will get it! 


919—Flaring Tool 


A compact, wide-range flaring tool, 
which makes 45° flares to SAE 
standards on 9 sizes of soft copper, 
aluminum and brass tubing, has been 
announced by The Imperial Brass 
Mfg. Co., 1200 W. Harrison St., 
Chicago 7, Ill. 

The one-piece unit, with yoke and 
bar combined, utilizes a rotating die 


bar to provide for the 9 sizes (%”, 
3/16”, %4”, 5/16”, 36”, 7/16”, 4%”, 56” 
and %4” O.D.) in a minimum space. 
Bar is 43%” long and tool weighs 1 Ib., 
13 ozs. Flaring cone has hard-chrome 
finish which reportedly reduces 
torque in flaring and assures a 
smoother, highly finished flare face. 
Want more info? Use coupon on 
page 98 and you will get it! 


920—Repair Putty 


A low-cost polyester putty which, 
when mixed with a hardening ele- 
ment, reportedly will cure to form a 
hard, tough patch that can be sanded 
and painted in the normal manner 
for repairing cracks, dents and holes 
in car and truck bodies, has been an- 
nounced by Fibre Glass-Evercoat Co., 
Inc., 7220 Vine St., Cincinnati 16, O. 

Want more info? Use coupon on 

page 98 and you will get it! 
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De Soto Sales |PeSete Series | De Soto 


rease Noted xpar ling ¢ ma 
In DeSoto Sales Permanent 


16 (Spe- Response to the DeSoto Fire- 
s in January | Sweep models has been s0 


meet America’s newest, most talked- 


about volume car... De Soto FireSweep 


Permanent 
Respor 


i 


Lower Price Models 


The new FireSweep series is accounting for one 


out of every three De Soto sales. Such rapid 





public acceptance for a totally new car is almost 


Auto- unheard-of in the industry. 


Graphs _ 
t ‘ a a. But the FireSweep’s success goes far beyond 


press clippings. It gives De Soto dealers a com- 
plete line that meets the competition on every 
level in the medium price field. That's helped 
boost De Soto’s market penetration by 14% 
over last year. The new De Soto FireSweep is 
one more proof that now—as never before—it 


really pays to be a De Soto dealer! 


erships srour the city two 
Buick, two Mercury and two 
ane rl Pontiac saleamen to ontilize | ° 
total DeSoto sales and contacts they made as sales- | says Col. J 7 
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IN-STALL A FILT-O-REG WITH 
Cc 


YOUR TUNE-UP! 


FILT-O-REG makes the motor you 
tune, sing in tune. .- wherever 
your customers go...in warm 
weather ...up steep mountain grades 
or thru stop-and-go traffic. 


FILTOREG 


FUEL PRESSURE REGULATORS 


Prevents 
VAPOR LOCK 

Stops 

STALLING, FLOODING 
Gives 

QUICKER HOT-MOTOR 

RE-STARTS 
Three Pressure Models 


Two Styles 


with filter 
regulator only 


OTHER PATS. PEND. 


FILT-O-REG helps you DO THE JOB... 
saves you wasted service time because it 
controls the over-pressure in the fuel sys- 
tem to a constant, unrestricted even fuel 
pressure on the carburetor under all driv- 
ing conditions. TRY IT...PROVE IT. 
Every auto, truck, gasoline engine, new or 
used, needs this quality fuel pressure 
regulator. 


Order from your jobber 


WRITE FOR HELPFUL BULLETINS: 


#317 YOUR ANSWER TO 
VAPOR LOCK 

#302 HOW “OVER-PRESSURE” 
CAUSES CARBURETOR 
FLOODING 


MAKES GASOLINE ENGINES RUN BETTER! 


Alondra Sales, Inc., 959 Crenshaw Bivd., Los Angeles 19 
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921—Truck Rim 


A lightweight truck rim, reportedly 
weighing 8 to 12% less than most 
standard rims, enabling operator to 
increase his pay-load by 120 Ibs., has 
been announced by The Firestone 
Tire & Rubber Co., 1200 Firestone 
Parkway, Akron 17, O. 

Developed through careful labora- 
tory analysis, the “Challenger” two- 
piece rim meets all requirements of 
the tire and rim association, it was 
claimed. With electric strain gauge 
equipment, high stress points were 
discovered and reinforced for extra 
strength. Only low stress points were 
lightened. Rims, when mounted as 
duals, allow approved spacing be- 
tween units and can be used with 
tire chains, the manufacturer said. 

Want more info? Use coupon on 

page 98 and you will get it! 


922—Trailer Coupler 


A trailer coupler of malleable-iron 
construction for trailer-mounted 
welders, compressors, boat and utility 
trailers, etc., with cam action design 
which eliminates knob turning, has 
been introduced by The Big Boy Co., 
Warsaw, Ind. 

Readily bolted to trailer tongue, 
coupler is easy to hitch up with noth- 
ing to turn — just slip over coupler 
ball, press down locking lever and 
slip in spring-loaded safety pin, the 
manufacturer said. Fully adjustable 
locking block reportedly fits snugly 
around semi-steel coupler ball when 
locked. Correct tension is assured 
through cam-lever action, while ball 
and coupler are perfectly matched to 
handle gross loads to 2,000 Ibs., it 
was claimed. Standard 1%” diameter, 
with 5%” diameter belt, fits most 
couplers. 

Want more info? Use coupon on 

page 98 and you will get it! 


923—Suspension Grease 


“Black Velvet” ball joint suspension 
grease, developed specifically for both 
ball joint and torsion bar suspensions, 
said to overcome the tendency of ball 
joint and torsion bar suspensions to 
squeak, chatter, rattle and wear out 
with rapidity, has been announced 
by Amalie Division of L. Sonneborn 
Sons, Inc., Franklin, Pa. 

Formulated from a _ heavy-duty, 
highly water-resistant chassis lubri- 
cant fortified with load-carrying and 
corrosion-resistant additives, the 
grease reportedly has unusual ten- 
acity, endurance and strength, assur- 
ing prolonged and effective lubrica- 
tion of the heavily stressed and load- 
ed bearing surfaces characteristic cf 
all types of ball joint and torsion bar 
suspensions. 

Want more info? Use coupon on 

page 98 and you will get it! 


924—Solenoid Switches 


Solenoid switches for contact in 
dashboard pushbutton cr ignition 
key system applications in all pop- 
ular model cars, trucks, buses and 
tractors have been introduced by Ar- 
row Armatures Co., 11 Fordham 
Road, Boston 34, Mass. 

Said to be exact original-equip- 
ment duplicates with full current- 
carrying capacity, each switch is 


packed in an attractive, durable fiber - 
board box and is fully guaranteed 
for a year. A complete catalog con- 
taining listings and application data 
on solenoids is available. 
Want more info? Use coupon on 
page 98 and you will get it! 


925—Weatherproof Coil 


A heavy-duty coil, said to be “ab- 
solutely weatherproof—fully opera- 
tive even when completely submerged 
in water—,” recommended for use on 
buses, trucks, tractors, taxis and pas- 
senger cars in heavy-duty service, as 
well as for all marine applications, 
has been announced by F & B Mfg. 
Co., 4248 West Chicago Ave., Chicago 
§1, Il. 

Features of the “All-Weather” coil 
include 173 sq. in. of heat dissipation 


=I 


area for positive operating tempera- 
ture control, low current draw, as- 
suring quicker cold-weather starting, 
and additional copper in windings 
and aluminum-finished case. 
Want more info? Use coupon on 
page £8 and you will get it! 


926—Headlamp Assortment 


An assortment of “Safe-T-Beam” 
headlamps for 6- and 12-volt systems, 
said to give the smallest retailer a 
starting inventory of the “4001” and 
“4002” headlamps to service the 4- 
headlamp-system replacement mar- 
ket, has been announced by Westing- 
house Lamp Division, 30 Brighton St., 
Belmont 78, Mass. 

The assortment includes five 6-volt 
“5040S” headlamps, three 12-volt 
“5400S” headlamps, and two each of 
the “4001” and “4002” lamps for the 
four-headlight systems. 

Want more info? Use coupon on 

page 98 and you will get it! 


927—Hand Cleaner 


A waterless hand cleaner contain- 
ing lanolin and cocoanut oil sulphi- 
nates, said to prevent hands from 
chapping and keep them soft while 
thoroughly removing embedded 
grease, ink, paint, carbon and grime, 
has been introduced by Mac’s Super 
Gloss Co., Inc., 6040 N. Figuero St., 
Los Angeles 42, Calif. 

Want more info? Use coupon on 

page 98 and you will get it! 
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This CARton is Loaded 
with Jack for You 


Racy SPORTS CARton contains 
a box of delicious Cracker Jack 


Rear wheels flap out to show 
MOOG PH Passenger Helper 
Spring in position. 


Cracker Jaek packed in sealed, air-tight box. 


New, improved version of the famous MOOG Popcorn Box. 


Perfect give-away for Garages, Car Dealers, Service Stations and Jobbers. 


Use for special events . . . promotions. . . as good-will builders. 


Price: 10 cents each, F. O. B. St. Louis. Minimum order: 100. 


Put this sales aid to work for you. Place your order today! 


Underside of car fea- 

tures the most com- » * 
—— | = oe ~ “eo0n. 

parts...from MOOG. nique a es | . 


MOOG 
ws another reason why 


Moos means more 


) under-car business! 


MOOG INDUSTRIES, INC. + ST. LOUIS 14, MO. 
105 
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Southwest Show Keeps 
Plans for 1959 


fw Automotive Service Indus- 
tries Show in Chicago in Feb- 
ruary of 1959 is not likely to in- 
terfere with a scheduled Southwest 
Automotive Show, April 2 through 
5, that same year in the city of 
Dallas. 

This was indicated in Dallas last 
month by Yancey Robertson, show 
president, and a member of the 
wholesaling firm of Robertson and 
King. 

“We can’t very well change our 
minds now,” said Robertson. “Our 
schedule was made and announced 
well before the three big associa- 
tions got together on the ASIS. We 
have signed a contract for the Au- 
tomobile Building in Fair Park, 
Dallas. For a big event of this na- 
ture one must now contract for 
exhibit space almost two years in 
advance. And we have made our 
commitments with the Dallas ho- 
tels. 

“At this time there is no inclin- 
ation among the members of the 
board of directors to deviate from 
our original plan.” 

Hubert Braden, immediate past 
president of the show, owner of 
American Gear and Parts, Dallas, 
and member of the board, echoed 
the sentiments expressed by Rob- 
ertson, only with more vigor. 

Pointing out that the Southwest 
and other regional shows had 
signed contracts for display space 
and made other commitments, 
Braden said: 

“The big three associations 
should have scheduled their show 
for 1960. Cur plans were made be- 
fore theirs. An ASIS in 1960 would 
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The sales organization of Coiner Parts Co., Staunton, 
Va., for an outstanding sales record, was recently 
awarded an expense-free, two-day air trip by the AC 
Spark Plug Division of General Motors to its Flint, 
Mich., factory. The group above consists of (1. to r.): 
R. D. Copper, W. A. Tolley Jr., R. D. Fitzgerald, sales- 
men; J. W. Willis of Harrisonburg Wheel and Parts, 





enable us in the Southwest to go 
on a skip-year basis in the future, 
which we had planned to do, and 
had so announced. Now we are 
thrown off stride.” 

The Southeast Automotive Show 
has invited Motor and Equipment 
Manufacturers Association, Motor 
and Equipment Wholesalers Asso- 
ciation and National Standard 
Parts Association to hold their an- 
nual conventions in the Southeast 
in 1960. Should they accept, the 
Southeast Show tentatively sched- 
uled for 1959 would likely be de- 
layed until ’60. 

Southeast Show officials planned 
a meeting this month in Atlanta, 
with a possibility that the sched- 
ule would be clarified. A South- 
east Show conference is contem- 
plated for Atlanta or Augusta a- 
round next May 1. 





Chrysler Corp. Revamps 
Parts-Stocking Policy 


NEW warehousing policy es- 

tablished at Chrysler Corp.’s 
five parts plants has greatly ac- 
celerated the delivery of MoPar 
replacement parts and accessories 
for Plymouth, Dodge, De Soto, 
Chrysler and Imperial cars and 
Dodge trucks. 

The parts warehouses are lo- 
cated in Centerline, Mich.; Atlanta, 
Ga.; Newark, Del.; Kansas City, 
Kan., and San Leandro, Calif. 

Each plant is now stocking ap- 
proximately 33,325 different parts, 
covering more than 99% of all 
service replacement needs, said H. 
Haild Zeder, general manager of 
the newly-established Service 
Parts and Accessories Supply Di- 
vision. 


Inc.; I. E. Smith, AC district manager; Charles E. 
Kennard, Coiner Parts manager, who waves fare- 
well to friends at the Charlottesville airport: J. W. 
Grimm, AC regional manager; E. R. Winston, Coiner 
Parts assistant manager; J. C. Daffin and W. C. Irvine, 
salesmen; plane pilot; H. C. Sniteman, salesman, and 
plane co-pilot. Coiner travels into West Virginia. 


Detroit Selects Tennessean 


Automotive Warehouse, Inc., has 
been appointed a distributor by 
Detroit Aluminum & Brass Corp. 
Headed by Raymond A. Birdwell, 
the Nashville, Tenn., firm serves 
jobbers and engine rebuilders in 
middle Tennessee, southern Ken- 
tucky and northern Alabama. Bar- 
bara H. Chilton is vice-president. 





AAR to Meet Dec. 5-7 


The annual meetings of Automo- 
tive Affiliated Representatives 
will be held in Chicago at the 
Sheraton Hotel Dec. 5-7. Officers’ 
meetings will take place Dec. 5 and 
6, with directors’ meeting sched- 
uled for Dec. 7. 


Newly-elected president of ithe 
Dallas (Texas) Automotive Whole- 
salers, Inc., is T. C. “Buddy” Gar- 
rett, Automotive Parts Division 
manager of The Schoellkopf Co., 
Dallas. A pioneer in southwestern 
automotive circles, he is a past 
president of the Automotive 


Wholesalers of Texas and the 
Southwest Automotive Show. 
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Say Dealer’s 


Gitsware 


THERMA-GLASS SET 


FREE with purchase of 


SIX National batteries 


These big 10-ounce Therma glasses keep any drink hot 
or cold down to the very last swallow because they’re 
insulated . . . even keep ice cubes firm for 4 hours. No 
sweat with cold drinks—even in hottest weather—and 
never too hot to handle—even with piping-hot cocoa. 
Assorted colorful exteriors—melon, almond green, citrus 
yellow, charcoal; soft rice-white interiors. Set of 8 Therma 
glasses in gift carton plus 8 “‘twig”’ stirrers. 


THE BATTERY 
WITH THE 


WOR inane 


> 


Te get your Therma- 
glass set or the imported 
tableware see your | 
National jobber or write 





with your 


NATIONAL battery order 


IMPORTED STAINLESS STEEL TABLEWARE 
FREE WITH PURCHASE OF 


THREE National batteries 


Modern stainless-steel tableware from Solingen, Germany 
—world-famous manufacturing center of surgical instru- 
ments. These pieces can’t stain, rust, tarnish—satin- 
finish handles with mirror-bright tines, blades, bowls— 
never need polishing. Each place setting includes hollow- 
handle knife (with serrated blade), dinner fork, salad 
fork, teaspoon, soup spoon and dessert spoon. 

Get several settings—one with each three National battery 
order. 


DEALER'S CHOICE—AND CUSTOMER'S CHOICE TOO— 


New NATIONAL — ee BATTERIES 


You’ll like new National silver cobalt batteries because they stay 
stronger up to 5 times longer—with NO trickle charging—NO 
dangerous acids—NO servicing delays—NO dead sulfated stock. 
And your customers will like new National silver cobalt batteries 
because they have 300% more resistance* to overcharge, greater 
resistance* to undercharge—greatest battery killers. And National 
batteries mean faster surer winter starting. 


GOULD-NATIONAL BATTERIES, INC. 


SAINT PAUL, MINNESOTA 


Humy OFFER CLOSES SEPTEMBER 15TH *based on SAF minimums 
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Making Small Tester 
For Shop Appliances 


OR quickly testing defective e- 

lectrical appliances around the 
shop, such as extension cords, 
power tools, etc., we have made a 
few testers that fit inside a plastic 
hairpin or cigarette case, requiring 
little room in a mechanic’s tool 





























6' CORD 






a W. 47,000 O. 


kit. (See illustration.) 

An NE-2 neon glow lamp is the 
indicator and the few components 
are wired to a piece of asbestos 
shingle or paper which is pressed 
snugly inside the plastic case. 
These testers cost only pennies to 
make and are shockless, since 
there is a high-value resistor in 
series with each test prod. — Har- 


4 WATT 47,000 OHMS 
WAI 





TEST PROD 





| MEGOHM 











NET2 BULB —~ 


ALLIGATOR CLIP 


ry J. Miller, 991 42nd Street, Sara- 
sota, Florida. 





Adjusting Generator Belt 
On 1957 Mercurys 


N THE 1957 Mercurys, the cap 

screw which locks the gen- 
erator tension slot is located in an 
almost inaccessible spot. It can- 
not be reached from above with 
an ordinary wrench and to get at 
it from below requires removal 
of the dust pan. 

When nothing more than belt 
adjustment is required, the lock 
cap screw can be loosened from 
above with an extra long heavy- 
duty tappet wrench, such as the 
Blue Point No. XL-189. The car 
can then be elevated and the gen- 
erator pried over with a bar in- 








stop — and 
minus one 
degree setting 
@ V-ways with 
automatic 
take-up 
for wear 
@ Collet Chuck 































pensive machines. 





LEE quuill® 


Occasionally a manufacturer develops a product that is so 
outstanding that the trade gives it a rousing welcome. The 
K. O. Lee Lifetime Refacer is such a product. 


The K403C refacer does an exceptionally fine job of grinding 
valves—providing a super finish seldom equaled by more ex- 


K. O. Lee Company, Aberdeen, S. D. 


Valve Refacer 


SUPER FINISH 
AND 
EXTREME 
ACCURACY 


MODEL 
K403C 








Nobody throws away a aX 
pair of shoes when the 
shoe laces break.... 


no need, either, to 
junk those faulty 
tail pipes! Repair them easily with 
Quaker Supreme -TAIL PIPE 


4 numbers give 
100% coverage! 
No inventory problems 


SOUTHEAST REP.: L. M. HIRSIG CO. 


Quaker Supreme Chemical Corp. 


MONTGOMERY * ALABAMA 







REPAIR KIT! 


install it in 5 MINUTES! Remove rotted 
tail pipe end with hack saw. Slip TAIL 
PIPE REPAIR KIT over old tail pipe; move 
back until the rear is even with bumper, 
tighten repair kit clamp and refasten tail 
pipe hanger. It's the hottest PROFIT 
MAKER in the industry! Packaged 
individually bexed or in assortments. 
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GOT A GOOD 
$ IDEA? 

will be paid for every 

time - saver or shop 

short - cut accepted 
for publication in this section. 
A photo or rough sketch will 
make your idea more valuable. 
Only original items, not previ- 
ously published, offered for our 
exclusive use, can consid- 
ered. Send them to: Southern 
Automotive Journal, 806 Peach- 
tree St., N. E., Atlanta 8, Ga. 










Hickory Motor Sales, Inc. (Dodge- 
Plymouth), 345 1st Ave., S. W., 
Hickory, North Carolina. 


Making Use of Guide Pins 
In Ford Generators 


oe products for the past few 
years have carried generators 
in a spot not easily accessible, and 
some of them, when mounted be- 
low the air-conditioning compres- 
sor, can be downright mean to 
handle. 

Here’s my idea for lining up the 








mounting bolt holes before the op- 
erator’s arms play out: obtain two 
7/16 bolts similar to the generator 
mounting bolts, grind most of the 
threads from them and then taper 
them. Hold generator to its approx- 
imate place and push tapered bolt 
through the generator hole into 
the bracket. This holds generator 
securely on one end while the 
proper bolt is started in the other 
end. 

On some close-fitting jobs, it is 
easier to stick a tapered bolt in 

(Continued on page 112) 
























serted through an opening in the 
dust pan, When the proper belt 
tension is obtained, the locking 
cap screw can be retightened with 
the same long wrench. Lynn F. 
Snoddy, 1622 Vivian Street, 
Shreveport, Louisiana. 










Constructing Water Trap 
In Wrench Air Line 


W: WERE having trouble with 
too much moisture in the air 
line of our power wrenches, so we 
made our own water trap for them. 

From old parts found at a 
plumbing shop—or the parts can 
be bought new for less than $3— 
we used 4” of 2” pipe, 2” of 2” end 
plugs, two of the 44” 90° street el- 
bows and a Plymouth drain cock. 
—Gene Elliott, Parts Manager, 













































the PULLMAN 


VACMOBILE 


the best salesman a dealer 


ever had.. and 





here’s why.. 





LOOK AT PULLMAN’S 


Reconditions used cars 


EXCLUSIVE FEATURES 


© Designed exclusively for auto- 
motive trade. 

e Patented Accordion Hose reaches 
every crack without moving vac. 


e 

@ Keeps floor models spic and span 

@ Keeps customers happy ... by 
cleaning interior after repair jobs 

@ Cuts cleaning time by 2/3... 
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© Big wheel mobility glides over 

sills, ramps, steps with ease. 

e Never-Clog Filter Bag for full- @ 
power, full-time performance. 

© Fully-equipped, no extra costs, 
complete with accessory hit. 





Pullman Vacuum 
Cleaner Corp., 25 
Buick St., ton 
15, Mass. 

Have your rep- 
resentative call to 
demonstrate the 
. Pullman Vacmo- 
bile. No obligation. 
. 


VACMOBILE 





SA-8 





IT’S THE PULLMAN VAC THAT BRINGS "EM BACK 
Little things, like vacuuming the interior after a repair 
job, make a big impression on your customers! 


. 
ACT TODAY . .. MAIL THIS COUPON 


Want more facts? Use Reader Service Card Page 98 


saves man-hours 
Gets over the hump of step-down 


COSTS ONLY 40c A DAY. 
$12 A MONTH, FOR 

12 MONTHS ON 
PULLMAN’S LIBERAL 

CREDIT PLAN. 
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Make fast, easy wiring repairs 
on late model vehicles 


e Twenty-four items for wide service coverage 
e All parts are identified 
e@ Application data included 


e Handy case has space for crimping pliers 


Packard Electric’s 4004 Snap Fast connector kit contains original 
equipment parts used on over half of all the automotive vehicles 
produced today. The compact kit is sectionalized to keep parts 
separate and readily available without confusion. And it’s built 
strong, for long wear. 


The new Packard Electric connectors are all easily attached with 
terminal crimping pliers. They make quick, easy repairs and give 
you factory-type push-together connections that don’t shake 
loose in service. Order a kit from your jobber today. It’s another 
Packard exclusive, designed for your profit. 


Look how easy it is! 


Instruction sheet identifies the proper part. Terminal then slides easily into insulator and 
Terminals go on quickly with crimping pliers. connector is ready to snap on. Job finished! 
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with new. . 


Buy the line of wiring easiest to stock 


and install... Packard ee 


G\ 


PARTS SALES 


Warren, Ohio 


“Live Wire” division of General Motors 
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Time Savers 
(Continued from page 109) 


both ends before trying to start 
the regular bolts. — Lynn F. Snod- 
dy, 1622 Vivian Street, Shreveport, 
Louisiana. 


Preventing Large Hub Cap 
From Cutting Stems 


HE larger hub caps especially 
creep around wheel rims until 
the metal around the hole through 
which the valve stem passes lodges 


WHEEL: 


WELD LUMP 


VALVE STEM 


Cap can only creep 

from ‘A’ or ‘B’ until 

hits the weld lump 
against the rubber stem, eventual- 


ly cutting through it to cause an 
inner-tube leak. 





Manufacturer's Representative and 
Warehouse Distributor in the Southwest 


























HMI ” vy he ' L A A (IU 


COM Ff AH Y 


2616 Ross Avenue 
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¢ EMEROL PRODUCTS 


4 GABRIEL COMPANY 


# MARVEL-SCHEBLER 


Marvel Mystery Oil, Marvel In- 
verse Oilers and Marvel Hi-Rev. 


Manufacturer's representative for 
all of Texas. 


Complete line of standard and 
heavy-duty shock absorbers for 
passenger cars, trucks,- and-buses; 
automobile thermostats; car, truck, 
and bus heaters. 


Industrial gasoline and LPG. 


Warehouse distributor for 
Louisiana and Texas. 





Dallas |, Texas 


This may be prevented by spot 
welding a small lump on the inner 
surface of the wheel so that when 
the cap is replaced one of the 
curves in cap encloses the lump. 
When the cap creeps, one side of 
the curve will hit the lump and 
can go no farther. — Harry J. 
Miller, 991 42nd Street, Sarasota, 
Florida. 


1,200 Customers to 5,000 
(Continued from page 33) 


customer, when delivering a well- 
serviced car, that the owner is get- 
ting a good job. 

“When the customer asks, ‘How 
is the car?’ the mechanic doesn’t 
reply, ‘I think it is all right now.’ 
The mechanic says, ‘You’ve got a 
good job—the best you can get. 
That builds customer confidence— 
he knows he is getting what he is 
paying for. 

“We get few complaints on our 
work—certainly less than two per 
cent. 

“The best policy, I have found, 
is to tell the customer the truth al- 
ways—even if it hurts. The truth 
is the only thing you won’t have to 
change later. 

“Customers appreciate frank- 
ness. A customer shouldn’t be ad- 
vised to spend a lot of money on 
service if it is going to bleed him. 
For instance, a shop shouldn’t 
overhaul an engine for $150 just to 
get the job when it knows good 
and well the customer won’t have 
a smooth running car because of 
other trouble shaping up. 

“Tf the customer has a ‘dog,’ tell 
him he has.a ‘dog.’ Tell the truth 
as you see it. Advise him to trade 
in the car and get another, if nec- 
essary, rather than spend a whole 
lot of money on service. The cus- 
tomer will respect your frankness 
and you will have his good-will for 
years to come. Otherwise, he may 
call you a crook and a gouger. 

“Personal contact between the 
car owner and mechanic who does 
the job is stressed in my shop. You 
can get to the trouble faster when 
the customer talks and describes 
the symptoms directly to the me- 
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chanic who is going to do the 
work. This is an advantage the 
smaller shop has over the large 
shop. In the large shop, the cus- 
tomer drives in, turns the car over 
to someone and then someone else 
actually does the work without 
ever talking with the car owner. 

“We don’t repair cars by remote 
control. 

“The public is demanding better 
service work. But despite the most 
modern equipment available to- 
day, no machine has built-in 
brains. There is no substitute for 
experience and training. 

“My men are specialists, with 
long experience. One has been 
with me for 13 years, the others 
for periods ranging up to eight 
years. 

“I came up the hard way and I 
know how men would like to be 
treated. I handle my men like I 
would like te have been treated. 

“They are paid on a commission 
basis with a guarantee. They re- 
ceive a week’s paid vacation and 
also a bonus at Christmas. With a 
shop operating at capacity, there is 
plenty of work and earnings are 
high. You don’t have much trou- 
ble keeping good mechanics when 
your shop working conditions are 
good and your men are happy.” 


Mechanics Must Answer 


How about training? 

“New cars are coming out with 
sO Many new features, it’s almost 
a 24-hour job to keep up with the 
developments,” Austin admitted. 
“Mechanics must be able to answer 
all reasonable questions asked by 
car owners. And to be able to do 
that, they must read trade maga- 
zines and attend training schools. 

“TI read the trade magazines and 
manuals and then turn them over 
to my mechanics. All of my me- 
chanics also attend the GM train- 
ing school in Memphis periodi- 
cally. I pay their salary while they 
are attending the school. Of course, 
this costs me money at the time, 
but I feel I am well repaid because 
the training received by the men 
makes money for the shop later. It 
makes the men better mechanics. 
It helps all concerned.” 

Austin personally supervises 
jobs in his shop and does much of 
the diagnosing. 

While he is convinced the best 
advertising is word-of-mouth by 
satisfied customers, he long ago 
realized a consistent newspaper 
advertising program is needed to 
keep a firm’s name before the 
public. 

Although his shop is full most of 
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the time, he nevertheless adver- 
tises regularly in an afternoon 
newspaper. He has found a busi- 
ness news page particularly ef- 
fective. This page, which charges 
a premium rate for advertising, 
gives him a picture and news-type 
article on his shop at frequent in- 
tervals to tie in with his ad. 

Austin also does some direct- 
mail advertising. Postcards have 
proved very effective. “I mail 
only a few at a time—and then 
only to Buick owners—because 
otherwise the response would be 
too much for the shop to handle,” 
he reported. 

Mrs. Austin handles the public 
relations end of the business as 
well as the bookkeeping. 

Austin has some timely tips for 
men just opening their shops or 
contemplating going into business 
for themselves: 

“A man starting in business 
these days has to have the experi- 
ence gained in large shops. You 
just can’t jump right into a shop 
of your own and expect lots of 
business. You must be able to take 
some customers with you when 
you go into business on your own. 
In the old days you could start on 
a shoestring, but now you need 
something to get going. 

“Two things should be kept up- 
permost in mind: 

“]—Don’t ever let anything 
happen to your reputation or cred- 
it. If your reputation and credit 
are A-1, you will pretty well have 
it made. 

“9 Sel] nothing but first-class 
workmanship and you’ll have good, 
lasting customers.” 


Permatex Appoints 
William A. Sneed 


Lesa A. Sneed has been ap- 
pointed general sales man- 
ager of Permatex Co., Inc., Presi- 
dent C. A. Benoit announced. 
Sneed was formerly associated 
with Eastern Air Lines, Inc., in 
various executive and administra- 
tive positions. He is a graduate of 
Colgate University and the School 
of Business and Finance at New 
York University and has spent 
more than 16 years in the aviation 
and transportation industries. 


Rocky Mount Elects Rose 


The Rocky Mount (N. C.) Deal- 
ers Association has elected Howard 
L. Rose of Rose Buick Co. presi- 
dent. Flake B. Chipley, of Flake 
B. Chipley, Inc., is secretary-treas- 
urer. 





Change Tires 


the Fast, Easy way 
43. quality 
job-designed 


HAMMERS 


PASSENGER LIGHT 
TRUCKS 


Double-duty, ste« 
ber. Replaceable rubber 
heads. Won't mar rim 


tire. W# 23 r 
e. W 2% Ik 


SEE YOUR JOBBER 
SAVE LABOR, TIME AND MONEY. 
INSIST ON KEN TOOLS. Finest Quality 
and Design. Largest Exclusive Mfgrs. of 
Tire Changing Tools and Equipment. 


The KEN-TOOL Mfg. Co. 
AKRON 5, OHIO 
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Tie Team to Incentive 
(Continued from page 39) 


chanics? Two of our top ones 
average $350 a month. Eight aver- 
age $300 a month. 

In addition, we take 10% of our 
net earnings at the end of the 
year and divide among our 35 em- 
ployes. Department managers are 
not included in the plan. This 
bonus is distributed on the basis of 
production, cooperation with other 
employes, good relationship with 
customers, skill, dependability and 
other factors that denote their 
value to the company. Awards 
range from $150 to $275. Our me- 


don’t 3 | chanics’ annual bonuses ranged 
ooo Ww 4 from $170 to $275 last year. 
: Extra Effort, More Customers 


* 
= e ’ 
buy an electric When I speak of added effort 


that an incentive pay plan re- 
quires, I mean the extra effort 


& ; : 
impact i wrench : necessary in winning and holding 
' . i ns , : \ customers. When a service cus- 
a h a fj i tomer does not respond to our 
‘ j routine 30-day card and makes no 
eee un ess it as optiona appearance within 60 days, the 
: id service manager drops him a per- 
TORSION BAR TOR ECONTROL sonal postcard. He sends out some 
200 hand-written postcards a 


month to achieve a personal touch. 
‘ He may call the customer by tele- 
or ; phone or certainly try to establish 
we vere * some contact with him if there has 
an been no response in 90 days. 
, Our parts manager likewise 
goes out and rings doorbells, call- 
— ing on customers personally and 
: talking Ford parts. It is to the 
parts manager, we believe, that a 
disgruntled customer is more like- 
ly to voice a complaint. 


This selector knob engages $ 00 Success with this doorbell-ring- 
ing program may be indicated by 


the automatic shut-off the 26 customers out of the first 
device’... the unique feature 75 contacted who returned within 
‘ 30 days for service. 
essential to true torque control Guster: te sini toe cheee 
personal attention when they bring 
their cars in, reassured of our per- 
sonal interest in their car per- 
formance, 

Both managers and employes on 
an incentive pay plan watch com- 
pany overhead more conscientious- 
ly. In our paint and body shop 
supplies are issued according to 
the size of the job. The right grade 
of sanding paper for a particular 
job is exactingly placed on the ma- 
chine. Cleaning supplies are care- 
fully measured to avoid waste. 
Managers and employes realize 
that waste eats into profits. Our 
parts manager watches stock and 
re-orders in quantity to eliminate 
special runs to the wholesaler. 

Our service manager holds 


“at no extra cost 





Want more facts? Use Reader Service Card Page 98 SOUTHERN AUTOMOTIVE JOURNAL for August 1957 





monthly training sessions with 
mechanics to review repair and 
replacement procedures and the 
handling of machines. Reviewing 
front-end, wheel balancer and 
motor analyzing procedures helps 
to keep the group which operates 
these machines at topnotch per- 
formance. 

We furnish our mechanics uni- 
forms, allowing three changes 
weekly. We pay 70% of their 
group insurance and hospitaliza- 
tion. We are well aware that only 
happy and contented employes are 
equal to giving their maximum. 
We recently called on our mechan- 
ics’ wives to help us achieve their 
best effort. We emphasized that a 
peaceful and happy household 
were factors important to their 
werk ability. A good breakfast 
helps to start a man off right, we 
emphasized. 

I believe that wives appreciated 
this gesture. They have the right 
attitude when they feel they can 
bring their family problems to us 
for some help in a solution. 

We want to do everything to 
make our employes feel like 
worthy, dignified and appreciated 
human beings, of genuine and con- 
structive value to our organiza- 
tion. 

Our objective is to be not the 
biggest but the best dealership in 
our area. 


GM Names Seth Stoner 
To New Departure 


A PPOINTMENT of Seth H. Stoner 
as general manager of the New 
Departure Division of General Mo- 
tors has been announced by Presi- 
dent Harlow H. Curtice. He suc- 
ceeds Pau] W. Rhame, who retired 
after 34 years with the corpora- 
tion. 

Stoner joined General Motors in 
1929 in the Research Laboratories 
Division. He went with the New 
Departure Division in 1935, was 
named general works manager in 
May 1951 and chief engineer in 
August 1956. 


Barbee Buys Nationwide Sales 


Barbee Co. of Louisville, Ky., 
has acquired the business and 
patents of the Nationwide Sales 
Corp. of St. Cloud, Minn., manu- 
facturers of a radiator positioner. 
Manufacturing facilities will be 
transferred to Louisville, where all 
orders for new equipment, parts 
and service will be furnished by 
the new owners. 





4 


¢ LECTAMR... 





SOUTHERN AUTOMOTIVE JOURNAL for Axsgust 1957 Want more facts? Use Reader Service Card Page 98 








Jobber News 
(Continued from page 43) 





Semi-Annual Meetings 
Ended by Alabamians 


) E porsare have voted to elimi- 
nate the previous plan of hold- 
ing semi-annual conventions of the 
Automotive Wholesalers’ Associa- 
tion of Alabama and have set June 
16-17 at Birmingham for the next 
convention. 

The meeting will be for mem- 
bers only. The spring convention 
at Mobile two months ago was 
thrown open to alli interested par- 
ties, especially factory representa- 
tives, but a disappointingly small 
number showed up. 

The directors approved the an- 
nual-meeting plan, since the dis- 
trict meetings which are being 
held over the state have lessened 
what association officials felt was a 
need for meeting any oftener than 
once a year in a state-wide session. 

D. B. Jones of Opelika is the re- 
elected president of the association 
and John W. Rooney is executive 
secretary. 


Salsbury Names Sutton 


Appointment of Robert G. Sut- 
ton as sales manager of its Tire- 
master Division has been an- 
nounced by the Salsbury Corp. of 
Los Angeles. Sutton was formerly 
sales manager for the J. H. Bender 
Equipment Co. of South Gate, 
Calif., and Birmingham, Ala. 


A change of ownership has been 
announced by K-D Mfg. Co., 
Lancaster, Pa. Founders Martin C. 
Dellinger and Harry W. Kulp have 
sold the operation to George W. 
Marshall, Jr., who at one time was 
associated with the U. S. Asbestos 
Co., and later with Raybestos- 
Manhattan, Inc. Marshall was 
vice-president of the latter com- 
pany from 1951 until last Feb. 1. 
Pictured are (l. to r.): Marshall, 
Dellinger and Kulp. 


Sealed Power to Add 
Distribution Center 


LANS to erect a 70,000-square- 

foot distribution center in La 
Grange, Ind., have been announced 
by Sealed Power Corp.’s President 
Paul C. Johnson. 

Estimated to cost $500,000, the 
new distribution center will be a 
one-story building of modern con- 
struction and will furnish nearly 
50% more area than is presently 
available for the warehouse opera- 
tion in the company’s two-story 
building at Muskegon, Mich. Com- 
pletion of the building is scheduled 
for the end of the year. Approxi- 
mately 80 to 90 people will be em- 
ployed at the La Grange center. 

The new facility will handle the 
distribution of all of the company’s 
replacement products to its 22 re- 
gional distribution branches 
throughout the United States. The 
replacement warehousing opera- 
tions currently located at the 
Muskegon plant will be moved. 


NSPA Adds 40 Members, 
Seven from the South 


5, gomrens Standard Parts As- 
sociation at its mid-year meet- 
ing approved 40 additional mem- 
bers, including seven southern and 
southwestern wholesalers, bring- 
ing the association’s membership 
to an all-time high, Executive 
Vice-President J. L. Wiggins re- 
ported. 

Four new members from Texas 
are Grand Auto Parts Co., Paris; 
Jack’s Auto Parts, Fort Worth; Mc- 
Kissack Auto Supply Co., Lub- 
bock, and Wood Tire & Supply, 
Huntersville. Others are Davis 
Auto Parts, Prichard, Ala.; Genu- 
ine Parts, Inc., Melbourne, Fla., 
and Willo Battery & Parts Co., 
Jacksonville, Fla. 


Champion Promotes 
Three Field Men 


| Besant ons Spark Plug Co. has 
announced promotions of three 
field representatives in its west- 
ern and central sales zones: 

Wilbur J. Wells of Los Angeles, 
Calif., district sales manager for 
the western sales zone, including 
New Mexico and the El Paso area 
in Texas. 

Floyd L. Padgett, Kirkwood, 
Mo., formerly territory represent- 
ative for the St. Louis area, now 
district sales manager of the cen- 
tral sales zone, which includes 
eastern Missouri. Charles W. Pen- 
zel succeeded Padgett in St. Louis. 


AWOT Director Foresees 
Biggest Conference 


R APIDLY vanishing booth space 
among manufacturers is a 
sure sign that the 1957 convention 
of the Automotive Wholesalers of 
Texas, set for the Hilton Hotel at 
San Antonio Oct. 17-18, has caught 
on as never before. 

So commented AWOT Executive 
Director G. C. Morris, emphasizing 
that, of 90 available booths for the 
meeting, 34 had been reserved by 
mid-July. 

“This time last year,” he pointed 
out, “not one booth had yet been 
taken, and this is a clear indica- 
tion to us that manufacturers see 
the values in the wholesaler-man- 
ufacturer conference idea, partic- 
ularly on the state-wide level.” 

More than 500 wholesalers are 
expected at the convention to elect 
officers, hear annual standing com- 
mittee reports, receive informa- 
tion from field experts, and to ex- 
change ideas on how to improve 
their businesses. Social activities 
will include a dinner-dance and 
a sightseeing tour of the city’s his- 
torical spots. 


Birmingham of Auto-Lite 
Dies in Toledo at 62 


ee M. Birmingham, 62, 
sales administration manager 
for the replacement sales division 
of The Electric Auto-Lite Co., died 
recently at his home in Toledo, O. 

Joining Auto-Lite in 1941 in 
Peoria, Ill., as district sales man- 
ager, Birmingham was subsequent- 
ly transferred to Des Moines, At- 
lanta and Chicago as district man- 
ager. In January 1951 he was 
named assistant sales manager of 
the battery division and in 1955 
to his most recent post. 


Missourian Wins Thor Contest 


T. E. Vocker of Ferguson, Mo., 
was named first-place winner in 
Thor Power Tool Co.’s nationwide 
competition to select the “man of 
the month” among its salesmen. 
Vocker led more than 200 sales- 
men in winning the April selec- 
tions as a result of outstanding 
sales achievements in the St. Louis 
area. 


Magnolia, Ark., Firm Moves 


Voss-Hutton-Barbee Co., Mag- 
nolia, Ark., branch of the same 
company in Little Rock, has moved 
to a new building at 520 South 
Jackson Street. 
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White Yields Directorship 
Of Southwest Show 


fae White has resigned as a di- 
rector of the Southwest Au- 
tomotive Show and Bill M. Mon- 
crief of Dallas, representing Wag- 
ner Electric Corp., has been ap- 
pointed to fill the vacancy. This 
action was taken by the show 
board at its recent meeting. 

The Whites — Dick and Helen, 
formerly Helen Bumpus — decid- 
ed it would be good judgment for 
only one member of the family 
to be closely connected with the 
show. Helen, although now only 
working part time on show busi- 
ness pending the next show in ’59, 
expects to be back on the job full 
time as secretary — and manager 
under supervision of an executive 
committee — for the ’59 event. 

Meanwhile her husband has re- 
linquished the lines he pushed as 
a manufacturers’ representative 
and is now representing Salsbury 
Corp. in four southwestern states. 
Salsbury was formerly represented 
by the late Joe Copeland. 


Walker Marketing Assigns 
District Managers 


— of two district sales 
managers to new areas in the 
South and Southwest and appoint- 
ment of a new district manager for 
its northwestern district have been 
announced by Walker Marketing 
Corp., Racine, Wis. 

Jack Schuler, formerly north- 
western district manager, has been 
transferred to the company’s In- 
diana, Ohio and Kentucky areas 
with headquarters in Columbus, 
O. He replaces Sam Carroll, who 
has been transferred to Dallas, 
Texas, to manage the company’s 
southwestern district. 

Fred Rynearson, formerly Hous- 
ton, Texas, territory manager, has 
been named northwestern district 
manager, succeeding Jack Schuler. 


AP Parts Appoints 
John M. Wilburn 


OHN M. Wilburn has been ap- 

pointed manager of a newly- 
created territory covering Kansas 
and western Missouri for The AP 
Parts Corp., Sales Manager H. C. 
“Skip” Stivers announced. 

Wilburn, who will headquarter 
in Kansas City, was for the past 
ten years a jobber salesman for 
Baylor Albin Auto Supply, Auto- 
motive, Inc., and Warehouse Serv- 
ice Co., all of Oklahoma City. 
(More Jobber News on page 120) 
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There’s no substitute 

for the right plier when 

you need it. And Proto’s 

big line gives you exactly 
the pliers you need—standard 
types, slip-joint, midgets, side 
cutters, end nippers and 
many special-purpose types. 
All are precision-designed, 
rugged, made of fine steels. 
Comfortable, positive-grip 
handles give you a good 
“feel” and provide powerful 
leverage. Choose the pliers 
you need at your Proto 
dealer. Send 10¢ for 84 page 
catalog describing entire 
line to Proto Tool Company, 
2209 Santa Fe Ave., 

Los Angeles 54, Calif. 
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brands of brake fluid...” 


Wagner Lockheed 
BRAKE FLUID 


is better because it’s balanced! 









YOU GAIN—and your customers gain—when you supply 
genuine Wagner Lockheed Brake Fluid ...There’s none 
better... None safer. 











This top-quality fluid surpasses S.A.E.* specifications. It is 
compounded of the finest ingredients, and it is chemically 






balanced to permit it to withstand sub-zero temperatures 






without solidifying ...to withstand extreme heat (gen- 
erated from high-speed stops and hard usage) without 







gassing. 






Also, because it is properly balanced chemically—Wagner 
Lockheed Brake Fluid does not cause formation of gummy 
residue, swelling of rubber parts, or cause corrosion of 








metal parts in the system...It does absorb a necessary 






amount of moisture, and does function properly under all 






operating conditions. 






Wagner Lockheed Fluids answer all service needs. 21-B 
is for trucks, buses and cars where heavy-duty type fluid 
is recommended or required by state law. When ordering, 
specify genuine Wagner Lockheed—the brand that has YOU can depend upon Wagner Guality because Wagner Prod- 

‘ as e ucts are used as original equipment by car, bus, truck and trailer 
been the leader for 33 consecutive years... Available in manufacturers. 


12 oz., quart, gallon, 5 gallon, and 54 gallon containers, = CLIP and MAIL COUPON for details, and for FREE copy of val- 
vable Bulletin HU-411 on Hydraulic Brake Servicing. 
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Newly-elected officers of the Automotive Advertisers Council are (1. to 
r.): M. Robert Wolfson, Maremont Automotive Products, Inc., corre- 
sponding secretary; Frank F. Schuhle, General Electric Co., Miniature 
Lamp Dept., vice-president; R. K. McConnell, Federal-Mogul-Bower, 
president; Lester C. Dobrunz, Wagner Electric Corp., treasurer, and 
Albert Joseph, The AP Parts Corp., who is the recording secretary. 





Jobber News 
(Continued from page 117) 





Motor Supply Appoints Walsh 


The Motor Supply Co., Savan- 
nah, Ga., has appointed John J. 
Walsh general manager, according 
to President George D. Snook. 
Walsh, who succeeds Snook as gen- 
eral manager, began work with 
the company in 1937 as an inven- 
tory clerk, progressing to buyer, 
purchasing agent and store man- 
ager. Snook will remain president 
of the firm but will reside in the 
future in Newport Beach, Calif., 
where he will open a_ business 
management practice and also deal 
in real estate. 


Allied Precision Picks Cherry 


Allied Precision Products of 
Dunedin, Fla., has appointed J. 
McEwen Cherry Co. of Nashville, 
Tenn., its southeastern representa- 
tive, according to B. Leo Wilson, 
sales director. 


Texas Firm Changes Ownership 


The Motor Supply Co. of 
Harlingen, Texas, an affiliate of 
Corpus Christi Hardware, has been 
purchased by Bill Gray, former 
store manager now operating it as 
owner. 


McNutt & Burks, Inc., Knox- 
ville, Tenn., has been appointed 
distributor in that area for Mals- 
bary steam cleaners, President 
George W. Kinnie announced. 


Oklahoman Opens Second Unit 


A second H&H Auto Supply 
store has been opened in Okla- 
homa City, Okla., by Whitey and 
Don Hampton, father and son own- 
ers. The air-conditioned establish- 
ment, to be known as the “North- 
west Store,” is located at 3420 
North May. The original “South- 
east Store” is located at 501 S. E. 
29th. 


Grey-Rock Appoints Sassaman 


Edward L. Sassaman, who has 
represented Grey-Rock Division of 
Raybestos-Manhattan, Inc., in the 
Baltimore and Washington areas 
for the past 11 years, has been ap- 
pointed district manager of the 
company’s central Atlantic region, 
which includes Delaware, Mary- 
land and the District of Columbia. 


Pilkington Names Bennett 


R. B. Pilkington, manufacturers’ 
representative of Jacksonville, 
Fla., has appointed Car] E, Ben- 
nett to cover the northern half of 
Georgia, northwestern one-third 
of South Carolina, western North 
Carolina, the extreme western part 
of Virginia and eastern Tennessee. 
Bennett will headquarter in At- 
lanta. 


Commercial Solvents Expands 


Commercial Solvents Corp. an- 
nounced last month the opening of 
a Mid-Atlantic sales office with 
headquarters at 196-202 Blanchard 
St., Newark, N. J. Territory served 
by this office will include Mary- 
land, Delaware, District of Colum- 
bia, Virginia and North Carolina, 
company officials said at the time 
they were announcing the new of- 
fice. 


Arkadelphian Gets New Store 


Auto Parts and Supply Co. of 
Arkadelphia, Ark., is occupying a 
new building at Sixth and Clay 
Streets. 


Bill Trippe has been promoted 
from the inside sales staff to out- 
side salesman to cover the country 
territory of Car Parts Depot, Inc., 
El Paso, Texas, according to Gen- 
eral Sales Manager Jim Odell of 
the firm. 

Du Mort EnginScope has been 
added to the line of Womwell Au- 
tomotive Parts, Lexington, Ky., ac- 
cording to Purchasing Agent Paul 
W. Shaw. 


The Riggs brothers of West Palm Beach, Fla., visited on the stage of 
Auto-Lite’s “traveling theater” recently following the company’s un- 
usual presentation in Atlanta. Paul Riggs (left) and John Riggs (second 
from right) look on as M. H. “Max” Smith, Auto-Lite executive, adlibs 
few lines in his talk. Auto-Lite’s J. W. Mastenbrook is shown at right. 
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McQuay-Norris Expands 
Service Facilities 


CQUISITION of a 100,000-square- 

foot, one-story building on 
four and two-thirds acres of land 
in St. Louis, to be used as a na- 
tional central warehouse, has 
been announced by McQuay-Norris 
Mfg. Co. 

The new facility, together with 
the opening of additional factory 
branches in strategic cities and the 
enlargement of present branch 
warehouses, will carry out the 
company’s plan to make available 
larger stocks for replacement parts 
requirements with faster and more 
efficient service, company officials 
said. 


Pit-Bar Appoints Two 
In South, Southeast 


IT-BaR Mfg. Co. of Los Angeles, 

Calif., has appointed two firms 
in the South and Southeast as 
representatives for its line of 
lambswool cleaning, washing and 
buffing accessories. 

Jan Major Co., Memphis, Tenn., 
will represent the company in 
Alabama, Tennessee and Ken- 
tucky, while Wm. S. Kneavel & 
Associates, Baltimore, Md., and its 
affiliate warehouse, Mid-lantic 
Auto, Inc., also of Baltimore, will 
represent in Delaware, Maryland, 
Washington, D. C., Virginia, West 
Virginia and the Carolinas. 


White Dies in Birmingham 


Walter Scott White, 73, founder 
and president of Walter S. White 
Auto Parts Co., Birmingham, Ala., 
died recently after a short illness. 
White had lived in Birmingham 
the past 35 years. For ten years he 
was associated with Southern Cot- 
ton Oil Co. before founding his 
own company, from which he re- 
tired about a year ago. 


Oklahoman Named by Du Mont 


The Llew Keller Co., Oklahoma 
City, Okla., has been named to 
represent Allen B. Du Mont Lab- 
oratories, Inc., in Oklahoma, east- 
ern Texas, Arkansas and Louisi- 
ana. This area was formerly cov- 
ered by the L. D. Tuttle Co. of 
Dallas, Texas. 


“We have recently rented addi- 
tional warehouse space at 200 
South 22nd _ St.,” announced 
George P. Rogers, president of 
Walter S. White Auto Parts, Inc., 
Birmingham, Ala. 


BUILDINGS 
for garages, shops, storage 


IMMEDIATE ERECTION - AMAZINGLY LOW COST 


DixisTEEL Burtpincs are planned to suit your specific needs. 
Virtually any length, width, or sidewall height can be obtained 
from standard units. Rigid-frame, clear-span, post-free construc- 
tion. A full variety of accessories available. You can own a 
DixisTEEL Building for as low as $1.50 per square foot. 


TYPICAL OF THE WIDE VARIETY AVAILABLE 





GARAGE 


This 60’ x 80’ insulated build- 
ing is ideal for general re- 
pairs and service. Rear en- 
trance is large enough for 
tractor-trailer unit to enter. 
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REPAIR SHOP 


This clear-span 40’ x 60’ 
building has three bays, each 
with roll-up door. Overhead 
crane easily installed. No pil- 
lars or obstructions. 











TRUCK DEPOT 


This 50’ x 120’ building is de- 
signed with canopy and load- 
ing platforms on both sides 
Office space provided in front. 
Maximum usable space. 











FREE ESTIMATES—NO OBLIGATION 


STEEL BUILDING DIVISION 


Atlantic Steel Company 


P.O. BOX 1714 + ATLANTA 1, GEORGIA® TRinity 5-3441 
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87% List Higher Volume for 1957; 
Delivery Costs Continue to Climb 


NCREASING sales volume con- 

tinues to help wholesalers over 
the South and Southwest to meet 
the rising overhead. 

Answers to a questionnaire 
mailed to 350 firms showed 87% 
with higher sales for the first six 
menths ef this year as compared 
with the same period of 1956, and 
the manager of one well-known 
Alabama company said that while 
his sales were up 712%, “I believe 
that we will do even better the last 
half. Business looks real good from 
here.” 

Ten per cent reported the same 
volume as last year, while three 
per cent listed a downturn. 

The increases generally ranged 
around 0%, although there was 
a sprinkling of reports of 20 to 
25% rises over the same period of 
last year. 

A prominent wholesaler in west- 
ern Texas said he was “increasing 
sales to proportionally handle in- 
creased expenses, so as to main- 
tain a balanced net profit.” 


A Reader Su 


Like some others, he complained 
of growing delivery costs. 

“Delivery service is becoming 
an increasing problem’ with 
heavier traffic congestion,” he 
said. 

A Birmingham, Ala., executive 
commented: 

“The delivery problem. still 
seems to be our greatest problem. 
We have also noticed that some 
collections are slowing up.” 

The 20% climb in sales for a 
firm in northern Florida was at- 
tributed to the addition of new 
programs, 

A St. Louis, Mo., company was 
among those experiencing a rise of 
25% in volume. 

A Virginian with an increase of 
nine per cent added: 


“January through April 1957 
showed a much higher percentage 
of increase over the cerrespending 
months in 1956 than did May and 
June.” 

A South Carolinian whose vol- 
ume was down 142% commented: 

“Our biggest problems are price- 
cutting on spark plugs and 
premiums. I better not say what 
I think of both.” 


UMS Assigns Sam Archer 


United Motors Service Division 
of General Motors has named Sam 
W. Archer assistant general sales 
manager-merchandising to succeed 
S. A. Orr, who resigned to enter 
private business. Archer joined 
GM’s Delco Radio Division in 1930 
and prior to his present appoint- 
ment was assistant operations di- 
rector with UMS. He is succeeded 
by G. Scott Foster. 


Charlie Cook has returned to 
Texas from Phoenix, Ariz., after 
two years and has joined the 
Wadel-Connally Co. of Tyler. Cook 
operated the Motor Supply Co. in 
Oak Cliff, Dallas, for many years 
and sold to Beard and Stone when 
he left for Arizona. 





COLWUE 


mountain climbing . . . in nature’s most 
scenic setting. Invigorating climate, 
crisp, cool nights. Choice of excellent 
hotel accommodations or secluded rustic 
cottages. 


AMERICAN PLAN —REASONABLE RATES 


High in the majestic mountains of Vir- 
ginia, Hotel Mountain Lake provides the 
ultimate in vacation pleasures. A crystal 
clear lake for fishing, swimming, boating. 

. horseback riding, golfing, tennis, 








* Open June ist thru Sept. 15th 
Write to Hotel 


MOUNTAIN LAKE 


Mountain Lake, Virginia 





OFFICES: 
New York 


wood; Dallas—the Baker and the 
\Travis; El Paso—the Cortez; Gal- 
veston — the Buccaneer, Galvez, 
Seahorse, Jean Lafitte and Coro- 
nado Court; Laredo — the Plaza; 
Lubbock — the Lubbock; Marlin — 
the Falls; San Angelo—the Cac- 
tus; San Antonio—the Menger and 
) the Angeles Courts. VIRGINIA: 
Mountain Lake — the Mountain 
Lake; Nerfolk—the Monticello. 


ALABAMA: Mobile—the Admiral 


ae Bi 


AFFILIATED 
HOTELS 


AIR CONDITIONED 
TELEVISION 
RADIOS 


.. Circle 7-6940 
Chicago... MOhawk 4-5100 
Mexico City.... 46-98-92 
Washington....EXecutive 3-6481 4 

_ Cleveland. ....PRospect 1-7827 

* Galveston.... .SOuthfield 5-8536 


the Paxton. NEW MEXICO: lovis 
—the Clovis. SOUTH CAROLINA: 
Columbia—the Wade Hampton. 

TEXAS: Austin— the Stephen F. 
Austin; Brownwood — the Brown- 


Free Inter Hotel Teletype 
Reservation Service 
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Bied New 
Ss uy) ~G23 aun-@ (.)-SCOPE 


MT-610 
ANAL-(()-SCOPE 


PATENT NOS. 2.450.164; 2.467.070: 2.487,071 


with exclusive, easy-to-read trace pattern 


Now you can parade engine troubles right be- 
fore your eyes — and understand them just as 
easily — with the new Snap-on Anat-(i)-Score. 
This electronic engine analyzer or oscilloscope has 
an extremely easy-to-understand trace pattern — 


. Dwell or cam angle 


. Distributor wear 


one any mechanic can understand and use with 
brief instruction. The ANAL-(i)-ScoPE has more 
experience behind it than any other make — ex- 
perience dating back to World War II equipment. 
It provides instantaneous, complete analysis of: 


. Primary circuit leakage 9. Secondary circuit insulation 


. Spark plug action 11. Valve action 


5 

. Breaker point operation 6. Primary circuit resistance 10. Ignition reserve 
7 
8 


. Condenser action 


. Secondary circuit resistance 


Features that put the ANAL-(1)-ScoPE way ahead 


@ Exclusive, patented ignition reserve test — 
shows difference between carburetor and ig- 
nition trouble — lets you do in shop what 
others must do on road test. 

@ Operates on 110 volts or off car battery 
— needs no power pack. 

@ Amplifies both horizontally or vertically. 

@ Big 5-inch tube. 


@ Shows complete firing cycle of any single 
cylinder, ali 4, 6 or 8 at once, or parades 
one after the other. 


@ Handles 6, 12, 24-volt systems. 
@ Lightweight and portable. 


@ Complete with power timing light and full 
set of spark plug adaptors at no extra cost. 


Available approximately November 1. 


| Swen. Tea Ye. 


SS GF: .& & Bio 


oS INE NEP-OM POOLS 


8052-H 28th Avenue e acuiane a 
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ips Tops the Hundred-Mar 


Top: The Walter Tips Co. of Austin, Texas, claims to be the first 
American firm to serve the automotive aftermarket through a warehouse 
distribution operation, as well as the first company to introduce a selling 
technique which became the aftermarket vogue 40 years later. In an 
industrial area, the company has three warehouses which provide 
120,000 square feet of floor space for stock which runs to 35,000 different 
items. It operates its own delivery truck fleet and employs 27 outside 
salesmen. Center: While Tips salesmen serve accounts within a 600-mile 
radius of Austin, the sales center serves local customers. Above: These 
stock selectors consult with the automotive warehouses supervisor 
to make sure that all orders are shipped promptly and correctly. 


124 


By Baron Creager 
Southwestern Editor 


we claims to being first in 
America to establish a ware- 
house distribution operation for 
serving the automotive after- 
market, The Walter Tips Co., 
Austin, Texas, this year observes 
its 100th anniversary of business 
life. 

Not 100 years of automotive dis- 
tribution, naturally. The firm’s 
automotive division was not 
launched until 1915. But in 1857 
the beginning was a small Austin 
hardware store. This grew into 
hardware wholesaling and, in 
1915, with blacksmiths and ma- 
chinists called upon to repair in- 
creasing numbers of horseless car- 
riages, company officers had the 
vision to see a future in the auto- 
motive field. 

This vision was stimulated by 
demand for parts, materials from 
which to fashion parts, tools and 
equipment. And principal sources 
of such supplies were in the North 
and East. So, although probably 
innocent at that time that it was 
introducing a technique that would 
become the aftermarket vogue 
four decades later, Walter Tips be- 
came the first warehouse dis- 
tributor—at least in~ the South- 
west. 

Today the company’s automotive 
trade territory—bigger than its 
hardware territory—has a_ 600- 
mile radius, extending from Beau- 
mont in southeastern Texas to 
Midland and Lubbock in western 
Texas and going deep into the toe 
of southern Texas. 

The company enjoys other un- 
usual distinctions. It was definitely 
a pioneer, too, in the field of em- 
ploye incentive. A modification of 
the incentive plan now in opera- 
tion was launched in 1883. Today’s 
version makes it possible for many 
of the 127 employes to own stock 
in the company. 

However, most of the stock is 
retained by Tips descendants, yet 
it was not Walter Tips, but Ed- 
ward, who opened the small hard- 
ware store on what is still the 
main street of Austin, Congress 
Avenue. Fifteen years after start- 
ing the business, Edward died in 
1872. It was then that Walter Tips 
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and two associates bought the in- 
stitution, and he became sole own- 
er in 1881. When he died in 1911, 
his widow incorporated the busi- 
ness as The Walter Tips Co. 

Three former company presi- 
dents—George J. Groos, Frank W. 
Posey and Dan F. Searight—had 
more than 50 years each of service 
with the company. The incumbent 
president, Carl A. Johnson, started 
as office boy in 1925. 

Formerly located in downtown 
Austin, the company now occupies 
industrial area quarters. Antici- 
pating further growth of both the 
business and the Southwest, the 
firm now owns a 15-acre tract 
south of town which, it is believed, 
will provide adequate space for a 
new plant and another hundred 
years of service. 


Genuine Parts Continues 
Business Expansion 


| genset and saleswise, busi- 
ness was excellent the first six 
months of this year for Genuine 
Parts Co., Atlanta, Ga. “The 
Largest Parts Warehouse in the 
South.” 

Compared with the same period 
of last year, sales climbed from 


$19,699,484 to $22,945,157 and net 
profit was up almost 50% — from 
$422,684 to $610,435, Board Chair- 
man Carlyle Fraser reported to 
stockholders July 25. 

“We expect both sales and prof- 
its to show the same comparative 
increase for the balance of the 
year,” he commented. 

“As of May 1, 1957, we pur- 
chased the NAPA Denver (Colo.) 
warehouse. This acquisition will 
add more than $2,000,000 to our 
sales volume and is on a profitable 
basis.” 


Muffler Sires J Are Sold 


Purchase of Smithy’s Muffler 
Mfg. Corp. and Smithy’s Muffler 
Co., Inc., has been announced by 
Edward S. Sievers, president of 
Leroy Enterprises, Inc. The com- 
panies will be known as Smithy’s 
Mfg. Corp. and Smithy’s Muffler 
Co., Inc. 


Conrad E. Nishoff Succumbs 


Conrad E. Niehoff, president and 
owner of C. E. Niehoff & Co., 
Chicago, died July 4 of a heart at- 
tack while boating on Lake 
Geneva, Wis. 


Walker Mfg. Adds Four 
In Southern Sales 


— of four men in the 
southern field sales organiza- 
tion of Walker Mfg. Co., Racine, 
Wis., has been announced by 
Wayne E. Rapp, vice-president and 
wholesale sales manager. 

Leslie W. Contway, Jr., Okla- 
homa City, Okla., and James May- 
er, Lubbock, Texas, have joined the 
staff of Sam Carroll, southwestern 
district manager, while William R. 
J. Duke, Lake Charles, La., and 
Robert M. Dale, Jackson, Miss., 
have been added to the staff of 
Ben T. Martin, south central dis- 
trict manager. 


MEWA Sets Convention 


The annual convention of Motor 
and Equipment Wholesalers Asso- 
ciation will be held Feb. 18 and i9 
at the Statler Hotel in Los An- 
geles, Calif., just preceding the 
Pacific Automotive Show, MEWA 
General Manager B. W. “Whit” 
Ruark announced. The usual pres- 
ident’s reception will be held on 
the afternoon of the 17th. Jay T. 
Davis of The Motor Parts Co., Cor- 
pus Christi, Texas, is president. 





“Tops tu Everything 
ONVENIENT 


Ideally located in St. Louis, two short 
blocks from the Union Station and in 
the center of the Wholesale District 

. + + Preferred, always by experienced 
travelers because of its outstanding 
edvantages— Every room with 
combination tub and shower .. . and 
circulating ice water. 

Delicious food . . 


LOCUST ST. AT EIGHTEENTH i 


Free Parking 
ST. LOUIS 
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. cheerful service, 
AIR-CONDITIONED ROOMS 


Co., Marlow, Okla. 


A YEAR 
SERVICING 
RADIATORS!” 


‘*My first year | took 
in $12,000. My second 
year $16,000!" 


McRILL AUTO SERVICE 
TWIN FALLS, IDAHO 


MANY MAKE OVER $10,000 A YEAR! ‘‘After 3 months we are doing 

$850 per mo. in radiator work and increasing all the time’’—Robbins Motor 

*‘Now going at rate of $18,000 a year,"’ says Clough, 

Storm Lake, Ia. You, too, can do this well ! 

20,000,000 Radiators Need Servicing Yearly! And with today's engine 

power increased, cooling capacity decreased, radiators will require more ser- 

vice than ever! Get your share of this huge profit potential—now ! 

Inland, the industry's leader, offers equipment, training, Pays-For-Itself 
urchase plan—advertises nationally to attract radiator servicing business to 

falend equipped shops. Mail coupon for Free Book today. 


INLAND MFG. CO. 
1108 Jackson St., Depf, SA-8 Omaha 2, Nebr. 
World's Largest Manufacturer 
of Radiator Servicing Equipment 


“SOLD EXCLUSIVELY BY MAIL” 

2S Se Oe Se os ee 
INLAND MFG. CO., Dept. 5 A-8 1108 Jackson $t., Omaha 2, Nebr. 
Please send new free book, ‘‘Bive Print For Profits." 





Factory school trains you 
or your man quickly: Clean- 
ing, repairing, recoring, 
pricing, everything! FREE 
to Inland customers. 








(PLEASE PRINT) 





ADDRESS. 
city. 


ZONE___STATE 








TITLE 








i 
i 
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i 


if dealer, make of cor sold__ 





Are you now operating a radiator dept.? [] Yes [) Ne 
CR ORD em Re Oe Oe RE Cen RE PR eI me 
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Automotive NEWS BRIEFS 


{Continued from page 13) 





Chrysler Corp. Reports 
Record Earnings 


HRYSLER Corp.’s dollar sales and 
4net earnings in the first six 
months of 1957 were the highest 
for any first-half in company his- 
tory. 

Dollar sales totaling $2,061,047,- 
392 reflected a 44% increase over 
those for the same period last year. 
Consolidated net earnings of the 
company and all wholly-owned 
subsidiaries for the period were 
$89,740,757, equal to $10.28 per 
share, compared with the $2.14 per 
share figure in ’56. 

Passenger-car and truck ship- 
ments in this period totaled 817,- 
501 units, an increase of 38% over 
last year. 

The company’s marketing and 
sales planning was strengthened, 
in the opinion of President L. L. 
Colbert, with establishment re- 
cently of a new central staff of- 
fice of vice-president-corporate 
market planning. The new office 
is responsible for advising with the 
administrative vice-president and 
committee on general marketing 
policies, long-range objectives, 
market trends and the promotion 
and advertising of all Chrysler 
Corp. products. 

The new stamping and assembly 
plants at Twinsburg, Ohio, and 
Newark, Del., respectively, are now 
in operation. 


Wright of Ford Reports 
Booming Wagon Sales 


NE out of every nine cars sold 

so far this year has been a 
station wagon, an estimated 25% 
increase over last year’s wagon 
sales. 

Such was the observation of 
Ford Motor Co. Vice-President J. 
O. Wright, Ford Division general 
manager, who revealed that nearly 
400,000 persons viewed the recent 
Ford Motor station wagon exhibit 
in Detroit and Chicago. At both, 
visitors saw displays of station 
wagons designed for outdoor liv- 
ing. 

Wright said that sale of station 
wagons has steadily increased dur- 
ing postwar years. In 1950, for ex- 
ample, wagons represented 2% of 
total industry sales. During the 
next six years, he said, sales fig- 
ures increased rapidly. 
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Chevrolet's Dealerships 
Show Space Increase 


A PPROXIMATELY ten square 
miles, or an area the size of 
Reno, Nev., would be the space re- 
quired to contain Chevrolet deal- 
ership facilities if put together. 
That is the estimate included in 


a recently-completed report by 
Chevrolet which indicated that, if 
divided proportionately among 
nearly 7,400 dealers, a dealership 
would average approximately 37,- 
500 square feet. 

The 276,000,000-square-foot to- 
tal for 1956 is nearly 14,00,000 
square feet above the 1955 figure. 








Warner's Big 


$12.00 Extra Profit tor 
you on every 48 can 


order of Warner 


Products! 


With every 


4 cases of any 
Warner Product 
or assortment! 


Limited Offer! Expires September 30 


GOOD ON ALL WARNER PRODUCTS: Warner Protector and Water Pump Lubricant 
© Warner Block Repair © Warner Radiator Dry Cleaner © Warner Radiator Liquid 
Cleaner © Warner Liquid Solder © Warner Speed Flush. 
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Virginia Dealer Program to Include 
Address by Texas Dealer President 


ELMO Johnson of Johnson 

Brothers Chevrolet Co., Dal- 
las, president of the Texas Auto- 
motive Dealers Association, will be 
a principal speaker at the annual 
convention of the Automotive 
Trade Association of Virginia at 
Hotel Roanoke in Roanoke Sept. 
8-10. 


Johnson has been appearing on 
some district meetings of his as- 
sociation to discuss dealer profit 
operations and how to calculate 
true costs and profits. 

The program will include the 
popular lay church service Sunday 
morning, Sept. 8, led by Attorney 
General J. Lindsey Almond, Jr., of 





Fall Deal!! 


—_—— — 
= — 


\ 


2 Extra Sales per \ 
Anti-freeze Customer! } 


Best selling way to prevent 
costly anti-freeze waste! 


Whe — 


e Speed Flush 
i Zelellehie) as 


n them re 


# Plug possible cracks 


relate Mm (-to] 45 


—— 


To build sales... sell the best! 


PAR RE we Products for the 


Automotive Cooling System 
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WARNER- PATTERSON 
COMPANY 

920 S. Michigan Ave. 
Chicago 5 





the commonwealth of Virginia. 

Breakfast meetings of the Young 
Automotive Managers and the 
Automotive Old Timers will be 
held. John Williamson of the John 
Williamson Co., sales consultants, 
Birmingham, Ala., will address the 
YAM breakfast. 

The Monday luncheon for men 
only will be speakerless. Golf and 
workshep are on the Monday 
afternoon program. The banquet 
speaker that night will be Warren 
Foster of The Coca-Cola Co., fol- 
lowed by an open house party 
staged by Universal Underwriters 
and featuring Sammy Kaye and his 
orchestra. A midnight “breakfast” 
will climax the festivities of that 
day. 

The Old Timers breakfast, with 
participants including that veter- 
an, Tom Frost of Warrenton, will 
be Tuesday morning. 

A few other details had not been 
concluded at press-time, including 
another principal speaker. 

John C. Swanson of Danville is 
president of ATAV. Vice-presi- 
dents are J. R. Chapman of Rich- 
mond, C. B. Mason of Portsmouth 
and Harold E. Erwin of Fairfax. 
Charles B. McFee, Jr., is execu- 
tive vice-president. 


Designer C. B. King 
Dies in Rye, N. Y. 


(yer Brady King, credited 
with designing and driving the 
first automobile in Detroit 61 years 
ago, died recently at his home in 
Rye, N. Y., at 89. 

King’s first car, powered by a 
four-cylinder gasoline engine, was 
completed at John Lauer’s ma- 
chine shop on March 6, 1896, and 
driven down Detroit’s Woodward 
Ave. Other “firsts” attributed to 
King include the pneumatic ham- 
mer, the cantilever spring, left- 
hand steering and running boards. 


Allison Dies in Lake City 


Carl L. Allison of Sanders-Alli- 
son Motor Co. (Dodge-Plymouth) 
died last month in Lake City, Fa. 
A new-car dealer for over 20 years, 
Allison had originally been a Ford 
dealer. 


Atlanta SAE Hears Moore 


The Atlanta (Ga.) Fleet Super- 
intendents Association last month 
heard L. W. “Izzy” Moore of Mack 
Trucks speak en “Features of 
Preventive Maintenance on Diesel 
Engines.” 


Want more facts? Use Reader Service Card Page 98 





U-C Managers Elect 
Blundell of Texas 


oM Blundell of Fort Worth, 

Texas, has been elected presi- 
dent of the newly-organized Inde- 
pendent Automotive Association 
Managers. Blundell is general 
manager of the Texas Independent 
Automobile Dealers Association. 

Other IAAM officers are these 
state executive secretaries: Arch 
Livingston of Florida and Miles 
Elliott of Georgia, vice-presidents; 
Charles Barbee of North Carolina, 
secretary, and James Martin of 
Alabama, treasurer. 

Blundell has been manager of 
the Texas association since 1953, 
having previously been secretary- 
treasurer, vice-president and pres- 
ident. For 25 years he was an au- 
tomobile dealer in Dallas. 


Chevrolet Assigns Olsen 


C. E, Olsen has been designated 
Charlotte, N. C., wholesale zone 
manager by Chevrolet, to succeed 
P. E, Miller, who has retired. With 
Chevrolet since 1928, Olsen was 
most recently Salt Lake City zone 
manager and earlier worked in the 
Oklahoma City and Houston of- 
fices of Chevrolet. 


Ford Dealer Roach 
Dies at Houston 


ACK Roach, Sr., 64, Houston, 

Texas, Ford dealer since 1929, 
died of a heart attack July 19. He 
was a native of Alabama and a 
University of Alabama graduate. 

Roach began his career as a Ford 
dealer in North Little Rock, Ark., 
in 1921. He ranked as one of the 
world’s foremost big game hunters, 
a member of the two most select 
hunting societies in the world — 
the Adventurers Club and the Shi- 
kar Safari Club. 


Mack Trucks Names Mays 


E. L. Mays has been appointed 
Washington, D. C., branch man- 
ager of Mack Trucks, Inc. Mays 
succeeds Forbes T. Milliken, who 
now heads up the Portland, Ore., 
branch. Mays was manager of Reo 
Motors at Richmond, Va., before 
joining Mack. 


Oakite Products Hires Two 


Oakite Products, Inc., has ap- 
pointed two new representatives 
in North Carolina — James E. 
Davenport in Rocky Mount and S. 
Hampton Coleman in Asheville. 


Annual Net Sales Jump 10% 
For Black & Decker 


ONSOLIDATED net sales of The 

Black & Decker Mfg. Co. for 
its current fiscal year cli..ibed 10% 
above those for the comparable 
period in ’56. 

President Robert D. Black at- 
tributed the increase to “the con- 
tinuing development of new prod- 
ucts and the widespread accept- 
ance of them by industry and the 
consuming public.” 


Chrysler Honors Exner 
With Vice-Presidency 


IRGIL M. Exner, Chrysler 

Corp.’s director of styling, has 
been elected a vice-president. Ex- 
ner created the “Forward Look”’ 
and “Flight Sweep” styling. 

He was head of the Pontiac de- 
sign studio and later chief styling 
engineer with Studebaker before 
joining Chrysler in 1949. 


3-M Opens Branch Office 


Minnesota Mining & Mfg. Co. 
has opened a new branch office 
and warehouse at Cincinnati, Ohio. 
The new building has more than 
47,000 square feet of floor space. 





Get info BIG PROFIT 
“BEAR” ALINEMENT 
<2, BUSINESS 


WITH LOW COST #128 SET 


No matter how small your 
operation, here’s your chance 
to get into big profit alinement 


RAJAH PAT. HAND CRIMPING TOOL 


NOTE—The simplicity of this Tool 
&t strips and also crimps Rajah Terminals to 
Ignition Cable 


Order from your jobber or direct from us. 
Send for circular and prices. 


The Rajah Company, 35 Verona Ave., Newark, N. J. 








Department A-I! 


under the nationally-advertised || Atlanta 8, Georgia 


“BEAR” Sign! The new “Bear” 


#128 set is so simple, so 


accurate and so fast you can | Name 


| 806 Peachtree Street, N. E. 


ARE YOU READING SOMEBODY 
ELSE'S COPY OF SAJ...? 


Why not get your own subscription so you can always be sure of see- 
ing each issue . . . the price is low a 


SOUTHERN AUTOMOTIVE JOURNAL 


it's all good reading. 


oO New Subscription 
[] Renewal 


l Enter my subscription to SOUTHERN AUTOMOTIVE JOURNAL for 3 years. 





easily make hundreds of dollars 


- P.O. 
net Loe during the first year! a io 
An | 





it takes up no more space 


than a small tool board! DON’T | Clty 
DELAY ANY LONGER! Ask your |! Name of Firm 
Jobber for details. Bear Mfg. Co., 
Rock Island, Illinois. 
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New Series "1250” Hypressure Jenny 


Kenny-Ross Chevrolet Service Department 


makes over $3,500 EXTRA PROFIT a year 
From Hypressure JENNY Steam Cleaning 


Mr. Wm. L. Steigerwald 


Service Manager 
Kenny-Ross 
Chevrolet, Inc. 
Pittsburgh, Pa. 


KENNY-ROSS CHEVROLET, 
Pittsburgh, Pa., maintains one of the 
largest volume auto service depart- 


ments in Pennsylvania. Hypressure 
JENNY steam cleaning is an im- 
portant part of their service to cus- 
tomers as well as a labor and money 
saver on repair and service jobs. 
Practically every car or truck that 
comes in for engine overhaul is Hy- 
pressure JENNY steam cleaned as 
part of their thorough service, and 
to reduce the time and labor cost of 


r 


the job. Mr. Steigerwald, Service 
Manager, estimates that his depart- 
ment realizes over $3,500 extra profit 
a year from their steam cleaning op- 
erations. 

JENNY steam cleaning can save 
man-hours and make money for you, 
too. For full particulars without ob- 
MAIL. THE COUPON 


ligation, 


MAIL THIS COUPON TODAY —Sammmel— Pieose send full porticulars on 


HYPRESSURE Eft, 


EY 


STEAM 


[_] Hypressure Jenny 


Nome 


[_] Trade In Allowance [_] Jobber Time Payment Plan 
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... division of HOMESTEAD VALVE MANUFACTURING COMPANY 


P.O. BOX 99 
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Studebaker Scotsman Hits 
"Sell-Out" Stage 


HE 1957 Studebaker Scotsman, 

initially in production May 6 
and introduced to the public May 
28, has reached the “sell-out” 
stage. 

That’s the report of Studebaker- 
Parkard President Harold E. 
Churchill, who pointed out that all 
Scotsman models scheduled for the 
’57 mode] run have been ordered 
by dealers, despite the fact that the 
original schedule was nearly dou- 
bled. 

Said Churchill: “Our - sales 
jumped more than 20% in June 
over the retail deliveries of May; 
our dealers are reporting greater 
profits. This sales growth is con- 
tinuing.” 

He emphasized that sales during 
the first ten days of July, despite 
the prolonged Fourth holiday, were 
the highest for a first of the month 
peried that the company has en- 
joyed since June 1956. 

More than half the cars traded 
in for Scotsman models have 
been competitive makes, and 
three-fifths of these trade-ins 
have represented the most popular 
“Big Three” cars, he said. 

The Scotsman was brought out 
to attract some of the market in 
which economy-minded buyers 
have been interested lately. 


Shreveport Hits High Mark 
In Du Pont Octane Test 


9 paneer rating of premium-grade 
gasoline sold in Shreveport, 
La., earlier last month averaged 
98.7, nearly a full octane above 
that sold in 50 representative cities 
elsewhere in the nation. 

These were figures revealed in 
Du Pont Petroleum Chemical Di- 
vision’s latest quarterly survey, 
which also showed regular-grade 
gasoline octane averaging 90.5 in 
these locations. 

“Super Premium” gasolines, in- 
troduced last year by many major 
marketers to satisfy demands of 
the newest high-compression en- 
gines and reported for the first 
time under Du Pont’s quarterly 
gasoline survey, averaged 101 oc- 
tane numbers and ranged from 
100.1 to 101.8. 

Average octane ratings of pre- 
mium and regular in other south- 
ern cities surveyed were: both Dal- 
las and Fort Worth, 98.5 and 89.0; 
Houston, 98.5 and 90.0; Louisville, 
Ky., 97.7 and 90.9; Norfolk, Va., 
98.5 and 92.6, and Baltimore, Md., 
98.2 and 93.0. 
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Earl McGinty of SAJ 
Dies in Idaho 


ARL Andrew “Mac” McGinty, 
62, western manager of SOUTH- 
ERN AUTOMOTIVE JOURNAL, died 
July 10. He was returning from a 
vacation trip in Canada with his 
family when he was suddenly tak- 
en ill and died at Ashton, Idaho. 
“Mac,” whose territory included 
Detroit, joined W. R. C. Smith 
Publishing Co. in 1930 when it 
acquired Southwestern Automotive 
Journal of Dallas, Texas. He had 
been business manager of the pub- 
lication and when it was merged 
with the Smith company’s South- 
ern Automobile Dealer to form 
SOUTHERN AUTOMOTIVE JOURNAL, 


he moved to Atlanta to become 
business manager of the combined 
journals. Two years later he be- 
came western manager with head- 
quarters at Chicago. 

Commented William J. Rooke, 
chairman of the board of W. R. C. 
Smith Publishing Co.: 

“* ‘Mac’ devoted practically all of 
his business life to the building of 
the automotive industry of the 
South. A gracious, friendly man, 
he had a host of friends through- 
out the automotive field. His con- 
scientious and loyal efforts have 
been an important factor in the 
bringing of SOUTHERN AUTOMO- 
TIVE JOURNAL to its present posi- 
tion in the industry. 

“For the more than a quarter 
of a century of years that he was 
our friend and co-worker, his as- 
sociates are profoundly grateful.” 

Interment was at Fort Smith, 
Ark., where he at one time was ad- 
vertising manager of The Times. 


Studebaker-Packard Issues 
Equipment Directory 


: GIVE dealers greater profit 
opportunity, a truck equipment 
directory listing hundreds of truck- 
equipment dealers and distributors 


has been published by Studebaker- 
Packard Corp. 

Truck Sales Manager Clare 
Hitchcock said that, since the mod- 
ern trend in truck buying is to get 
equipment ready for immediate 
use, dealers can obtain added prof- 
its per truck sale if they will get 
to know reliable dealers and dis- 
tributors of truck equipment. 

“This profit can be made with- 
out any extra investment because 
the equipment suppliers carry the 
stock,” Hitchcock said. 


Stewart-Warner Income 
Tops 28-Year Mark 


ET income of Stewart-Warner 

Corp. for the first six months 
of ’57 has topped the mark for any 
similar period during the past 28 
years. Totaling $3,373,809, income 
was up 6% over the comparable 
period of ’56. 

Sales of  original-equipment 
items to passenger-car manufac- 
turers accounted for 842% of the 
total dollar volume during the 
period and sales to truck manu- 
facturers for 642%. As compared 
with an increase of 342% over the 
first half of ’56 in total cars and 
trucks produced in the United 
States and Canada, Stewart-War- 
ner sales to passenger-car and 
truck manufacturers increased by 
nearly 19%. 

Stockholders were informed that 
the corporation on July 11 con- 
tracted to acquire for cash the 
principal assets of National Gov- 
ernor Co., manufacturer of speed- 
governing devices for truck and in- 
dustrial engines. 


28 Parts Jobbers 
Cited by FTC 


Big enn automotive parts 
jobbers in the South were ac- 
cused by the Federal Trade Com- 
mission July 25 with using their 
group buying organization—Ware- 
house Distributors, Inc., Atlanta, 


Ga.—as a “bookkeeping device” 
for obtaining discriminatory prices. 
The FTC charged that the job- 
bers, through their combined buy- 
ing power, demanded and got 
favored prices in violation of the 
Robinson-Patman Act. 

The commission said that the ef- 
fect of the discrimination might be 
“substantially to destroy or pre- 
vent competition,” since suppliers 
who did not grant preferential 
terms to the jobbers might be re- 
placed by others who did. A hear- 
ing was scheduled for September 
16 in Atlanta. 
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25 YEARS 
of Brake Service 


to the Automotive 
After-Market! 


Initiating production in the early days of Hydraulic Brakes, 

Eis Automotive Corporation has steadily progressed to become the 
largest, solely independent manufacturer of Hydraulic and 
Mechanical Brake Parts, Brake Tools and Brake Fluids. 


Today, Eis Brake Service Products are known and accepted ail over 
the world — wherever cars and trucks are on the go. They have 
earned an enviable reputation for high accuracy, unsurpassed 
quality and consistent reliability. 


Eis is young in years but old in experience. With thanks to the 
entire service industry and with this experience, 
Eis enters its second quarter century of 
operation, secure in the knowledge and 
assurance gained, dedicating itself to serve the 
After-Market Industry with untiring efforts. 


This new Eis Wall Chart, a comprehensive, 
quick-reference catalog in handy hanging 
form, has just been mailed to all service 
stations and repair shops. If you haven’t 
received yours, please write to us for it. 


Write for Catalog 
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Texan Conducts Whirlwind Drive 
For Garage Members in Georgia 


WHIRLWIND drive for members 

during the 30 days preceding 
August 15 has added local units 
of the Independent Garage Own- 
ers of Georgia at Carrollton, Mari- 
etta and Macon, with more antici- 
pated before mid-August. 

Kingpin of the campaign has 
been Byron Albright of Dallas, 
Texas, the southwestern director of 
the Independent Garage Owners of 
America, who earlier had a big 
hand in lifting the Independent 
Garagemen of Texas to a mem- 
bership exceeding 800. 

H. F. “Red” Reagin of Atlania, 
president of the Georgia group, 
joined with Albright in holding 
local meetings, including one at 
Atlanta July 30 which was attend- 
ed by approximately 50 garagemen 
and wholesaler representatives. 

A rally was planned for Albany 
earlier this month, with expecta- 
tions of creating a unit. 

Ralph H. James of Tulsa, Okla., 
executive director of IGOA, spoke 
briefly at the Atlanta session and 
expressed anticipation that mem- 





Master 
Ignition Assortment 


This is the ultimate in Wall Cabinet as- 
sortments. It contains Assembled Contact 
Sets, Condensers, Heavy Duty Sets, Caps, 
Rotors, Brushes, Bushings, Coils, Regula- 
tors, Relays, Switches, etc., a complete 
stock to cover any type of ignition service 
requirement. Service Doors provide extra 
shelf space without increasing length of 
cabinet. If you are looking for the finest 
ignition stock, bined with the tops in 
cabinet convenience — here it is! 
For details on this and other assort- 
ments in the complete Shurhit line, see 
your j or write us for 
Catalog No. SS. 





Shurhit propucts, inc. 
mg Waukegan, Illinois 
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berships would be doubled from 
the present 2,300-plus by the 
year’s end. Indications are that 
Maine will become IGOA’s 25th 
state very shortly and a large 
meeting is expected to be held in 
St. Louis, Mo., possibly next month, 
he reported. 

“We live in a world of bigness,” 
he said. “The big swallow the 
small. When a big part of the 75,- 
000 to 90,000 of us join hands, we 
are no longer small.” 

Albright pointed out that IGOA 
“has no war with the franchised 
dealers or service stations.” Rather, 
he said, those groups, already or- 
ganized, would find the growing 
units of IGOA ready to work with 
them on common problems, par- 
ticularly state legislation. 

Albright is expected soon to aid 
a campaign for more members in 
Oklahoma, James said. 


Turnpike Mileage Hits 2,190 
Major turnpikes in the nation 


today approximate 2,190 miles and, 
for one car driving throughout, 


Lew Ullrich, shown here, man- 
aging director of the Kentucky 
Automobile Dealers Association, 
is the new vice-president of the 
Automotive Trade Association 
Managers. Carl R. Lane of the Con- 
necticut group was named presi- 
dent at the mid-summer meeting 
at Montreal last month and Les 
Sander of Illinois was chosen sec- 
retary-treasurer. 


would cost the driver an estimated 
$31.68 in toll charges. 

So reported the American Au- 
tomobile Association, basing its 
figures on those in its annual di- 
rectory of toll bridges, ferries, do- 
mestic steamship lines and toll 
roads. 


These local meetings were held last month by Florida Automotive 
Wholesalers Association. Attending at Tampa were (l. to r.): T. H. 
Heard, Bob Winn, W. R. McCarley, Charles K. Reaves, Charles H. 
“Chuck” Davis, FAWA executive secretary; Al Jones, Sr., “Dusty” 
Lopez, Sid Jackson, Paul Thompson of Universal Underwriters, Wade 
C. Stephens, who is president of FAWA, and Miss Hilda Dotson. At 
the mid-central-area meeting at Winter Haven (bottom) were (I. to r.): 
in background, Paul E. Thompson, “Chuck” Davis, E. P. Roberts, Richard 
Hewitt of Corporate Group Service, Orlando; John Howell, Wm. F. 
Boyte, Jr., Jack Tanner, Jr.; in immediate foreground (Il. to r.): H. S. 
Foreman, Ralph Foreman, James Doerr and J. J. Mann. 
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Arkansan Presents Course 
To Memphis Buick Group 


DEALER adaptation of his 

business course for garages 
was recently presented by Frank 
O. Bregnard, president of Auto 
Mechanics Institute, Hot Springs, 
Ark., to Buick Memphis zone deal- 
er personnel at the Memphis GM 
Training Center. 

As a part of the program, Breg- 
nard conducted operational sur- 
veys of the service departments at 
Joe Schaeffer’s Bluff City Buick 
and Charles Reed’s Buick, both of 
Memphis. Zone Manager Frank J. 
Hays arranged for the training 
sessions. 

Owners, service managers and 
service advisors in attendance 
were Charles Reed, Troy E. Castle- 
berry, Lewis E. Mosely, Paul J. 
Redmond, Harry W. Halliburton, 
Sam Trabue, John H. Albright and 
Boyd Priest of Charles Reed 
Buick; Allen H. Hilzheim, A. C. 
Huebner, W. W. Vincent, C. W. 
Holley, Lee Duke and John T. 
































Maynard of Fowler Buick, Jack- 
son, Miss.; Milton Guin and J. F. 
Wheeler of Chalmers Buick Co., 
West Memphis, Ark. 







Pappas of Bluff City Buick; Lewis Schaeffer to Succeed Lawson 





Mrs. America of 1958, Mrs. Linwood Findley of Arlington, Va., accepts 
a replica of the 1957 model car she won in a nationwide contest 
in which she emerged as America’s No. 1 housewife from J. B. 
Wagstaff (left), vice-president of De Soto Division, Chrysler Corp., at a 
luncheon at a hotel in Washington, D. C., last month. At the event, 
Senator Charles E. Potter (R-Mich.) (right) presented Wagstaff with a 
Treasury Department citation for De Soto’s “Patriotic Service to Com- 
munity and Nation” in supporting the United States Savings Bond drive. 


Oldsmobile-Pontiac Assembly Di- 
vision, has been appointed produc- 

Edwin H. Schaeffer, former di- tion manager of the B-O-P plant 
rector of work standards in De- at Atlanta, Ga. Schaeffer succeeds 
troit for General Motors’ Buick- Gordon W. Lawson. 








GUARANTEED 


LAKE 


CELLULAR-TUBULAR 
RADIATOR CORES 







Our New Core Catalog includes latest models 


LAKE AUTO RADIATOR 




















BLITZ 
BATTERY CHARGERS 


Are Money Makers For Any Shop 


because they are priced right and 
fully guaranteed. 


A complete line of chargers. 
6 & 12 Volts. Fast & Slow 


Battery Wheeler Trickle Chargers 
Battery Charging Stands 

Jumpers Warning Signals 
Battery Carriers Emergency Starting 
Battery Power Units Cables 


Write today for new catalog, 
prices end details. 


BLITZ ELECTRIC CO.., Inc. 
5712 Wentworth Ave., 
CHICAGO 21, ILL. 
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FAMILY 
RATES 


No Charge 
for Children 
12 and Under 


Acclaimed 


DETROIT’S 
best... 


One of the country’s most popular 


roe LULLER 














800 ROOMS 
-» featuring convenience, comfort, WITH BATH 
quality! A cosmopolitan atmosphere in 
home-like setting. In the center of all from $4 
gaa activities. Newly decorated. 

tra modern, confortable guest rooms... 

excellent food at moderate prices in GARAGE and 
our modern coffee shop and cafeteria. PARKING LOT 


Radio and Television in room. 
Air Conditioned rooms in season. 












Those High Altitudes of New Mexico 
May Be Suicidal to Unwary Motorists 


EW Mexico’s scenic high alti- 
tudes often make happy mo- 
torists. On the other hand, they 
are just as apt to make dead ones. 
That was a recent observation 
by New Mexico’s State Police 
Chief Joe Roach, whose patrolled 
highways during July saw more 
fatal traffic accidents than at al- 


most anytime in history. 

Commented Roach: “New Mex- 
ico’s altitudes are undoubtedly 
much higher than those to which 
you and your car are accustomed. 
Remember that fact, and you may 
save yourself — and possibly some 
other motorist — from grief and 
disaster.” 





HEAVY-DUTY 
CAP SCREWS for 


*% 


the HEAVY-WEIGHTS... 


CAP SCREWS 


When the going gets rough, road building equipment “takes 
it” better and longer if it’s fastened and fortified with Lamson 


1038 High-Tensile Cap Screws. 


Bulldozers, trenchers, tractors, scrapers and power shovels 
need the extra strength and holding power built into Lamson 
1038 Cap Screws for the two-fisted job of moving masses of 


earth, rock and rubble. 


Distributors and original equipment manufacturers 


J 


4 
= 


—_—— ‘Implement & Tractor Fasteners” 
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can identify genuine Lamson High-Tensile Cap 
Screws by the “L-1038’’ embossed on the head. 
Look for it and be sure of getting the best. 

Send for the FREE booklet, 





He referred to the fact that au- 
tomobile engines sometimes fail to 
respond at high altitudes as they 
do at lower elevations, unless they 
have undergone special adjust- 
ments — the same thing believed 
true of the human body. 

Roach is of the opinion that out- 
of-state drivers should be warned 
about high altitudes affecting car 
performance, and that vehicles ad- 
justed to operate at sea level or a 
little higher do not always per- 
form normally when they hit the 
4,000’ to 10,000’ elevations of New 
Mexico. 

“This mechanical quirk often is 
not detected until the driver finds 
himself in a tight situation,’”’ Roach 
said, “and then it’s too late.” 


GM Cars and Trucks Drop 
Below '56 Sales Level 


I NIT sales of GM cars and trucks 

produced in the United States 
during the first six months of 1957 
fell 11% below the ’56 first-half 
level. 

Such was the fact revealed to 
some 690,000 shareholders in GM’s 
quarterly report released last 
month. 

The report indicated that GM’s 
dollar sales in the first six months 
of ’°57 were higher than in any 
first half year except ’55. 

Dollar sales totaled $5,914-mil- 
lion in the ’57 first half, compared 
with $5,869-million in the cor- 
responding six months of ’56, and 
the record $6,513-million in the 
first half of ’55. 

Unit sales of cars and trucks 
from all GM _ = manufacturing 
sources were 2,097,339 in the first 
half of ’57 or 92% of 1956 first- 
half sales, and 1,000,614 in the sec- 
ond quarter, or 93% of second- 
quarter sales last year. 

Strong consumer demand in for- 
eign countries has pitched sale 
of cars and trucks produced by 
GM plants outside the United 
States to an all-time high during 
the first six months of 1957. 


Robert R. Nadal Heads 
Sales for Lincoln 


A PPOINTMENT of Robert R. Nadal 
as general sales manager for 
Lincoln Division of Ford Motor Co. 
has been announced by Ben D. 
Mills, company vice-president and 
division general manager. 

Formerly central regional sales 
manager for Mercury Division, 
Nadal succeeds Henry B. Daniels, 
whose assignment to another posi- 
tion will be announced later, 
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Top: Frank H. Yarnall 
Center: Joseph E. Bayne 
Above: R. C. Somerville 


West Virginia Dealers 
To Hear Yarnall 


ieee H. Yarnall, past president 
of the National Automobile 
Dealers Association, will address 
the Automobile Dealers Association 
of West Virginia at its annual con- 
vention at the Greenbrier Hotel in 
White Sulphur Springs Aug, 25-27. 

Yarnall, who heads Yarnall 
Chevrolet, Inc., in Chicago, has 
been active in both dealer and civ- 
ic associations. He is a past pres- 
ident of the Chicago Automobile 
Dealers Association and is current- 
ly a director of the Chicago Con- 
vention Bureau, the Chicago Bet- 
ter Business Bureau and the em- 
ployers association of Chicago. He 


SOUTHERN 


first entered the automobile re- 
tailing business as a clerk in 1918 
because “the business was full of 
promise and challenge.” 

Other speakers on the program 
will be Joseph E. Bayne of Ford 
Motor Co.’s dealer policy board 
and R. C. Somerville, assistant to 
the vice-president in charge of 
dealer relations, Chrysler Corp. 

Somerville is a former general 
sales manager of Dodge and Bayne 
at one time directed sales for 
Plymouth and later Lincoln-Mer- 
cury. 


Senator Stennis to Speak 
To Mississippi Dealers 


NITER States Senator John C. 

Stennis (D.-Miss.) will be a 
principal speaker at the annual 
convention of the Mississippi Auto- 
mobile Dealers Association to be 
held Nov. 3-5 at the Buena Vista 
Hotel in Biloxi. 

Association officers include M. 
B. Gavin, Lucedale, president; 
Homer McLeod, Greenwood, Ear! 
Fyke, Jackson, and James Esta- 
brook, Pascagoula, vice-presidents. 





_ PATCHED TO LAST 
IT'S A CAMEL PATCH 
FOR SURE 


MANUFACTURED BY H. B. EGAN MFG. CO. 
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AC Spark Plug Div. 
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Ace Rubber Company 

Acme Air Appliance Corp. ... 
Airtex Automotive Div. 
Albertson & Co. 

Alemite Division 

Allen Electric & Equip. 
Alondra Sales, Inc. 

Aluminum Industries, 
American Brakeblok Div. 
American Hammered Division 
Ammeo Tools, Inc. 

Arco Company 

Aro Equipment Corp. 

Arvin Industries, Inc 
Associates Investment Co. 
Atlantic Steel Co. 

Atlas Weight Co. 


BCA Ball Bearings 
Banite Company 

Barrett Equipment Co. 
Basic Sleeve Associates 
Bear Mfg. Company 
Bee-Line Company 

Belden Mfg. 

Bell Co., Inc. 
Bingham-Herbrand Corp. 
Black & Decker Mfg. Co. 
Blackhawk Hand Tools 
Blackhawk Mfg. Co. 

Blitz Electric Co. 

Bower Roller Bearings 
Bowes ‘‘Seal Fast’’ Corp. 
3reeze Corporation, Inc. .. 
Briggs Shock Absorber Div. 
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Camel Patches .... 
Carter Carburetor Corp. 
Casite Division 

Central States Sales, Inc. 
Champ-Items, Inc. 
Champion Parts Rebuilders, 


Chevrolet Motor Division 

Childers Mfg. Co. 

Chrysler Motor Parts Div. 

Clevite Service, Inc. 

Coats Company 

Commercial Credit Co. 

Commercial Solvents Corp. 

Continental Piston Ring Co. 

Cordomatic Division 

Curran Corporation 

Curtis Pneumatic 
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D & M Products 

Delco Battery Division 

Delco-Remy Division 

DeSoto Division 

Detroit Surfacing Machine Co 

Ditzler Color Div. 

Doan Mfg. Co. . 

Dodge Division 

Dow Chemical Co. 

Du Pont de Nemours and 
Inc. E. I. Finishing Div. 
Zerone-Zerex Div. 
Chemical Specialties 

No. 7 Li 
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Echlin Mfg. 
Edsel Division 
Egan Mfg. Co., 
Eis Automotive ‘Corp. 
Electric Auto-Lite Co. 
Batteries 
Parts & Service 
Spark Plugs 
Emerol Mfg. Co. 
Estes Mfg. Co., Earle 


Company 


i’ 


F & B Mfg. Co. 
Federal-Mogul Service 
BCA Ball Bearings . 
Bower Roller Bearings 
Federal-Mogul Engine 
Bearings 
National Seal 
Felt Products Mfg. 
Fram Corporation 
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Gabriel Company 

Gates Rubber Oo. 

General Acceptance Corp. 

General Electric Lamp Div. 

Go-Jer Co. 

Golden Glide Division, 
Gabriel Co. 

me * National Batteries, 
Ine 

Grand Automotive Prods. Co.. 

Grey-Rock Division 

Guaranteed Parts Co., 

Guide Lamp Division 
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Harrison Radiator Division 
Hasting’s Mfg. Co. 

(Piston Rings) 

(Filter Division)... 
Haviland Co., Arnold 
Heckethorn Mfg. & 

Supply Co. 

Hein-Werner 
Heller Tool pas eheee 
Hirsig Co., Lawrence } 
Holmes Co., Ernest ons 
Homestead Valve Mfg. 
Hopkins Mfg. Co. 
Hotel Claridge 
Hotels National 
Hotel Tuller 
Huot Mfg. Co. 
Hygrade Prod. 

Division 


Ideal Corporation 
Ingersoll-Rand Co. 
Inland Mfg. Co. 
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Jaycee Chemical Corp. 
Jensen Products 
Johns-Manville Corp. 
Joyce-Cridland Co 
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K-D Lamp Co. 

K-D Mfg. Co. 
Kem Mfg. Co 
Ken-Tool Mfg. ) 
Kimco Auto Prods. 
Kool Kooshion Mfg. 
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Lake Auto Radiator Mfg. Co.. 
Lamson & Sessions Co. 
Lee Co., . 

Lempco Products, 

Lincoln Engineering Co. 
Lisle Corp. rs ae 
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Mac’s Super Gloss Co., 
Manley Valve Corp. 
Marshall-Eclipse Division 
Martin-Senour Company 
Mathieson Chemical 

Corp., Olin 
MeQuay-Norris Mfg. Co 
Merit Muffler Div. 
Midwest General Corp. 
Milesmaster, Inc. 
Minnesota Mining & Mfg. 
Mohawk Rubber Co. 
Monkey Grip Sales Co. ..... 
Monroe Auto Equipment Co. 70 
Moog Industries, Inc. ae 
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Namsco Inc. .... 

National Hote is 

National Seal Division ‘ 
New Britain Mac hine Co. 
Niehoff & Co. E. ‘ 
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Oldsmobile Division 
Otto-Items, Inc. 
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Packard Electric Div. ...110, 111 
Perfect Circle Corp . Front Cover 
Permatex Co., Inc sseeens 
Permite Parts 

Pick Mfg. Co. .... 

Portable Elec. Tools, 

Prest-O-Lite Batteries 

Proto Tools 

Pullman Vacuum Cleaner 


Corp. 
Purolator Products, Inc, 


Q 


Quaker Supreme 
Chemical Co. 


R 


Rajah Company ........ 128 
Ramsey Corp. ....Four " Cove r 
Raybestos Division Be 
Rich Mfg. Corp. 
Rochester Products 

Division 
Rogers Co., 
Rust Master Chemica! Corp. 


S 


Schofield Mfg. Co 
Sealed Power Corp. 
Shurhit Products, Ine 
Signal-Stat Corp. 
Snap-On Tools Corp. 
Southern Friction 
Materials Co. > ine 
Standard Crankshaft & 
Hydraulic Co., Ine. 
Standard Motor 
Products .... 
Stant Mfg. Co., Ine. 
Stewart-Warner Corp. 
Storm-Vulcan, Inc. 


.Second Cover 
* 


T 


Texas Company ‘ 
Thermoild Company 
Thompson Prod., Inc 
(Service Sales Div.) 
Thor Power Tool Co. 
Timken Roller Bearing 
Toledo Steel Prods. Co. 
Tramco Industries 
Triplex Corp. of America ... 
Tung-Sol Electric, Inc. . 
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United Motor Service .... 


V 


Vv. M. C. System 
Van Norman Co. . 
Vellumoid Company 


Ww 


Wagner Electric Corp 

Walker Mfg. Co. 
Warner-Patterson Co 

Warwick Laboratories, 

Weaver Mfg. Co. 

Whelan Co., H. H 

Wilkening Mfg. Co pwtes 
Willard Storage Battery ‘Co. 
Wittek Mfg. Co < 
Wix Corp. . 
World Bestos © “—- oan 
Wudel Mfg. Co., Edmund d 
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Yankee Metal Products ... 20 
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REPRESENTING OUR ADVERTISERS 





ALABAMA 





Alan Sales Co. — Birmingham 


Acme Air Appliance Co., Inc. .... 62 


Downey, Herman J, — Birmingham 


ewes ETB. kc cccvosccs 3 


FLORIDA 


Hirsig & Co., L. M. — Jacksonville 


meee cee, Gm, Ck we nccee 135 
ee on ee teaeeovsns 101 
Quaker Supreme Chem. Corp . 108 
Rust Master Chem, Corp : . 63 
We en cae se codvces -.. 60 
Norton, K. W. — Jacksonville 
RN et i os ag ao 52 
Yankee Metal Prod. , suis OO 


Jones, J. H. — Miami 


Homestead Valve Mfg. Co. ......129 


Meadows, J. L. — Ocala 


2 5 eee oe 108 
Pullman Vacuum Cleaner Corp. ..109 
GEORGIA 


Aaron & Bell — Atlanta 


Jaycee Chemical Co. ............ 95 
Monroe Auto Equip. Co. ..... 70, 71 
P & D Mfg. Oo. ........ jeccawed Oe 
Warner-Patterson Co -conocenee, 285 
Clark Co., Henry S. — Atlanta 
Bingham-Herbrand Corp. . . 82 
eS ee 132 
Smith, Ray M. — Atlanta 
Milesmaster, Inc. ........ ‘(ennae ae 
Williams, N. A. Atlanta 
ok who ste kde ewes 69 
Ken Tool Mig. Co. ..........+.0218 
Lamson & Sessions Co. ..........184 


Williams Co., F. H. — Covington 
Acme Air Appliance Co., Inc. .... 62 
Monkey Grip Sales Co 5 


Davison Co., Geo. H. — Marietta 
Alondra Sales, Inc. ......... ~ eee 


KANSAS 


Russell, H. E., — Iola 
Se I Kea ote dcccccsos 60 
WD EE ES nee ce ce cecess 


Leahy, E. T. — Prairie Village 
Homestead Valve Mfg. Co. ...... 129 


Garberson, D. D. — Wichita 
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MARYLAND 





Snyder, Wm — Baltimore 


Pullman Vacuum Cleaner Corp ....109 


MISSISSIPPI 


Parker, Guy N. — Jackson 


ee eee GE ceawodnweted 108 
Keen, C. Guy — Meridian 
Pullman Vacuum Cleaner Corp 109 
Wix Corp ; cose 
MISSOURI 


Buettner, C. M Kansas City 
Acme Air Appliance Corp. ...... 6 
Ideal Corp gus 
Monkey Grip Sales Co 





Craft, E. G. — Kansas City 
Warner-Patterson Co. . »- 136, 137 


Dennis Co ~ Kansas City 
Rust Master Chem Gate cbeenee 63 


Koslowsky, C. H 
Warwick Labs., Inc } re 


Kansas City 


Snyder, H. J Kansas City 


Pullman Vacuum Cleaner Corp. ....109 
Swanman, Inc., M. H. — Kansas City 
Lamson & Sessions Co seen s beneene 
Wix Corp. ... peccecsesnecvece SS 
Wilcox Co., Paul K Kansas City 
Alondra Sales Inc at 104 
Link & Chambers Sales Co - St. Louis 
Ken Tool Mfg. Co ‘ . .-113 
NORTH CAROLINA 
Case, C. C Charlotte 
Milesmaster, Inc 4 = ase & 
Huber, Jerry — Charlotte 
Lamson & Sessions Co. . oes 134 








Stroud & Walden Charlotte 
Alondra Sales, Imc. ........:; —— 





Wimberly, P. L.—Durham 
Yankee Metal Prod, ............ 20 


TENNESSEE 


Skinner, J. B.. — Memphis 
Homestead Valve Mfg. Co. ...... 129 


TEXAS 








Fowler, 
K. ©. Tree Ge. cccccccesescceeses 








Armistead T. 8. — Richmond 
Homestead Valve Mfg. Oo. ......-. 






Brogan, F. J. — Dallas 
Monkey Grip Sales Co 





Burk, B. B. — Dallas 
Monroe Auto Equip. Co 


Chamness, R. H.—Dallas 
Wix Corp 


Connell Co., J. 8. — Dallas 
Bingham-Herbrand Corp 


Cree, H. M. — Dallas 
Breeze Corp. ....+.++0+. 
Pullman Vacuum Cleaner Corp. 


Hart & Foster — Dallas 
Warwick Labs. Inc. .......- 


Hirsig-Frazier Co, — Dallas 
Quaker Supreme Chem. Co 


Jayne, Albert — Dallas 
Ken Tool Mfg. Co. ..... 


Johnson Co., Dean — Dallas 


Alondra Sales, Inc. ..... 


Kenney, G. W. — Dallas 
Homestead Valve Mfg. Co 


Lynn & Hemphill — Dallas 
Jaycee Chemical Co 
Warner-Patterson 

McClintock Sales Corp Dallas 

Acme Air Appliance 

Wittek Mfg. Co 


Shipp & Payne Dallas 
Rust Master Chem. Corp 
Yankee Metal Prod 


Whelan Co., H. H Dallas 
Emerol Mfg. Co 
Gabriel Co. ..-.--ceceseres 
Lyon, W. L El] Paso 


Lamson & Sessions Co 


Copeland, Rudy Ft. Worth 
Egan Mfg. Oo., H. B 


Lovelady, J. W. — Ft. Worth 
Lamson & Sessions 














Neal V, Houston 











Seifert, J. E. — Houston 
Homestead Valve Mfg. Co 
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You get a service that goes 
beyond the bearing box 


When you open the red-and-black F-M bearing 
box, one cycle ends and another begins. You’re 
the last man in the distribution chain that made 
this bearing available, in the exact size or 
undersize, the minute your customer needed it. 


Your skill, plus the quality and precision built 


into this bearing, starts a long cycle of depend- 
able service to the ultimate user, your customer. 


There may be times when you need help. 
Federal-Mogul provides specific manuals and 
literature . . . special bearing tools for your 
benefit. Ask your Federal-Mogul Jobber! 


FEDERAL-MOGUL SERVICE 


DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. 


DETROIT 13, MICHIGAN 


_ FEDER AL-mogut 


1085 CP -20 


. f — 
Un Joe NCINE SEQRINGS 
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RESEARCH e DESIGN ¢ METALLURGY e PRECISION MANUFACTURING ¢ SERVICE 
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Why settle for part-time protection? 


Hastings Oil Filter Cartridges keep oil 
clean all the time—from filter change to 
filter change.* The reason is Densite. 


Densite—an amazing new type of filtering material—is made 
of millions of selected cotton fibres, pressure packed so oil 
must flow through countless tiny openings, pass many surfaces 
of fibres. The most microscopic abrasives cling to these fibres 
—and stay there! Recommend Hastings Filter Cartridges ... and 
add a host of satisfied customers who will have clean oil all 
the time. 


*When replaced as normally recommended. This fact proved by tests con- 
ducted in accordance with U. S. Bureau of Standards procedure. 


EW! No. 115 FORD THROW-AWAY 
M WITH DENSITE 


For 1957 Ford, Mercury and Lincoln overhead valve 6 and 8 
cyl. engines. Also available with adapter (Hastings 116) for 
converting earlier engines with overhead valves to use the 
new throw-away cartridge. 


Heavy gauge case. Hex nut for easy removal. Built-in by-pass 
valve. Check valve retains oil on removal of cartridge. 





_NEEPS OIL CLEAN 
ant ae FILTER CHANGE 


NO. 101 


ENGINEER 
£0 FoR REPLACEMENT SERVICE 








HASTINGS MANUFACTURING COMPANY 
HASTINGS, MICHIGAN 


Oil Filters, Piston Rings, 
Casite, Wear Reducer, Spark Plugs 








For Finest Circumferential Expansion in old and new Engines .. . 


5 | Flt &, “ 
Not just one exclusive chrome plated oil ring (] nd 
... but two! Both utilize the Circumferential 


Expansion action, the latest advance in oil ring 
design. That is Ramco Engineering’s answer 
for you who want finest re-powering results 
and maximum customer goodwill. Chrome C-9 
or Chrome Spiro-Seal, whichever oil ring is 
finest for the engine, is the oil ring you get 
when you use Ramco engineered 10-Up sets. 
Ramsey Corporation, St. Louis 8, Mo. 








super fine chrome C-9 oil ring 

Ramco’s years-ahead C-9 Circumferential Expansion 
design achieves a new high in cylinder conformability. 
The raMco Duomatic Combination Spacer and Expander 
puts up to 20% more bearing points on the rails. These 
chrome plated rails being radially thinner than con- 
ventional rails, are more flexible and therefore more 
sensitive to the action of the Duomatic Expander. 








4, 





super fine chrome Spiro-Seal oil ring 
Ramco engineering has utilized the circumferential 
expansion action for over 18 years in the Spiro-Segment 
of the Ramco Spiro-Seal Oil Ring. The Ramco exclu- 
sive Spiro-Segment expands circumferentially, requiring 
no initial inner-ring pressure to contact the cylinder 
wall. It clings to the wall with its gentle spring action, 
winding and unwinding as it goes up and down in a 
tapered cylinder. 

The result is an alternating pressure action that 
increases pressure on the downtstroke when it is needed 
to remove excess oil and relaxes it on the upstroke 
for exactly metered wall lubrication. 








Whatever is FINEST for the Engine You Get in every RAMCO 10-Up Set 


MNES Immediate Seat-In IWEST Continuing Compensation for Wear 


without engine drag that keeps engines running like new longer 


WEST Immediate Oil Control IWEST Longer Service Life because of Ramco’s ; / 
0: 


without wall wearing pressure years-ahead precision manufacturing — 
WET High Vacuum Oil Control 
by top and bottom oil ring sealing FINEST di ae. 
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